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The Plumbers Are Plumbing 


BUSY crew of plumbers descended on the job 

in Washington the other day, duly armed 

with an arsenal of tools, from gimlets to gas 
torches, from blowpipes to Stillson wrenches, bent 
upon overhauling and renovating the nation’s shoe 
and leather business. 

The industry has already undergone several in- 
vestigations and inquisitions; but of course the pur- 
pose of investigation is principally the making of 
voluminous but non-luminous reports, a fishing for 
partisan political material, and the finding of excuses 
for official meddling and injurious interference with 
business. The McNary investigation has therefore 
the whole field before it; and the shoe and leather 
trade will have to march up and tell its story all over 
again, patiently and with painstaking care, morally 
certain at every step that any slip will be seized upon 
as a basis for sensational public denouncement or 
popular misinformation. It will have to explain a 
hundred technical details regarding a great and com- 
plicated business to a committee which has little, if 
any, knowledge of the subject, is surcharged with 
suspicion and prejudice against the business, and 
which approaches the task in the attitude of prosecu- 
tor rather than that of impartial judge. In other 
words, this latest inquisition promises to be of the 
normal and usual type. 

The shoe trade will have to state its case again. 
It will have to show that of all lines of business none 
responded moie promptly and effectively to the na- 
tion’s call for war service than did the shoe trade; no 
industry set forth its quota of supplies more promptly 
or at more reasonable cost; no industry is compelled 


to follow more closely the conditions of a world 
market; no industry has worked on a closer margin 
of pay for its service, or with less of profiteering. 
This is plain truth. It cannot be told too often, if 
the public is to be convinced. Go ahead with” the 
plumbing. 





Curious Points in the Game 


LWAYS some new point coming up in this foot- 
wear game. Here is one from the de luxe section 
of a recent New York Sunday newspaper: 

A famous store, devoted entirely to hosiery, adver- 
tises that “This exquisitely beautiful silk stocking 
with real lace insertion, priced $500. (not advertised 
for sale), will be exhibited as a showpiece in our 
window during Fifth Avenue week.” 

The advertisement shows a picture of the stocking, 
which is certainly a thing of beauty. But who wants 
to bet that a score of women won’t be wanting it even 
at that price? You can’t bluff American women by 
high prices; and you never can tell when somebody 
will insist upon buying your window exhibit. Some 
years ago a Philadelphia shoe merchant had a pair of 
freak shoes made with black edges and a combination 
of bright green, light blue, dark blue and bright red 
leather in the upper, intending them merely as eye- 
catchers. To his astonishment, some dozens of cus- 


_ tomers wouldn’t have anything else but those freak 


shoes, at profiteering prices, on special orders. 

This hosiery stunt is an extreme highlight to con- 
sider in connection with our suggestion that foot or- 
namentation has been in a quiet and retiring and 














modest infancy, with great possibilities of expansion 
still untested. ’ ; 

The French short vamps are advertised by several 
houses. One illustrates a black kid cross-strap at $21. 

Another advertisement shows a new notion in mail 
order shoe selling, offering men’s or women’s low 
cuts in black or tan for $5.98, together with “a pair of 
spats free with each pair of shoes.’’ Fit of shoes is 
guaranteed or price refunded, and purchasers are 
assured that “Your friends will assume that these 
are $10 to $15 shoes.”” We do not like that “free” 
business, no matter what the price. It is a curious 
composite bargain. 

Still another shop advertises short vamp cross- 
straps at $14 and $16, postpaid, but does not label 
them French. 

The magazine part of that same section shows an 
English photograph of a mother tacking a sole on a 
child’s shoe. The caption informs us: that mothers 
all over England have taken up mending their chil- 
dren’s shoes, “because of the high cost of new shoes 
and of repairs in the shops.” In other words, the cus- 
tomer walks away, shaking her head. That is al- 
ways a refuge of the buyer. 

There are lots of ways of selling shoes that are good, 
bad, worse and worst; there is only one “best” way 
to sell shoes. That way has been worked out through 
an effective process of developments and evolution 
by the good shoe stores of the country, acting under 
the general purpose of “Getting more shoes sold 
right.” 





A Point in Women’s Oxfords 


HE return to favor of the woman’s oxford offers 
to designers of this useful type of shoe an oppor- 
tunity to strengthen its value by artistic lines, so 
managed that the angle where foot and ankle join 
will not be emphasized and over-accented. Too 
heavy a topline does this; it makes too much of a 
joint, a break in outline, between the foot and the 
ankle, and in the case of a moderately generous foot 
appended to a slim ankle, makes it look like a skewer 
stuck in a potato. 
The oxford has unquestionable advantage in the 
way of support and foot comfort. Inartistic out- 
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lines ought not to be permitted to work against these 
favorable features. A woman customer said, in try- 
ing on an oxford: 

“T should be perfectly satisfied with this shoe if I 
couldn’t see it!” 

One of the artistic advantages of the Polish type of 
boot or the button boot is the series of graceful curves 
which lead from the slanting lines of the instep up to 
the vertical lines of the ankle and shin. A heavily 
accented oxford topline makes an awkward angle out 
of a curve, and tends to emphasize and exaggerate 
the size of the foot, than which there ig no greater 
crime in the eyes of the woman customer. 

Don’t make it look pluggy, or blunt, or clumsy; and 
let the lines lead up, not crosswise. When the artistic 
and pleasing in appearance can be made to join them- 
selves to practical usefulness, you have a strong com- 
bination, in bidding for popular favor; but when the 
artistic is burdened by practical defects, or the practi- 
cal is clumsy-looking and inartistic, any fashion 
based upon either has unwilling acceptance, followed 
by a sudden death, and it is sudden changes that fill 
the bargain tables and cut down the gross receipts 
and net profits. 





An Interesting Summary 


T will be extremely interesting for any merchant 
to note carefully the analysis of the defects of 
Government work presented by the editor of the 
Efficiency Magazine on another page of this issue. 
It is safe to say that no business man would view ex- 
cept with alarm the intrusion into his business of any 
one of the ten primary defects enumerated by the 
writer. To consider surrendering to the blight of all 
of them combined would scare Gary, Schwab, Mor- 
gan, Rockefeller and all their associates to the tall 
timber. 

The writer of the summary to which we refer has 
done a useful work in definitely picking out and setting 
before us the defects which all of us instinctively but 
perhaps vaguely realized were inseparable from 
Government work. It is not humanly possible to get 
good results by using a system which ignores all 
human motives and basic impulses. The man has 
never yet been born who will work as hard for every- 
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body as he will work for himself—which is the funda- 
mental reason why the principals of socialistic com- 
munism are a vicious poison, of disastrous effect, 
inevitably and always. 





“Outlaw” Procedure Opposed 


HERE is nothing which strikes the vitals of in- 
dustry quite as surely as the suspension of rail- 
road traffic. The present “outlaw” strike of railroad 
workers is about as ill-guided a method as could be 
employed to win approval of wage demands. ; 
The demands of the recognized unions, as we under- 
stand it, are under consideration, and an early settle- 
ment of the railroad wage controversy is due and 
expected within a reasonable time. This outbreak, 
which is so disastrously affecting all kinds of com- 
merce and industry in the busiest part of the country, 
seriously interferes with the adjustment which would 
undoubtedly be satisfactory to both sides. The ac- 
credited leaders of the Railroad Brotherhoods, as well 
as Mr. Gompers, are emphatically opposed to the 
action taken. 
The effect upon our own shoe and leather industry, 
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if continued, is too plainly apparent to all to require 
discussion. Factories are none too well supplied 
with materials as it is, and the buying of late has been 
on a close-to-needs basis.‘ The course to be adopted 
by the industrial end of the country, and by that we 
include organized labor as well as capital, is to stand. 
firm and together against the attempts of these un- 
American elements to disrupt organized business, to 
stop by vicious means or otherwise the wheels of in- 
dustry without notice and at great loss to everyone, 
themselves included. 





Conditions in Europe 


RTHUR D. ANDERSON, editor of the ‘Boot 

and Shoe Recorder,”’ who, with Everit B. Ter- 
hune, vice-president and general manager, has just 
returned from abroad, is planning an exceptionally 
interesting series of articles on conditions in Europe. 
These will start in an early issue. In view of the 
exchange situation and its possible effect on retail 
prices in the United States, the information contained 
in these articles will be of great value to all ‘“Re- 
corder’’ readers. 





Trend of Fall Styles Analyzed 
Result of questionnaire sent out by National 
headquarters. 

Governmental Inefficiency 
An analysis of reasons why no government 
can be classed as businesslike. 

Trend of Fall Styles for Women 51 
Interesting survey of models likely to prove 
popular. 

How Can We Convince the Public? 52 
Discussing the ever-present problem of the 
public belief in profiteering. 

How to Advertise to Get the Best Results.. 54 
Advertising Which Stimulates Sales 55 
Two interesting articles written around a sub- 

ject of importance. 





High Lights In This Issue . 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


What Form of Compensation is Best? 
Plans which have been used in fixing the in- 
comes of retail salesmen. 


Note carefully Articles Advt. 
Mr. 





























circuit is completed, with comments or sug- 
gestions, if any. 
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THRIFT TENDENCY NOTED 


Public Buying Small Denomination Liberty 
Bonds 

Washington, D. C., March 14—Indication that 
the public has ceased to be spendthrift and is again 
inclining toward thrift and sound investment is seen 
in the heavy inquiries for small denomination Liberty 
Bonds at banks and brokers throughout the country. 
This same tendency toward thrift is being noted to a 
certain extent in the retail trade. 


MERCHANTS UPHELD IN COURT 


Federal Judge Enjoins Prosecution Under the 
Lever Act 

Philadelphia, April 14—N. S. R. A. headquarters 
has been advised by wire that 13 Denver merchants 
retailing dry goods, shoes and clothing, jointly brought 
suit to enjoin the United States District Attorney 
from enforcing price regulating sections of the Lever 
Food Control Act and its amendments on charges of 
alleged unreasonable and unjust prices for articles of 
merchandise. 

The district attorney claimed the right to prosecute 
upon the theory that the merchants were entitled to 
only a reasonable profit on each article sold, basing 
the profit upon the original cost of the articles. The 
Federal District Judge in Pueblo held that merchants 
are permitted to charge reasonable rates of profit, and 
the prices charged may be based upon the value of 
the article at the time of sale, and enjoined prosecu- 
tions. The judge also clearly indicated his belief that 
the law violated the Fifth amendment to the Federal 
Constitution. 


N. S. R. A. DIRECTORS TO MEET 
Questions of Importance to Be Acted on in 
Milwaukee, April 20 

Philadelphia, April 14—President James P. Orr 
of the N. S. R. A. has issued a call for a special meet- 
ing of the board of\directors to be held at Hotel 
Pfister, Milwaukee, on Tuesday, April 20. There are 
a number of important matters to be considered by 
the board and Mr. Orr will have definite recommenda- 
tions on several matters of national import to submit 
to the board for its sanction. 





McNARY PROBE. APPARENT ‘“‘FIZZLE”’ 


One Meeting Held, Then Indefinite Adjourn- 
ment Is Voted 


Washington, D. C., April 15—A senator of the 
United States went into a Washington shoe store and 
priced shoes. The pair he fancied were marked at 
$20.00. He protested that the price was too high and 
accused the dealer of “‘profiteering.”” He had not 
recovered his temper when he reached his office and 
immediately wrote to the manufacturer of the shoes 
which were priced at $20.00, asking the manufacturer’s 
price to the retail merchant. He received a reply say- 
ing that the merchant had paid $8.00. 

Whereupon the senator, his temper in no wise 
cooled by the information, hastened to a fellow 
senator and told the story of the ‘“‘unconscionable 
profiteering in the shoe and leather industry.” The 
result was the investigation which began on Friday 
of last week under the McNary resolution. 


A Long-Drawn-Out Affair 


It is the belief that the hearings will “string along”’ 
for some weeks, but if they reveal nothing more 
damaging to the trade than did the similar inquiry 
which Senator Ball conducted into the reasons for 
the high prices of shoes in the District of Columbia, 
there need be no alarm among shoe merchants. 

Judson C. Welliver, a newspaper man sent to 
Washington by a New York newspaper to “work up 
a story” on profiteering in shoes, was the first witness. 
It appeared immediately that he could shed little 
light on the situation from his own knowledge. He 
admitted as much, but cited at length figures and facts 
ascertained by the Federal Trade Commission in 
alleged support of the assertion that prices were 
extortionate and that some retail merchants were 
charging unreasonable prices. 


They Find That Leather Has Advanced 

The Federal Trade Commission filed a report last 
Fall on shoe and leather prices, but has assembled 
additional data since that time. Victor Murdock, 
chairman of the commission, furnished to the com- 
mittee some of this information. The Treasury De- 
partment has been asked to give data with regard to 
income and excess profits tax reports, the committee 
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members expecting that such information will not be 
withheld. The treasury will not, of course, reveal 
the income and profits of individuals and corporations 
by name. 

Chairman Murdock’s information was not surpris- 
ing in any particular. He merely traced the upward 
price movements of leather from 1914 until the Fall 
of 1919, since which time, he pointed out, there has 
been no notable price movement, although recessions 
were indicated as probable in the last few months. 
Some opinions in the trade, he said, were to the effect 
that a general decline in leather prices was to be 
looked for. 

Probe Not Being Rushed 


Mr. Murdock also quoted Arthur Williams, formerly 
Federal Food Administrator of New York, to the 
effect that shoes retailing at $9.00 the pair in the Fall 
of 1919 and at $10.50 this Spring were produced by 
the manufacturer for $4.36 in the former instance and 
for $5.48 in the latter. The retailer’s profit, he said, 
was $3.75 on the shoes sold at $9.00 and $4.00 on those 
sold at $10.50. The manufacturer made 89 cents on 
the shoes which he sold for $4.36 and $1.02 on those 
he sold at $5.48. 

This was as far as the committee got in the inquiry 
on Friday, and adjournment was taken, -subject to 
the call of the chairman, who has not yet set a date 
for another sitting. Senator McNary indicated that 
he was in no hurry to press the inquiry and would not 
hazard a guess as to when the inquiry would be 
resumed. 


NEW ASSOCIATION PLANNED 


Wilmington Merchants to Organize and Affili- 
ate with N. S. R. A. 


Philadelphia, April 14—Among notable visitors to 
N. S. R. A. headquarters recently was G. H. Perry, 
president of the Lynch-Perry Corporation, which 
conducts the shoe department in the Crosby & Hill 
Co. store of Wilmington, Del. Mr. Perry is desirous 
of forming a Wilmington Shoe Retailers’ Association 
and was seeking information as to the proper method 
of procedure for organizing and affiliating with the 
National Association. The first meeting of shoe men 
will be held shortly. A charter membership of 50 
merchants is expected. 


PAR SYSTEM ENDORSED 


Movement, If Successful, Will Save Business 
Men $150,000,000 a Year 


The New England Shoe and Leather Association 
has been getting gratifying results from its circular 
letter of March 23, in which it requested its member 
concerns to protest to their senators and representa- 
tives at Washington against the threatened overturn 
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of the par system of collecting checks now in opera- 
tion in a majority of the States. The association’s 
circular pointed out that a return to the former sys- 
tem of check collections would entail a loss to the 
business men of the country of about $150,000,000 
annually. 

Speaker F. H. Gillett of the House of Representa- 
tives writes: “It is my opinion that such legislation 
will not be enacted.”” Representative George Holden 
Tinkham of Massachusetts writes that he has been 
advised by the chairman of the Committee on Bank- 
ing and Currency that in his opinion there is no good 
reason for this change, and that the Federal Reserve 
System is performing a great service to the commerce 
of the country in clearing checks at par. 


SHOE WORKERS GET INCREASE 


Wage Boosts Are Noted by Bureau of Labor 
Statistics 

Washington, D. C., April 16—The Bureau of Labor 
Statistics has the following to say in connection with 
changes in wages in the boot, shoe and leather indus- 
try during the period of December 15, 1919, to Janu- 
ary 15, 1920: 

Boots and shoes: Ten per cent of the employes in 
one firm were granted a 1214 per cent increase. Three 
firms gave increases of 10 per cent affecting all of the 
force in two plants and 25 per cent of the men in the 
third establishment. An increase of 934 per cent, 
affecting 16 4-5 per cent of the employes, was reported 
by one plant. One establishment gave an 8 per cent 
increase to 10 per cent of its help and paid 20 per 
cent of the men a bonus of 714 per cent on wages 
earned the preceding three months. A few small indi- 
vidual increases were reported by one concern, but no 
further data were given. 

Leather manufacturing: Six per cent of the men in 
one establishment received a 15 per cent increase. 
One firm gave a 10 per cent increase to all of the em- 
ployes, while the entire force in another plant was 
granted an increase of 7144 per cent. A 5 per cent in- 
crease, affecting 50 per cent of the men, was reported 
by one concern. One establishment paid a bonus to 
all full-time workers. 


LEATHER BIDS RECEIVED 
Awards to Be Announced in the Near Future 


Washington, D. C., April 16—Officials of the Sur- 
plus Property Division of the War Department state 
that a good many bids were received for leather list 
No. 3, the bids for which were opened on April 9. An 
abstract of the list is about completed and awards will 
be'made in the very near future. Bids will be opened 
for leather list No. 4 on April 30, and it is understood 
that bids will be opened for leather list No. 5 on May 
28. 
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Trend of Fall Purchases Analyzed 


Most Merchants Agree on About 50 Per Cent of Requirements---Feel 
That Women’s Style Features Are Not Yet Settled---Anticipate 
: Price Drop on Shoes Bought for Later Fall Delivery 


with direct bearing on the purchase of shoes 
for Fall, 1920, which has been sent out to 
twenty large merchants throughout the country, 
representative from Maine to California, and as far 


i \ GENERALIletter containing certain questions 


south as Texas and Louisiana, brought replies which, | 


when analyzed, should be interesting to our members,” 
says the current issue of the N. S. R. A. Bulletin. 

“The response from these letters—nineteen of the 
twenty having been heard from—are most satisfac- 
tory, and on most points 


needs for July to October, buying again at a later 
date, say June or July, covering your needs for No- 
vember and December; or, in other words, cutting 
down your stock on hand and getting back to the old 
way of buying with a faster turnover? 
“The answers to the foregoing question are almost 
unanimous, many stating that not over 50 per cent 
shall be their future policy, and practically all agree- 
ing that this should be the limit of their original Fall 
purchase. 
Style Uncertainty a 
Factor 





in question the answers 
seem in accord. The 
following are the ques- 
tions and answers: 


Percentages Being 
Bought 


“Question 1. Do you 
consider it wise to buy 
at present prices over 
50 percent of your Fall 
supply, in either men’s 
or women’s shoes? 

“‘Answers. Under 50 
per cent, six; not over 
50 per cent, nine; over 


of style features. 


greatly. 


a drop later. 


Points of Interest Covered in 
Questionnaire 


General average of purchases is 50 per 
cent of staples and less than that percentage 


Many merchants believe that women’s 
‘style situation is not yet settled. 
Percentage of women’s oxfords varies 


Exchange rates probably will have little 
effect on Fall prices, although there may be 


“There seems to be 
no fear of getting de- 
liveries within reason- 
able time, and all seem 
to recognize the fact 
that the bell has rung 
on 80 or 100 per cent 
buying from now on; 
that the future uncer- 
tainty of style is as 
great a factor in the 
now changing condi- 
tions as that of price, 
and the only recognized 











50 and up to 60 per 

cent, two; up to 75 per 

cent, one; men’s shoes exclusively up to 75 per 
cent, one. 

“Tn answering this question many qualified their an- 
swers in the purchase for Fall of not over 50 per cent 
of women’s staple boots or men’s boots, and 35 to 40 
per cent of women’s style shoes, anticipating new 
creations later in the season. It is, of course, a fact 
that during the past years of war activities style was 
neglected. Merchandise moved: freely without any 
particular style effort, but the thought is generally 
expressed that from now on style will play a lively 
part. 

The Question of Women’s Oxfords 


“This question brought from many the uncertainty 
of just how many women’s oxfords will figure in the 
Fall buying. This estimate runs from 20 to 75 per 
cent. One large department store buyer in New York 
estimated up to 75 per cent. 

“Question 2. Do you think it safe to cover your 


safe plan seems to be 
the shortest anticipa- 
tion in buying consistent with good deliveries. 

“Question 3. Do you think the prevailing foreign 
rate of exchange, with the cutting down of the export 
of leather, will materially decrease prices for the Falk 
season? 

“There seems to be almost a unanimous feeling that. 
the rate of exchange will have little effect on the Fall 
prices, especially early Fall shipments. There is a 
distinct feeling, however, that if the export continues. 
light on account of the high exchange, combined with 
a slowing up of the domestic purchase of supplies, 
we shall have lower prices for later Fall deliveries or 
on shoes bought during the late Spring or Summer 
period. 

Texas Merchant a Bear 

‘As a most successful Texas merchant puts it: “Tak- 
ing all together, I am a little inclined to be a bear just 
now, and while I do not intend to absolutely stay out. 
of the market altogether, I am doing my buying just: 


+ 
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now with extreme caution, as I feel that prices will 


not go much higher, if any; and if general buying is | 


held up just a little, the chances are good for the start- 
ing of a recession, and when that once starts it will 
keep going until the law of real genuine supply and 
demand will assert itself and adjust prices fairly.’ 

“Still another Philadelphia merchant says on this 
point: “The unfavorable exchange conditions un- 
doubtedly will accumulate merchandise in this coun- 
try, but there is a general difference of opinion as to 
how soon we will feel this effect. 
is at least six months off.’ He goes on further to say, 
‘I am strongly of the opinion, in spite of all contrary 
arguments that have been put up, that we are going 
to have a receding market from now on, that manu- 
facturers will be sold less far ahead than formerly 
and that you can get goods as fast as you need them, 
and that the old-time buying is at hand. Buy as you 
sell, and make quick turnovers. This is in the interest 
of prices as well as styles.’ 


Women’s Styles Not Settled 


“Question 4. Do you feel that women’s style fea- 
tures are sufficiently settled to allow a merchant to 
buy over 50 per cent of his Fall merchandise at this 
time, regardless of price consideration? 

“To this question answers also seem to be unani- 
mously NO. Asstated before, much in the line of new 
style creations are looked for in the near future. The 
oxford quota for Fall is one of the big uncertainties 
mentioned, and figures as high as 75 per cent are cited 
by a New York City man. Others place it much 
lower, however, and the average seems to be not over 
25 per cent. One prominent Philadelphia merchant 
states as follows: ‘I consider the style situation in 
women’s shoes as Critical as any we have ever faced. 
The purchase of this class of merchandise should be 
done on a month-to-month and a week-to-week im- 
mediate delivery basis.’ 


33 1-3 Per Cent of Style Features 


‘Another large Southern merchant states: ‘I do 
not think that women’s style features as shown so far 
for the coming Fall would permit a merchant to buy 
more than 33 1-3 per cent of his normal amounts at 
this time.’ 

‘A well-known Ohio merchant says: “The style fea- 
ture is not sufficiently settled at this time to buy in 
excess of 50 per cent. Would say it is better to wait 
until April 1 to 15, and in women’s shoes we believe 
it good business to leave a good slice of your shoes for 
Fall to be bought after July 1.’” 





Method of Figuring Percentages of 
Profit 

Joseph Strasburger, N. S. R. A. director and pro- 

prietor of the Family Shoe Store, Washington, D. C., 

is sending out a neat card to the trade with his com- 


Some think that this 
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pliments, on which is printed a ready reference table 
of “‘How to Figure Profits.” ‘In these days when the 
Fair Price Committees seem unable to grasp the tradi- 
tional method of profits figured on the selling price, 
the tabulation of comparative percentages compiled 
by Mr. Strasburger, and which is given below, is 
timely: : 


5% Added to Cost equals 434% on Selling Price 
ct) ‘ ea 7 ‘77 e 


10 , 
15 a a a * “ 
20 a oS ake " 
25 oheibied ~.\g9 4 . 
30 teh we. ss ‘ 
YL Wace, * " . 
35 i ‘ae 4 “ 
40 oe a “ 
50 — *:: re. $1 “ 
60 .. s me Se * * 
70 aa... + oe " “ 
75 att “623 “ " 
80 eg + eh . 
85 e a ¥ - 
90 alii. + . 
100 sisal egy - . 


(From the N. 8. R.A. Official Bulletin) 





Anniversary Celebrated 


_ Newark Department Store Reaches Half Century 


Mark in Business 


Newark, N. J., April 15—L. S. Plaut & Co. cele- 


- brated the fiftieth year of its business career this week. 


The original store, opened April 12, 1870, occupied a 
space of 13 feet by 25 feet, and today is one of the 
largest department stores in the State of New Jersey. 
Among the achievements of fifty years, which have 
gained for the store country-wide attention, were the 
establishment of the one-price policy in 1870; the 
organization of a Mutual Aid Association—one of the 
first of its kind in the United States. In the Summer 
of 1919, the Plaut store inaugurated the first store-to- 
customer aeroplane delivery service in the country. 





Plan Record Convention 


Largest Ever, Says Frank P. Meyer, Head of 
Illinois Association 


Plans are rapidly being matured for the annual con- 
vention of the Illinois Shoe Retailers’ Association, to 
be held July 12, 13 and 14 in the Congress Hotel, 
Chicago. The convention, as has been announced, 
will be held in connection with the annual Style Show 
of the Chicago Shoe Travelers. ‘Without doubt,” 
writes Frank P. Meyer, president of the association, 
“this will be the largest convention ever held in 
Illinois and probably one of the largest conventions, 
outside of‘the National, ever held in the United 


States.”” Announcement of the entertainment features , 


is being withheld for the present. 
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When Mitchaiits and Shoe Salesmen Meet 


A Partnership of Service Created by the Massachusetts Retail Shoe 
Merchants’ Association at the Boston Retail Shoe 


Salesmen’s Association 


meeting as was held jointly by the Massachusetts 

Retail Shoe Merchants’ Association and the 
Boston Retail Shoe Salesmen’s Association at the 
Boston City Club, April 14. 


ik is well for workers to get together in such a 





When You Are Able to Answer These 
Questions You Are Capable of 
Being Given a Part in Shoe 
Store Management and 
Responsibility 


How do you figure turnover? 
Can you prepare a trial balance? 


What difference is there between profit on 
cost and profit on sales? 


What trade journals do you read regularly? 
How do you figure mark-up so as to arrive 
at a price allowing the required gross profit? 
What kind of statements should you give 
the bank when you want money? 


What bearing does turnover have on mark- 
up? 

What means can be used to speed up turn- 
over? 

What relation should rent bear to sales? 
What relation should salaries bear to sales? 
By 
HAROLD WHITEHEAD 


Professor of Sales Relations 
and Vocational Counselor 


In Speech Before Merchants and Sal at 














The store salesmen were the guests of the merchants 
and numbered 105, being led by President R. L. 
Upton. 

Henry E. Hagan, that nationally loved shoe mer- 
chant and locally respected member of the city 
government, presided. He quickly announced the 
vote on the election of officers, he sefving as the 
entire election machinery, but back of it was the 
hearty endorsement of all members. ; 





J. J. Buckley Elected President 


The officers elected for the year include: J. J. 
Buckley, president; H. E. Hagan, first vice-president; 
D. F. Sullivan, Fall River, second vice-president; 
George O. Jones, secretary-treasurer. Board of 
Directors, H. B. Scates, George O. Jones, H. E. Hagan, 
W. W. Willson, I. H. Morse, Lowell, J. J. Buckley, 
J. W. Goebel, F. W. Small, D..F. Sullivan, Fall River, 
J. H. Woodbury and W. J. Walsh, South Boston. 

Naturally, President-elect Buckley made a speech 
and his outline of desired accomplishments could fill a 
book. Felicitous speeches were made by President 
Upton and Henry E. Hagan, being complimentary to 
both merchants and salesmen as co-operating in better 
shoe-store service to the public. 


A Forum for Service Ideas 


The next speaker was Frank R. Briggs of Thomas 
G. Plant Company, who spoke officially for the New 
England Shoe and Leather Association. He spoke of 
the meeting being an excellent place for ideas, and said 
that “The retail shoe store salesman is the fountain 
head of the service requirements of the industry. He 
is the point of contact with the customer and the 
final arbiter of the manufacturer’s best efforts in the 
arts of shoemaking. Retail store salesmen represent 
the application of all of the effort of the industry in 
its ultimate sale and service of an article of such 
general utility as the modern shoe. It is time for in- 
tellectual effort and understanding and for everyone 
to know more about the merchandise which he buys 
and sells.” 


“Individual Selfishness Must Cease” 


Everit B. Terhune, publisher of the ““Boot and Shoe 
Recorder,” who returned that morning from a tour of 
Europe, kept the audience in enthusiastic interest for 
nearly an hour. He gave an economic survey of con- 
ditions in Europe and their effect upon America, and 
struck the keynote of the evening that ‘individual 
selfishness the world over must cease and that only 
through co-operation can the world be saved from 
itself.” He was followed by Arthur D. Anderson, 
who accompanied him to Europe and who spoke on 
several of the phases of retail selling in Europe. Both 
speeches are included in the report to the industry , 
which will start in next week’s “Recorder.” a 
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A Need for Responsibility 


The final speaker was Professor Harold Whitehead, 
Professor of Sales Relations and Vocational Counsel- 
lor, College of Business Administration, Boston Uni- 
versity. His inspirational address was a’lesson in 
co-operation and co-ordination. Professor Whitehead 
said, in part: “The entire world is shrinking from 
responsibility. Individual selfishness is destroying all 
sense of proportion of values. No wonder there is 
vicious circle of high cost of living. 

“Take responsibility upon yourself. 

‘Do you realize that as you are, so is your influence? 

‘As your influence is, so is your environment? 

“‘As your environment is, so is the community? 

“As the community is, so is the State, and as the 
State is, so is the Nation? 

“Co-operation and co-ordination today should be 
preached as patriotism of the highest order. ; 


Who Is a Capitalist? 


“‘There has been a reaction from the high ideals of 
the war and we must stop the pendulum and help 
swing it the other way. Keep your head cool, your 
heart warm, your hands clean and push things. The 
phrase ‘capital’ in labor is ridiculous. Everyone is a 
capitalist with the exception of the hobo, and when he 
gets a dollar he becomes a capitalist. As merchants 
and salesmen, this meeting should be dedicated to 
better understanding. Don’t forget that there are 
two viewpoints on every matter, and each of you 
should look at things occasionally ftom the other’s 
viewpoint. 


Are You Ready for “‘Sharing?”’’ 


“‘Are the employers here present ready to let the 
workers share in the profits of the business, also are 
the workers willing to share in the responsibilities? 
Don’t expect workers to be satisfied with only a wage 
and no reward for higher effort. You employes, are, 
you prepared to accept responsibility, and to share in 
the profits of the business? Are you likewise prepared 
to stand a cut in salaries when business is poor? Are 
you prepared to work longer hours to speed up sales, 
to study business, to better store methods and are 
you qualified to assume responsibility? You cannot 
standardize brains. It takes mental exercise to 
progress. Do you ever take a mental inventory of 
your own resources? There is no grievance or prob- 
lem that cannot be solved in conference. 

“Let the merchants and the salesmen pledge them- 
selves for a union of mutual helpfulness. Think and 
act for yourselves and your actions will make a more 
profound impression and do more to swing the 
pendulum towards true happiness, which comes only 
from. co-oneration and co-ordination.” 
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American Merchant in Paris 


Hollis B. Scates of William Filene Sons Company, 
of Boston, and president of the Massachusetts Retail 
Shoe Merchants’ Association, writes to Secretary 
Thomas F. Anderson of the New England Shoe and 
Leather Association from Paris, saying that he has met 
a number of American shoe and leather men over there. 
Mr. Scates expects to return to Boston about May 1. 





Some Comparisons Between. the 
Human Machine and the 
Automobile 


The “Human Machine” 
may be compared to the 


The Automobile 
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(Copyright by Harold Whitehead, professor of sales 
relatians and vocational counselor, the College of 
Business Administration of Boston University, Boston, 
Mass. ) 











“Youth! Use More Leather’’ 


A Bulletin for Stores Selling Shoes to Young 
Men 


* 


“Youth! Use more leather, and prolong thy days. 
The recent U. S. surgeon-general report shows that 
more young men were rejected for Army service for 
foot troubles than for any other cause. Put on a pair 
of our proper fitting shoes, walk more and conserve 
your health.” 


A Wise Millionaire 


Julius Rosenwald, the Chicago multi-millionaire, 
who has made his money by doing business on the 
principle that if you are not satisfied you may have 
your money back, is never mixed up in the freakish 
efforts of the rich to amuse themselves. He has 
found, to quote his own words, “that the only kind of 
pleasure that never palls is the pleasure that comes 
from helping others.” 











ee 


4 Cie Ear Rey 





es 


et emi ee Mein 














April 17, 1920 


















WILLIAM C. SCHLAEFER Pe ING 


OTTO HENSEL Chairman of Committee Representing JOSEPH SCHUMACHER 
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All Committee Heads Named---300 Applications for Space Already Received 


Milwaukee, Wis.—Announcement has been made Ladies’ Entertainment, Mrs.' Jos. Schumacher, chair- 
of the line-up of committee chairmen who will have man. 
charge of various phases of the N. S. R. A. Conven- Secretarial offices were opened at Room 224 in the 


Plankinton Arcade. The Plankin- 
ton Arcadeis one of the most mod-- 
‘ ern and up-to-date buildings of its. 
ea ee kind in the country and is in the 
heart of the city and downtown 
district. Mr. H. C. Towle, execu- 
tive secretary for the 1921 Na- 
tional Convention Committee, 
is in charge at these offices and 
will be pleased to give his personab 
attention to all seeking informa- 
tion regarding displays, hotels, etc. 
Although no definite informa- 
tion has been given out about. 
display spaces, more than 300 
applications for space have been: 
received. The 1921 Convention 
Committee is now giving assur-. 
ance that within a few weeks’ 
time all plans and preparations. 
regarding exhibits and displays 


tion to be held here next January. : 
Convention executives are as 
follows: 

J. P. Orr, honorary chairman; 
A. B. Caspari, convention chair- 
man; S. J. Brouwer, treasurer; 
H. C. Towle, executive secretary ; 
first vice-chairman, F. H. Stover; 
second vice-chairman, Jos. Schu- 
macher; third vice-chairman, Ray 
Ripple. Finance Committee, B. 
Lamers, chairman; Convention 
Hall and Displays, Henry Lucas, 
chairman; Publicity Committee, 
G. R. Virmond, chairman; Hotels, 
Joe Klawitter, chairman; Style 
Show,_F. H. Stover, chairman; 
Reception Committee, Otto Hen- 
sel, chairman; Entertainment 








man; Milwaukee Shoe Travelers’ F. H. STOVER at that time contract blanks and 
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Vermont Merchants Hold Convention 
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Trade Problems Taken Up, Valuable Discussions Held and Important 
Resolutions Passed 


tended, most enthusiastic and most helpful 
convention ever held in this State came to a 
close here today with the final session of the annual 
gathering of the Vermont Shoe Retailers’ Association. 
All sessions were held in the New Sherwood Hotel. 
Not the least important of the developments of the 
convention was the movement started by President 
B. J. Boynton, a prominent merchant of this city, hav- 
ing for its object a yearly joint convention of the State 
associations of all New England. 
This, if put through, would enable 
the various associations to stage a 


Lives ae Vt., April 14—The best at- 


be a mistake to buy nothing and an equally disastrous 
mistake to buy 100 per cent. He advised a happy 
medium. In taking up the question of merchandising, 
he yrged merchants to look well to their pricing. 
**The prices you put on your shoes will have a 
good deal to do with the rapid sales of the 
shoes,’”’ he wrote. ‘‘And it seems to me that we 
have come to the time when the psychological 
situation of the country will not permit of un- 
due profit taking, and the wise merchant teday 
will price his shoes so that it 
will give him a fair return on 
the gross amount of business 





convention as big as or even bigger 
than any other in the country, with 
the exception of the National. 


Much Interest in Exhibits 


Originally it had been planned 
to get down to business Tuesday 
afternoon, following the routine of 
the opening session in the morning. 
However, delegates were so in- 
tensely interested in the shoes on 
exhibition—this being a new fea- 
ture so far as the Vermont Associa- 
tion is concerned—that it was 
Wednesday before a start was 
made. 

Prior to the opening of the con- 
vention, however, much interest 
was shown and not a little justifi- 
able irritation caused by the ap- 
pearance in the Burlington Free 
Press of an article intimating that 
shoe prices would drop. This was 
promptly challenged by those in attendance and a 
Publicity Committee was appointed for each of the 
towns in the State in order to check the spread of this 
propaganda and to get the real facts before the public. 


Advice from W. W. Willson 


Another feature of the early hours of the conven- 
tion was the receipt of messages from President J. P. 
Orr of the National Shoe Retailers’ Association and 
from W. W. Willson of Rice & Hutchins, Inc., of 
Boston. Mr. Willson, in his letter, took up various 
subjects of interest to the retail merchants, such as 
the question of buying for Fall, P.M.’s and the 
method of compensating retail salesmen. _ Expressed 
briefly, his advice on buying for Fall was that it would 














GEORGE N. TILDEN 


Of Barre, Newly Elected President of 
the V.S. R. A. 





and still relieve the strain on 
the high cost of living as much 
as possible. This will mean 
more sales, and the extra sales 
will add to your turnover, and 
together will offset your close 
margin.”’ 


Trade Papers Praised 


Wednesday’s session began at 12 
o'clock with President Boynton in 
the chair. Among other things of 
interest, following reports of the 
officers and the president’s ad- 
dress, was a discussion which 
brought out that merchants are 
opposed to single-pair sales through 
jobbers and manufacturers to the 
public, except in the case of those 
who conduct regular retail stores. 

George N. Tilden said if mer- 
chants would take the “Boot and 
Shoe Recorder” and The Shoe 
Retailer and .read them, they would see much that 
would benefit them regarding shoe prices. 

It was voted that the association adopt the same 
constitution and by-laws as used by Massachusetts 
Retail Shoe Merchants’ Association. Following a 
report by Frank J. Shea, which stated that 30 mem- 
bers were added as a result of two days’ work, officers 
were elected as follows: 


Officers Elected 
George N. Tilden, Tilden Shoe Com- 
pany, Barre, president; Frank J. Shea, 
, Barre, treasurer; Lester C. Clough, of 
Rogers Walk-Over Boot Shop, Barre, 
secretary; W. W. Hartwell, Northfield, 
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W. W. HARTWELL 


Of Northfield, Newly Elected First 
Vice-President of V. S. R. A. 


first vice-president; J. C. Amey, of 
Bundy & Amey, St. Johnsbury, second 
vice-president. Executive Committee: 
C. A. Davis of Hendee & Davis, Burling- 
ton; F. S. Ralston, St. Albans; T. W. 
Ray, Brandon; Charles R. Royden, Rut- 
land; Burt M. Shepard, Montpelier; G. 
F.‘ Kent, Bellows Falls; C. W. O’Rourke, 
of Caswell & O’Rourke Store Co., Derby 
Line. 

Mr. Tilden then gave a talk in which he referred 
to the misleading article in the Burligton paper and 
to a reply to that article written by the associate 
editor of the “Boot and Shoe Recorder.” Following 
Mr. Tilden’s speech it was voted that a committee 
of three—T. W. Ray, Charles Levin and Clarence 
Brown of Rutland—be appointed to .ascertain the 
price of printing 10,000 copies, to be sent out by mer- 
chants in customers’ packages, and to report later. 
Thomas F. Dooling of Naugatuck then gave a demon- 
stration of rubber-boot and shoe making. 


Resolutions Adopted 


Resolutions adopted were as follows: 

One—It is hereby resolved, That the Vermont 
Shoe Retailers’ Association endorses the work of the 
National Shoe Retailers’ Association and urges its 
members to become affiliated individually with the 
same. Also, that every member of the State Associa- 
tion make a special effort to secure new members for 


this association. 
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G. F. KENT 


Of Bellows Falls, Newly Elected Mem- 
ber of V. S. R. A. Executive Com- 
mittee 
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B. J. BOYNTON 


Of Burlington, Ex-President of the 
Vi SaRi A. 


Two—Resolved, That the Vermont Shoe Retailers’ 
Association pledges itself to heartily co-operate with 
and support the Fair Price Commissioner of Vermont 
in his endeavor to eliminate unfair practices—that 
we approve the plan adopted by the National Shoe 
Retailers’ Association to have a vigilance committee 
appointed to assist in reforming or stamping out 
dishonest advertising or profiteering, if any actually 
exists. 

Will Protect Honest Merchants / 


Three—Owing to the liability that through lack of 
understanding of investigating committees, some 
merchants may find themselves accused of unfair 
practices, be it resolved, That this association, through 
its vigilance committee, be empowered to investigate 
the practices of such merchants and if, in their judg- 
ment, such merchants are unfair in dealing with the 
public, that the V. S. R. A. absolutely refuse to recog- 
nize such merchants in any way. If, however, the 
committee finds the accused has been conducting his 
business along honest and fair lines, then this associa- 
tion will lend to the accused its unqualified support. 


Against Unfair Competition 


Four—In view of the fact that certain: manufac- 
turers and jobbers engage in the unfair practice of 
disposing of merchandise at retail, also through agents 
and others that are not recognized shoe retailers, be it 
resolved, .That the members of the Vermont Shoe 
Retailers’ Association be requested to send the name 
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of any party so offending to the secretary of the 
association, and the State secretary is hereby in- 
structed to send said name to the secretary of the 
National Shoe Retailers’ Association with the request 
that said association use every legitimate means 
within its power to persuade the offending paity 
discontinue such unfair competition. 


Against Excess Profits Tax 

Five—Whereas, the excess profit and luxury tax 
adds a large per cent to the cost of shoes to the con- 
sumer, be it resolved, That the Vermont Shoe Re- 
tailers’ Association favors the repeal of that part of 
the Internal Revenue Law which provides for such 
taxes. 

Six—Resolved, That the efforts of the V. S. R. A. 
to secure a change of date in the issuing of the annual 
price list on rubbers from January 1 to March 1 be 
heartily endorsed by the association. 

Seven—Resolved, That the members of the V. S. 
R. A. herewith express their thanks and appreciation 
of the excellent work done by its officers during the 
past year, and also to those who Have aided in making 
this convention such a decided success. 


Pernicious Publicity Attacked 


Eight—Resolved, That the members of the Ver- 
mont Shoe Retailers’ Association are emphatically 


opposed to the pernicious publicity which has been 
appearing in the daily press throughout the country 


regarding footwear prices. The need of a national 
publicity campaign through comprehensive adver- 
tising of facts about the industry to the public is, in 
our opinion, most urgent. We therefore wish to go 
on record as heartily favoring the plan proposed by 
the Allied Council at its meeting held at the Hotel 
Astor, New York, on March 23, to put the facts 
about shoes before the public in a nation-wide, inten- 
sive campaign of publicity. 

Among the exhibitors at the convention, which 
closéd with a banquet, were: 

The Dalton Co., Brockton, Geo. J. Lovely, G. 
Lyman Snow, John Cook; Bluestein Bros., J. W. 
Foss; Preston B. Keith Shoe Co., Brockton, Chester 
Blackey, J. N. French, John Whittemore; J. W. 
Carter & Co., C. J. Shever; McElwain, Hutchinson 
& Winch Shoe Co., Tom K. Malone; Julian & Ko- 
kenge Co., D. J. Harkins; Parker-Holmes & Co., 
C. P. Lund; E. P. Reed & Co., J. E. Connor; Scholl 
Manufacturing Co., G. T. Durbin; H. R. Holden 
Co., H. R. Holden; Perfection Overgaiter Co., P. H. 
Walsh; B. F. Goodrich Rubber Co., J. Irving Wood; 
Dunham Brothers, W. W. Jones; United States 
Rubber Co., E. W. Holmes, B. H. Start, T. C. 
Cooper; T. D. Barry Co., Fred Davis; Utz & Dunn, 
A. C. Golden; Direct Shoe Co., Frank Jones; Krohn 
Fechheimer Co., J. Liebert. Salesmen for all of these 

houses have been made associate members. 


‘even hundreds indicate it is a dark color. 
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Stock System Described 


New Method of Numbering Shoes Used by 
Milwaukee Firm 


In our issue of February 21 we published an article 
dealing with the disadvantages of the present system 
of stock numbering and recommending that some 
standard system be worked out for the benefit of the 
retail shoe merchant. In this connection it will be 
interesting to read the following letter which we have 
received from the Nunn, Bush & Weldon Shoe Com- 
pany of Milwaukee, in which is described the system 
in vogue in their plant. 

“As your correspondent stated,” says the letter 
which is signed by Advertising Manager C. F. Cham- 
bers, ‘six manufacturers will make practically the 
same shoe under six absolutely different stock 
numbers. 

“About a year ago Nunn, Bush & Weldon Shoe 
Company began a search for a system of stock 
numbering, that would mean something; or, in other 
words, a system of stock numbering, in which each 


, figure in the stock number always expressed a certain 


thing, regardless of where used. After considerable 
work we brought forth our present system, which has 
proven entirely practical and which other manufactur- 
ers are at liberty to adopt. 


A Practical Example 
‘Every stock number in the Nunn-Bush system has 
several figures. The first two figures indicate the 
leather, color and shade of color. For instance a group 


of four figures starting with 40 means that the shoe is 


chocolate side leather. Thirty would mean black 
side leather. With two numbers taken care of, the 
style of shoe can be indicated by the last two numbers. 
An instance is that numbers from 00 to 19 are bals. 
Whenever this last figure is an even number it 
indicates a single sole. 

“A practical instance is found in a number 4002. 
This is a Coco-Brown Cap Bal. SS Shoe. Forty 
thousand indicates a man’s colored side leather, the 
It is a bal, 
because bal numbers end in 00 to 19. As the last 
number is even it indicates a single sole. 

““By a complete system which we have worked out a 
manufacturer can take care of any number of shoes, 
ranging from nailed outings to the very finest kid 
leather shoes. 

“Tf the Nunn-Bush system of stock numbering were 
universally adopted by manufacturers it would mean 
that the retail merchant would soon become familiar 
with the system and could read stock numbers in- 
telligently. Today he must memorize each manu- 
facturer’s stock numbers, and a description of the 
shoe. A universally adopted system would have no 
disadvantages to the manufacturer, and the above 
quoted advantages to the retail merchant.” 
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Mexican Shoes Are Poor in Quality 


American Styles Are Copied, but Better Class of People Buy Footwear 
Made in the United States 


tain to the boot, shoe and leather industry of 

that country, are interestingly described in a 
letter received by the New England Shoe and Leather 
Association from James E. McGrath of the Commer- 
cial Service Department of the First National Bank 
of Boston. 

“There are many small shoe factories throughout 
Mexico,”’ writes Mr. McGrath, “but the three most 
important are in Mexico City. 

“They are the United Shoe and Leather Company, 
with a capacity of 1,200 to 1,500 pairs daily, backed 
by British capital; the Excelsior Shoe Manufacturing 
Company, with a capacity of 1,000 pairs a day, 


E CONOMIC conditions in Mexico, as they per- 


backed by the Mexican capital; and the Eclipse Shoe _ 


Manufacturing Company, with a present capacity of 
600 pairs and with arrangements under way to in- 
crease this production to 1,000 pairs daily, backed by 
combined American and Mexican capital. 


Shoes of Poor Quality 


“The shoes made by the above companies are of 
good appearance to the casual observer, but I under- 
stand that none are of very good quality, nor do they 
last very long. The local manufacturers do not at- 
tempt to compete with high-grade American shoes, but 
cater to that part of the population which buys the 
cheaper grade shoes. One factory claims to make a 
profit of $1.00 a pair. 

“Revolution and banditry have so cut down the 
herds and flocks of Mexico as to greatly decrease the 
hides and skins available for export, but in spite of 
this, some exportation continued until the constantly 


increasing export duties became practically prohibi- 


tive. In the latter part of February of this year the 
Mexican Government issued a decree placing an 
absolute embargo upon the exportation of hides and 
skins, effective May 1. No good explanation for this 
embargo seems to be available. 


Embargo Apparently Unnecessary 


“One large exporter of hides told me that his com- 
pany alone is able to gather approximately 72,000 
skins per month, or just about double the capacity of 
the five large tanneries, so that the local tanners’ claim 
that an embargo is necessary to prevent local short- 
age of hides does not seem to be a good one. The em- 
bargo decree provides that export may be made only 
after a permit has been obtained from the Govern- 


ment, and the fear is expressed that this privilege will 
be abused. 

“Shoes imported from other countries are American, 
almost without exception, the imports from Europe 
at present being negligible. I recall having seen stores 
and advertisements of the following American com- 
panies in various parts of the country: 

“The Regal Shoe Company, Thomas G. Plant 
Company, Walk-Over Shoe Company, Thomas D. 
Gotshall & Co., Hervey E. Guptill, Edwin Clapp & 
Son, Inc., M. A. Packard Company, Lewis A. Crossett 
Company, Hamilton-Brown Shoe Company, Flor- 
sheim Shoe Company and Selz-Schwab Company. 

“In addition to the above, I heard of several other 
American shoe companies doing business there, whose 
advertisements or displays I did not happen to see. 
Some of the most attractive displays were those of the 
Regal, “Queen Quality,” Clapp, Walk-Over and 
Packard shoes. The Regal Company have their own 
stores, which also sell haberdashery. Most of the 
other shoes are sold in department stores. 

“T was told that the buyers of American shoes usu- 
ally follow American styles rather closely, and that it 
is, therefore, necessary for local dealers to keep 
abreast of the market. It is said that Mexican women 
who can afford good shoes are in the habit of purchas- 
ing several pairs at one time and rarely have them 


repaired.” 





Standard Kid Head Honored 


Guest at Dinner Given by Employes at Boston 
Hotel : 


Solomon Agoos, president of the Standard Kid 
Manufacturing Company, was the guest of honor at a 
banquet held April 13 at the Copley-Plaza Hotel, at 
the invitation of the members of the company’s 


Boston organization. About sixty of them were 
present. In addition to relatives and friends, the 
guests included Mrs. Solomon Agoos and the Misses 
Pauline Montwid and L. T. Moreland and Messrs. 
A. E. McKinney, Samuel Lappen, Harry Mann, 
J. Pueich and S. W. Page. Mr. Agoos was presented 
with a complete traveling set made of Vode Kid. 

Representatives of the principal departments ad- 
dressed the diners, and several entertainment numbers 
were given by Standard Kid workers. These were 
followed by dancing. On April 1, this company dis- 
tributed to each of its employes a bonus amounting 
to 30 per cent of their 1919 earnings. 
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PUSH ‘EM DOWN Wy 
A CHAIR SHOVE TH 


Say, Old Boy, ain’t it great to come in from a 
trip, 

With your orders stocked up in a pile, 

And find a warm greeting awaiting you when 

You breeze in and shoot out a smile? 


Can’t you feel the real welcome you get from 
the girls 

Who know you and fall for your style? 

Oh! My! what a chance to know just what is 
there, 

Don’t it make you slip all hands a smile? 





When the trains are on time and you feel that 
the world 

Is yours as you come mile by mile, 

To that bunch there at home who await your 
return 

Can’t you see me then send out a smile? 


This old town is just right and I’m strong for 
my line 

Cause I know it is really worth while. 

Oh! Boy! cut the gloom, for I haven't got room 

For anything else but a smile! 








Plain Size Marking Recommended 


Footologist Declares That Short-Fitted Shoes 
Mean Short Life, and Urges New Plan 
of Size Marking 
“Let this day see more shoes made and fitted 
right.” That’s what Everett Dunbar, the Lynn 
footologist, wants every shoe man to write across 

the top of each page of his diary for 1920. 
“‘Beware of short-fitted shoes in 1920,” cries Mr. 


Dunbar. ‘“Short-fitted shoes mean a short life. The | 


toe of the short-fitted shoe presses against the phal- 
anges, and the phalanges press on to the metatarsal 
bones, and buckle them. Tlten another cripple begins 
to shuffle off this footstool that we call the world. 


Wants Sizes in Inches 


“I would command that every pair of shoes be 
marked in inches, if I were king of the shoe trade in 
1920. I would have every shoe marked as plain as 
English can make it—this shoe will fit a foot nine 
inches long, or this shoe will fit a foot ten inches 
long. 


“But I’m not king of the shoe trade for 1920, so 
I’ll pass along the idea to any shoe man who would 
use it. We've had long and weighty arguments over 
pure price marking, pure advertising, and pure shoe 
bills, but we’ve overlooked the greatest point of them 
all, and that is pure size marking. 


Fit More Shoes Right 


‘Some day the shoe trade will wake up to a realiza- 
tion that there is no sense in chasing the fashions as 
they fly, unless a merchant can afford to do so. Often, 
it is only a case of the moth and the flame. Some 
wake up, after they get their wings singed once, and 
then they settle down to sell real substantial footwear. - 
That’s the way it should be. Man was born to live 
three score and ten, and perhaps a bit more, and the 
shoe merchant should have a career of 30 or’ 40 or 
even 50 years. There is no sense in hurrying a man 
to any untimely end by short fitting his shoes. So I 
ask everybody to join in writing across the tops of 
each page of their diary for 1920 the phrase: 

“Let this day see more shoes sold and fitted 
right.” 
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Governmental Inefficiency 


A Detailed Analysis of Reasons Why Government Service Is 
Usually | Poor Service 


\ ’ 7 E hear a great deal in these days about the 

appalling waste, extravagance and incom- 

petence of Government work. We have 

never seen a better summing up of the reasons why 

than the following by Herbert N. Casson, editor of the 
Efficiency Magazine of London: 

Speaking quietly, without rage and prejudice, can 
any one tell why it is that all Government depart- 
ments, in all countries, are slow, wasteful and incom- 
petent? 

There must be some basic reason for this, as the 
individuals in these departments cannot all be in- 
ferior to the individuals in private firms. 

Almost invariably an able man becomes disabled 
when he is placed in a Government department. 
He becomes timid, procrastinating, non-committal, 
evasive and unprofitable. He becomes a mere chattel 
of routine. 

The fact seems to be that a man simply cannot be 
competent in a Government job, for the following 
reasons: 


(1) There is no payment by results. 

There is no piecework. There is no profit-sharing. 
A man gets as much for doing badly as he does for 
doing well. 

(2) There is no fear of discharge. 

A man may be transferred, but, as long as his con- 
duct is wins erg he cannot be discharged for in- 
competence. 
ever in the civil service. 

(3) There are no profits to be made. 

There is no possibility of bankruptcy. If the de- 
partment doesn’t pay—very well. The treasury has 
plenty. 

(4) There is no danger of losing customers. 

A Government department does not depend upon 
its customers, so that it has no incentive to be quick 
and courteous and obliging. 

(5) The main thing is accuracy, not success. 

A Government employe has simply nothing to do 
with success. His one aim is to avoid mistakes. The 
less he does—the fewer mistakes. 

(6) Time is of no consequence. 

As ‘all Government employes are made into clerks, 
they come to have a clerk’s disregard of time. To 
clerks, as to lawyers, a delay is a relief and a comfort— 
the more the better. 

(7) The work is impersonal. 

There is very little personal responsibility in a 
Government office. The clerks have arranged a sys- 


Any sort of a fool can hold a job for- © 


tem whereby nobody is to blame, no matter what 
happens. 

(8) There is no competition. 

A Government department is always a monopoly. 
If it were not, it would be soon thrown aside. It has 
no competitors to battle with, and it can take its ease 
and do as it pleases. 4 

(9) Routine is put ahead of service. 

In Government Departments all the workers (if 
I may use the word) are tied with red tape. They are 
all the slaves of a system of procedure. 

(10). There is no enthusiasm. 

If a man stays in a Government job long enough 
he becomes mummified. He loses all the energy and 
joy of living that are so necessary to efficiency and 
success. 

These are a few of the reasons why nationalization 
always has failed and always will. 

Just put yourself in the place of these poor Govern- 
ment automata. No matter how able you are, how 
could you be efficient if you had: 

No hope of profits; no fear of failure; no competi- 
tors; no customers; no reason to hurry, and no danger 
of being found out. 

Nationalization is not only a destroyer of trade and 
commerce. It is not only a coral reef built across the 
harbor of prosperity. It is worse. It is far worse. 
It is a destroyer of men. It takes an able man and 
grinds him down until he is a clerical drudge. 
It lowers the spirit and hardihood of a nation. It 
pauperizes. It dulls the mind and benumbs the feelings. 
It changes lions into rabbits. What could be worse? 





A Prize for Shining Shoes? 


Would it pay to offer a prize to the schoolboys who 
have shiny shoes to match their shiny faces? Supposing 
the findings clerk issued with each box of blacking a 
card, and punched the card every morning that the 
schoolboy showed up at the store with a new shine on 
his shoes, as proof that he had made use of the black- 
ing. When the schoolboy got 100 punches in his card, 
he would be entitled to a prize—a' book, a football, or 
something else. 

The scheme might work. It might start a lot of 
boys to set an example of shiny shoes, and thereby 
brace up the sales of blackings. But, to tell the truth, 
it looks as if it would take an awful lot of work to put 
the plan through. 
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The Trend of Fall Styles for Women 


Pumps and Oxfords Will Be Most in Demand, Greensburg, Pa., Man 


Tells Pennsylvania Convention 


By A. S. SMITH 


HAVE given a great deal of time to interviewing 
l large buyers in New York City and elsewhere, 

and have talked with several of the larger shoe 
manufacturers making women’s shoes, and from all 
the information I have gathered, I feel confident that 
a very large proportion of the women’s shoes for Fall 
and Winter will be pumps and oxfords, the percentage 
to vary with the class of trade and whether your store 
is located in a large or 


that they would sell a very large volume of Cuban heel 
oxfords and Louis heel pumps and ties, probably 50 
to 75 per cent of their output, and a very few styles 
of smart street boots. 

Because of the high cost of merchandise, I think it 
is very important that a buyer know how many pairs 
of women’s, men’s, children’s and boys’ shoes he has 
in stock; how many pairs were sold in the first three 
or four months of last Fall, 
and then I would suggest, 





small city. 

I think it makes Fall 
buying comparatively easy 
for us who have up-to-date 
stocks of low shoes on 
hand. It seems to me that 
all we will have to buy is 
a few smart styles of ox- 
fords and pumps, and a 
surprisingly small number 
of styles in high boots to 
complete our stock. ° 


Will Sell Inexpensive 
Boots 


I should say offhand 
that stores catering to the 


do almost their entire Fall 





Brogue Oxford of Tan Norwegian Grain, Wing 
Tip, 354-inch Vamp, Welted Sole, 13-inch 
higher class of trade could Heel. By Hanan & Son, Brooklyn. 


in buying Fall merchan- 
dise, that you buy a great 
many pairs less than last 
year, because at the high 
retail price there is no 
doubt that a great many 
shoe stores are not going to 
increase, and some will find 
it difficult to sell as many 
pairs as they did last 
year. 

For instance, if you 
bought 500 pairs of John 
Brown’s women’s shoes 
last year, I would say off- 
hand, that it would not be 
advisable to buy more 
than 250 to 300 pairs to 








and Winter business in their 
highest-grade merchandise 
on low shoes, carrying only one or two of the more 
staple styles. I do believe, however, that the larger 
percentage of the boots that are sold will be in the 
less expensive grades of street and service shoes. 

I am of the opinion that most of the high shoes 
sold for Fall will be with Cuban heels, 13 to 15-8 in 
height; the walking type. I know that a great many 
large stores in New York City and Chicago were very 
badly overstocked this last season with high boots 
and particularly those with French heels. They at- 
tributed this condition to the economy and great 
popularity of pumps and oxfords, which are so uni- 
versally satisfactory to women, and are made practi- 
cal in cold weather by the addition of either woolen 
sport hosiery, gaiters or arctics. 


The Outlook for Ties 


Some of the manufacturers making women’s fine 
shoes, with whom I have talked, were of the opinion 


start the season. This 
leaves a place in your stock 
for the new mid-season styles that may be brought out. . 


Should Feature New Styles 


I feel there is a limited tendency toward shorter 
vamps on slightly fuller toe lasts—vamps of about 314 
inches in length. However, we find that most people 
who have always bought distinctive styles still prefer 
the medium long-vamp effects. However, I believe 
that merchants will have to have a few styles of these 
shorter vamp effects to please all of their customers. 

I think most of the merchants have come to the 
place in shoe service to their customers where they 
realize that it is necessary to be progressive and to 
keep abreast with the times. To do this, they must 
feature new styles every thirty or sixty days. 

If these styles are not entirely new, the fact that 
they are coming in from time to time gives the 
salesforce the impression that they are live wires, and 
they sell them with much more enthusiasm. 
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How Can We Convince the Public? 
Sane Advertising Will Turn the Trick, Says Speaker Before the 


Minnesota Convention 


By C. C. PETERSON 


7 OU have been classed as robbers and thieves, 
and you know, every single one of you, that, 
to the public at large, the retail merchant is to 

blame for the high cost of living. The subject has been 

agitated by newspapers, magazines and politicians. 

Government officials have gone out to reduce the 
price of living, and where have they done it? They 
have gone to the little corner 


offices, bringing in a pair of socks. She said, “I have 
weighed those socks and they weigh four ounces, and 
I paid eighty-five cents for them. Now, the cotton in 
them is worth only seventeen cents, and what has 
become of the difference in the price of the cotton 
that went into the socks and the price I paid?” 
If I may make a suggestion, I should say that it is 
up to you to show the public 
that a sock has more in it than 





grocery store and investigated 
the little corner grocer, the 
man who sits there from the 
time that he inherits the 
store from his father until he 
dies, and doesn’t leave enough 
to pay for a coffin—and there 
they have looked for the cause 
of the high cost of living. 


Public Doesn’t Know the 
Truth 


The public doesn’t know, 
or doesn’t think, that it costs 
more money to make a pair of 
shoes now. In the papers of 
the last two or three days you 
may have read that hides have 
dropped down something like 
five cents a pound, and the re- 
sult is that because that rep- 
resents about 33 1-3 per 
cent, shoes ought to go down 


tip and foxing. 





A Favorite in a woman’s medium tan, 
grained leather, brogue oxford, wing 
Vamp is. pinked and 
perforated. Perforated eyelets around 
the top, military heel, 10-iron sole. 
Presented by T. E. Moseley Company. 


the price of the cotton in it, 
and that the shoe has more in 
it than the price of the rawhide. 


A Question of Values 


A lady came into my store 
for a coat for her daughter, and 
I showed her a coat for $40. 

“Why,” she said, “I cannot 
afford to pay $40. I boughta 
good coat from you a year ago 
for $12, and I cannot pay $40.” 

I said: 

“Yes, you did; you got just 
as good a coat for $12, per- 
haps; but if you remember, 
you brought in sixty bushels 
of potatoes to pay for that 
coat, at that time, and you 
sold those potatoes for twenty 
cents a bushel, and you paid 
for the coat with sixty bushels 








about thirty-three and one- 


third the next day. 
In one of my recent advertisements I made mention 


of a reduction in prices, and said: “Hides have 
dropped in price five cents a pound. A pair of shoes 
weighs approximately two pounds. That means a 
reduction of ten cents per pair when the hide is made 
up into a pair of shoes—which will be about next 
February.” ; 

Now, then, the public does not stop to think that 
the hide is not all there is to a shoe. Of course, you 
are shoe men, and I am a dry goods man, but that 
doesn’t make any difference—a yard of India linen, 


if it only weighs four ounces, has the cotton in it just , 


the same. 
The Story of a Cotton Sock 
Down in Washington they tell a story about a 
woman coming into one of the federal director’s 


of potatoes. And today you 
bring in sixty bushels at $1 
a bushel, and you get this coat and you take twenty 
bushels with you home. That coat, at $40, is now one- 


‘third cheaper than when you paid $12 for it.” 


How to Write Ads 

How can you show the public this? By advertising. 

There are merchants—beg pardon, there are store- 
keepers—who put an ad in the paper: 

“John Jones, the best goods at the lowest prices,”’ 
or some such fool stuff that he doesn’t believe, and 
that nobody else believes, and he doesn’t expect any 
one else to believe it. But that is what he puts in the 
paper, and thinks it is advertising. 

It would be a good deal better for him—supposing 
he could not write any better—if he would say: 

“We has this week two cases of shoes what we 
didn’t had last week.” That would be a darned sight 
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better, because it would represent him as he is when 
he meets the customer. It would be better than a 
good many ads that are being written. 


Advises Use of Readers 


So many of you think you cannot write advertising. 
I absolutely tell you that it is not so. Anybody who 
can write a letter to his mother-in-law, or to the fellow 
who swiped his cigarette case, can write an ad. 

And I will suggest another thing, something that 
will not be popular with the newspapers because it 
will cut their space. You know what your wives read 
—I am speaking of country weeklies now. The first 
page opened up is the local page, the page which tells 
you that Edith Jones wore a blue dress to the party 
today or that John Smith has built a new barn. 
Those are the things we are all interested in. That is 
the first page that is read, and in many instances, my 
friends, it is the only page that is read. And if you 
can get your advertising up in that style, and on that 
page, people are going to read it. 

I would not recommend that you dispense with dis- 
play advertising, but supplement it as I have sug- 
gested. Write something about the shoe, or tell the 
reporter how it is made, and why, and why the cost is 
so high, and the public is bound to get the impres- 
sion that you really know something about shoes, and 
that your store must be the place to go to get them. 





MAKING BETTER SALESMEN BY 
TELLING THEM THE WHOLE STORY 


“Tt is an indisputable fact,’”’ said Lewis E. Newman, 
in an address before the Pennsylvania State Conven- 
tion at Harrisburg, “that true business success de- 
pends entirely upon co-operation between employer 
and employe. In order to bring this about, it is 
necessary that every employe, from the wrapper to 
the assistant buyer, be informed of every phase of the 
workings of the store or department. Department 
meetings are the only means by which the supervising 
head can bring before his employes everything relat- 
ing to the manufacture and the sale of shoes. 

“Many employers not only fail to avail themselves 
of the possibilities of growth in their employes by 
means of talks and conferences, but utterly neglect 
the benefits to be derived from instruction of the em- 
ploye in connection with better salesmanship. 


Incentive to Better Work 


“While it is not always possible or desirable to en- 
lighten subordinates as to the inside reasons for issuing 
certain orders or adopting certain policies, as a rule 
people do far better work when they know what they 
are doing and why. Department meetings should 
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afford an opportunity to employes to discuss freely 
with their heads and the other employes any and all 
problems that arise in connection with troublesome 
customers, adjustment or complaints, qualities and 
styles of merchandise and such other matters as might 
come up in the day’s work of a retail shoe salesman. 


“On the other hand, it should be the duty of every 
head of a shoe department, whether he be the 
owner of a small shoe store with only one salesman 
or a large store with many, to inform them of his 
problems and observations. After a buying trip to 
the shoe market, he should tell them what he has seen 
and what he has bought for the coming season and 
his reasons for the choice. He should inform them of 
conditions that control the market price of shoes so 
that they can discuss intelligently with their cus- 
tomers the reasons for current prices.”’ 





Canadian Tanning Industry 


Statistics Received Through Foreign Trade 
Bureau of Tanners’ Council 


The Foreign Trade Bureau of the Tanners’ Council 
is in receipt, by courtesy of the Canadian Department 
of Trade and Commerce, of the following compara- 
tive statistics of the leather tanning industry in 
Canada for the year 1917-1918: 


Statistics 1917 1918 
Tanneries reporting 136 139 
Capital invested......... . .$30,582,483 $28,435,806 
Employes on Salaries ’ 354 290 
Salaries $ 690,066 $571,359 

3,774 3,348 

$ 2,670,040 $ 2,894,886 
26,624,477 23,681,639 
41,117,128 35,357,450 


Cost of Materials.......... 
Value of Products 


Also received from the same source of information 
on the boot and shoe industry in Canada for the year 
1918. The total value of production in the shoe in- 
dustry for the year 1918 amounted to $43,332,932, 
itemized as follows: 


Kind Pairs Value 
Men’s boots and shoes 4,354,585 $17,049,789 
Boys’ and youths’ 1,227,772 3,597,852 
Women’s shoes 3,368,737 11,153,267 
Misses’ and children’s...... 2,413,768 4,647,178 
Men’s, boys’ and youths’ 


slippers 178,272 


132,903 


* Women’s, misses’ and chil- 


1,214,541 
354,989 
315,328 


1,893,658 
399,979 
883,836 

3,419,723 
109,378 


HS is anni ives: 
Infants’ shoes and slippers. 
Moccasins 
All other (value only) 
Construction and repair work 
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How Shall I Advertise to Get the Best Results? 


Successful Publicity Is That Which Inspires Confidence, i 
Speaker Before Missouri Convention 


By CHARLES W. PRESTON 
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Sales Manager, De Luxe Auto Co., St. Louis 


It must have permanent patrons and profit- 
able patrons; and the amount of profitable 
patronage that the business is able to secure depends 
absolutely on the amount of confidence the business 
institution is able to inspire in the buying public. 
Now, confidence is inspired through personality— 
the personality of the store, the personality of the 
salesforce, the personality of the 
advertising. All these various 


re business institution must have patrons. 


- not pay—$2.50 silk for only 69 cents. 


The customers, 
Had they believed, 
would they have come? You bet they would have 


of course, did not believe it. 


come. 

Make your advertisements appeal, but make them 
appeal in such a way that they are believed. I took 
up a paper in our home the other day and looked at 
the advertisements. There was a wonderful display 
advertisement there. There was 
the article—just one price, not 





personalities enter into the per- 
sonality of the institution. The 
personality of the advertising has 
a very great bearing. 


Newspapers Best Medium 


I think your best medium for 
advertising is the newspaper. 
You can take a well-written ad- 
vertisement in the newspaper 
and portray more styles at less 
expense than in any other way. 

Get your advertisements right, 
so. people will believe—believe 
in your service, believe in your 
goods, believe in your styles. Bal 
Gentlemen, if the business man : 
could get firmly in mind the 
value of the meaning of that one 
word “Belief” in advertising and 





















Scotch Grain Circular | Vamp 
Buckingham Last, with 
Wing Tip, Imitation Face and a 
Heel Fox, Perforated. By John- 
ston & Murphy, Newark, N. J. 


two. No comparison at all—l 
think only $39, and I had in mind 
paying not less than $60 or $75 
for the thing I was going to buy. 





The ‘*Kinder Half Truth’”’ 


But I passed that over because 
I did not believe I could get for 
$39 the thing I felt I wanted. 
If that article had been $58, I 
believe I would have gone to 
that store and looked at it; but 
we make the fatal mistake of 
trying to get people to believe 
something we do not believe 
ourselves. 

Another dangerous thing in 
advertising that is practised a 
great deal is the thing that is 
“kinder half truth.” I believe in 








in salesmanship, it would be a 
great thing. 

Why don’t my advertisements draw? I spend so 
much money in the newspapers; I spend so much 
money circularizing. Why don’t they bring the 
people to my store? The people do not believe. 
Some things are too good to believe. 


Too Good to Believe 


A man in Canton, O., said to me one day: 

“Preston, 1 have absolutely convinced myself that 
advertising does not pay. I will tell you why. I 
had a $2.50-a-yard silk, and ] advertised it asa special 
bargain at $1.69. Through error, instead of $1.69 it 
appeared at only 69c a yard, and not a damned in- 
quiry did I have for that silk. I am absolutely con- 
vinced advertising does not pay.” 
I should say that that kind of advertising would 





frankness in advertising. I be- 
lieve in being absolutely frank. 

Here is another thing in your advertising. When 
I was in the retail business I was a great advertiser, 
very enthusiastic, took large newspaper space, and I 
always wrote my own ads, and I wondered why my 
ads did not bring results. 





Keep Customers in Mind 


I found that I was getting out an ad with the 
thought in mind, “That will get R—.” I was 
writing my “ad” not with my customer in 
mind, but with my competitor in mind, and I 
could not appeal to my customer and competitor 
both. 

Get on the side of your customer. Find out what 
it is he wants—what will appeal to him. What can 
(Continued on page 56) 
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Advertising Which Stimulates Sales 


Comparative Value Publicity Does Little Good, Says Expert in 
Address at Des Moines 


By FRANK ARMSTRONG 


excuse for advertising copy. Let me make my- 
self clear on this point. When you run a list of 
prices—$7.00 shoes on sale for $5.95, etc.—you are 
not doing anything in particular to stimulate the 
sale of shoes. You are not doing anything to make 
people want shoes. You are telling how much you 
are willing to lose in case they happen to need a pair 
and where they can be obtained. 
It is just like the time-tables put out by the rail- 
roads. They tell you 
when the train starts. If 


I THINK too many of you run time-tables as an 


duced to $7.98.” It doesn’t take any effort. He 
doesn’t have to know anything about the shoe 
business. But the fellow who starts in to write de- 
scriptions has to know something. We like to do 
things the easy way. It is human nature, but it 
doesn’t produce the best results in advertising. 
Advertising is a part of your selling expense. There 
must be a selling cost in every business. What is a 
reasonable selling cost and what is a reasonable profit? 
I maintain the more a merchant advertises the lower 
he can sell his merchan- 
dise. I think he will 





you know you want to 
go, of course, you like to 
have the time-table, but 
the time-table in itself 
does not influence travel 
to any alarming extent. 
The railroads issue sepa- 
rate booklets which 
stimulate travel. They 
know more than some 
shoe merchants about 
advertising. They know 
that the time-table is not 
sufficient. 


lows: 


as follows: 


Advertising Inspires 
Confidence 





A good many shoe mer- 


That Needed New Word 


**Excessiteer”’ a Bit of Reverse English on 
Profiteer 


A letter from a subscriber reads as fol- 
“I recently quoted some ‘stolen 
fruit’ from the ‘Boot and Shoe Recorder’ 


“Somebody should invent a word to 
match ‘profiteering,’ as indicating the buyer 
who is determined to be ‘stung’ and will 
not be happy till he pays a big, outrageous 
price. What shall he be called? 

“IT would suggest that ‘excessiteer’ is a 
good word to use, and that the ‘excessiteer’ 
spends his time in ‘excessiteering.’ ”’ you are going to adver- 


reduce his selling cost in 
proportion to the adver- 
tising if his copy is good 
—just enlarging the space 
won't get you very far. 


Plan Advertising in 
Advance 


Another thing: A 
majority of you write 
your own copy. That is 
all very well and good 
if you do it right. You 
should plan your cam- 
paign several months 
ahead and know what 


tise next month right 








chants haven’t learned 

that. They tell their 

customers just when the train starts and think that 
is enough because everybody has to buy shoes. 

I think we all agree that confidence is the basis of 
most business transactions. You must establish good 
will if you hope to do an increasing business. If you 
hide your light under a bushel how will anybody know 
anything about you except a few people—your per- 
sonal friends in the bridge club or over at the poker 
game? Why not tell interesting facts about the store 
in your advertising? Put a little information along 
with your price list and you will get favor. The more 
information you put in it the fewer comparative prices 
you will feel the need of. ° 


Price Comparisons Due to Laziness 


I also maintain that a comparative price is the 
evidence of laziness. Any dub can write: ‘$10.00, re- 


now. I venture that two- 
thirds of you haven’t any 
idea of what you are going to advertise next week, 
and when the boy comes around and says the form 
is closing and he must have the copy, you will tear 
off a slip of wrapping paper and make up something 
to fill up the space. 

Then there is another method of advertising which 
is very important and that is the direct advertising 
method or matter that is sent through the mail. 
A great many of the smaller merchants do not have 
adequate facilities for getting out letters and sending 
out circular matter. They would find it a profitable in- 
vestment if they worked up classified lists of cus- 
tomers. 

The Value of Mailing Lists 

I imagine that relatively few of you have classified 
lists of your customers. I imagine that a great many 
of you don’t get the names on cash sale slips and don’t 
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know that that fellow ever bought anything if he paid 
cash unless you happened to see him and knew him 
and yet he may be one of your very best customers. 

There ought to be classified lists in every store. 
Of course the size of the list will depend on the nature 
of the business but every merchant could classify and 
build up more lists and could build a remarkable 
amount of good will, because when the man gets a 
letter from the merchant it is about the next thing to a 
personal interview. 


Friendly Letters Pay 

The correspondence of the majority of stores today 
consists of nothing but dunning letters and letters 
that drive business away rather than draw it in. A 
good many of you would probably profit if you would 
look over your collection letters and revise them. 
They may convey an entirely different impression 
from what you intend. You may find there are letters 
going out to delinquent customers driving out good 
business. I have seen a good many of them. We 
have tried to build them intoletters that would not only 
get the money but retain the friendship of the debtor. 

Just a word on the matter of turnover which closely 


relates to advertising. I think I am safe in saying ~ 


that turnover is more important than margin. If 
you have a fast-selling line you may make more 
money on a smaller margin than on a slow-moving 
line with a larger margin. The longer you have the 
goods in stock the larger the margin must be. 


Advertising Increases Turnover 

Here is where advertising steps in and helps pre- 
pare the way for the sale; helps establish confidence 
in the store and in the merchandise. You will notice 
repeatedly that your well-advertised lines are much 
more easily and more quickly sold than the non-ad- 
vertised, unknown lines. That means a reduction in 
the expense for salesmen in the store because one 
salesman of advertised goods can make three sales 
while he would be making one sale of the non-adver- 
tised goods. 

I was impressed by a statement I heard some years 
ago which defined a market as a group of people who 
had been taught to think the same way. I think a 
good many of us regard the market as the people that 
live around the community. The real market of any 
store is the group of people in this neighborhood who 
have been taught to think favorably of your store. 
Your advertising can foster and build that sort of 
market. It will make those people get the thought 
about your store that you want them to have. Ad- 
vertising today is well recognized as the most feasible 
and most rapid working and available method of 
molding public opinion. Public opinion is merely good 
will. If you develop it along the right line and make 
the opinion of the people favorable to your store your 
advertising will reduce your selling expense. 


April 17, 1920 


HOW SHALL I ADVERTISE TO GET THE 
BEST RESULTS ? 
(Concluded from page 54) 
I say that he will believe? What can I say in this ad 
that will make them come to my store? 

Remember, the tendency in all things of nature is 
to shun the disagreeable. We shun the disagreeable 
store. We shun the store that stings us. We shun 
the salesperson who is not earnest. 


Agreeable Stores Attract Trade . 


On the other hand, we are attracted to the store that 
is agreeable. We are attracted to the department 
that is agreeable. We are attracted to the sales- 
person who is agreeable. We are in business not to 
change human nature. We are in business to handle 
human nature. We should practise these precepts in 
our advertising, in our store, in our goods, in our 
method of sales. 

Salesmanship is the power to exchange goods for 
money or its equivalent. If we make the service 
great, we make the profit great and we make ourselves 
great. If we reduce our service, we reduce our profit 
and we reduce ourselves. So in your salesmanship, in 
your advertising, bear in mind that confidence is the 
big thing, and it has been well said that the sizing in 
business is nothing but the sizing of human service 
all the way through, and “He profits most who serves 
best.” 





Imports Increase 


Sums Paid Quadruple Amounts of Last Year’s 
Payments 


The Journal of Commerce of March 30 states that 
imports at the Port of New York during February 
showed a decided increase as compared with same 
month a year ago, according to statement issued 
March 29 by collector of that port. Value of goods 
imported increased from $110,759,849 to $260,144,811. 

The Journal of Commerce of March 30 states that 
quantity of material being imported for manufacture 
of shoes is two and a half times as much as last year 
and the sums being paid, therefore, are four times as 


much. 





Big Department Store Sales 


Marshall Field & Co., Chicago, Report En- 
couragingly 

A report from Marshall Field & Co., Chicago, says 

current wholesale distribution of dry goods has been 

greatly in excess of the corresponding week a year ago 


and of any previous year. 
Orders from salesmen on the road, both for im- 


mediate and future delivery, are also very much 
larger. 
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UY promptly for Fall” is the sound, judicious advice 
of Lynn’s nearly one hundred shoe manufacturers to 
the retail trade. 
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‘‘Buy normally” is perhaps closer to the real meat of the 
matter, because it embraces the two highly important fea- 
tures of the advice, namely, buy promptly, as usual, and 
order your requirements. 
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Lynn’s shoemaking organization is so large and strong, and 
its operation so representative of standard production con- 
ditions as they exist in all really great footwear centers, that 
this. advice to retailers to buy normally carries unusual 
weight and soundness. 
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It is the business of Lynn’s shoe manufacturers to know shoe 
production conditions as they really are. It is their business 





ALLEN & BripceEo, INc. BarTLeETT-SoMERS Co. 
BuRDETT SHOE Co. CotTtrEeR SHOE Co. 
A. FisHer & Son Grecory & Reap Co. 













/’ HENNESSEY 

| MAXWELL & 

& HENNESSEY 
g S 









WTA\\, WHITE BUCK WELTS 
\ fer GROWING GIRLS. // : 

< MISSES and 

XQ CHILDREN 
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f .Bridgeo, Inc.\\ 
| omens Stylish 
CHexible Boots ff 


\ 2nd Lew Cuts 














| American 
Making ‘ 


to foresee as far ahead as anyone can foresee the probable 
situation in the leather and labor markets and in the whole- 
sale and retail shoe markets. 






Ww AY 


And it is because Lynn’s shoe manufacturers do know these 
things that they offer shoe dealers the advice to order prompt- 
ly and normally. 


ost 6 Mv 


The closest, shrewdest view of coming events in the shoe 
business-does not present a fact or feature to warrant dealers 
in delaying the placing of their orders for Fall goods. 


On the contrary, every tangible evidence justifies the present 
scale of prices. And the necessity for dealers’ orders to 
reach manufacturers in the customary, systematic way is 
so vital in assisting production and keeping costs down 
that its importance cannot be neglected. 


ss Tt ' os 





P. J. Harney SHOE Co. HENNESSEY, MAxwELi & HENNESSEY 
G. W. Herrick SHoe Co. T. J. Krety & Company 
WaTson SHOE CoMPANY Wi.uiams, CLarK & Co. 













& LITTLE FOLKS 
BURDETT SHOE CO}}} 


Makers of 
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Have You Sent for Your Copy of 
“The Road to Advancement for Retail Shoe Salesmen > 


This 60-page booklet gives complete information con- 


cerning the Training Course for Retail Shoe Salesmen 


HE solid membership of the Founders of the Institute says to the shoe mer- 
chant: “The Training Course will greatly increase the efficiency of the 
service your store renders and thus gain for yourself more and better business, in- 
creased good will with your trade, and, by reason of competent store assistance, 


-more time and freedom for the consideration of other store problems.” 


To the salespeople the solid membership of the Founders says: ‘‘Qualify 
yourselves for the better places— for head salesmen, assistant managerships, 
managerships, partnerships and proprietorships, by enroling in and pursuing the 
Training Course conducted by the Retail Shoe Salesmen’s Institute.”’ 


Cut Out, Sign and Mail this Coupon Today 





| RETAIL SHOE SALESMEN’S INSTITUTE 
727 Atlantic Ave., Boston, Mass. 


Please send, without obligation, copy of “The Road to Advancement for 
Retail Shoe Salesmen.” 


Salesman or Firm? (please indicate) 


OER al eo: Se” i a ae”, 5, ere 





If a firm, please give No. 














of salespeople 




















HE dependability of the quality and 
style in Watson’s Fine Welts for 
Women comes chiefly trom this: 


Tf there is a choice of lasts and patterns 
for a new model, we always select those that 
will make the finished shoes typify most fully 
the particular fashion idea we seek to create. 


If there is a choice of leathers, we select the 
one that will best emphasize the last and 
pattern—and give service to the wearer. 


Who can do more than this? 


Women's Fine Welts Exclusively 





WatsonShoe Company 


LYNN, MASSACHUSETTS 
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Certainly 


the demand for our Wom- 
en's Flexible Boots and 
Low Cuts is an indica- 
tion of approval by ex- 


acting feminine buyers, 


and 
your store sales will in- 
crease surprisingly year 
after year when customer 


satisfaction makes itself 
known. 


Allen & Bridgeo, Inc. 
LYNN, MASS. 
Boston Office 207 Essex St. 
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THE SOLE THAT HAS MADE WHITE SHOES STAPLE 


THE COMPLEMENTIFOR WHITE SHOES 


t_ SPRING AND SUMMER WILL SEE 
WHITE FOOTWEAR AT THE ZENITH OF 
ITS POPULARITY—IN BUCK SKIN AND IM- 
ITATION BUCK, IN KID AND CANVAS— FOR 
MEN, WOMEN AND CHILDREN. 


WHETHER FOR SPORT, DRESS OR STREET 
WEAR .THE MOST TASTEFULLY DESIGNED 


WILL BE EQUIPPED WITH VAUGHAN'S 
IVORY SOLES AND HEELS. 


IVORY SOLE LEATHER IS WHITE CLEAR 
THROUGH—NEEDS NEITHER PAINT NOR 
SPRAY AND WEARS WELL AS LONG AS 
THE SHOES LAST. 


AND COSTS NO MORE 
THAN OTHER GOOD SOLES 


GEORGE C. VAUGHAN 


Tanneries at Peabody, Massachusetts 


IVORY SOLES — IVORY WELTING 
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C Fixtures that 
1 help you Sell 





are considered by the best 
stores to be indispensable in 
creating favorable notice, 
affordin?, extensive advertis- 
ing, and consequently in- 
creasing, sales and profits 
for YOU. 

Your inquiry will bring our 
Catalogue J., showin, many 
ideas for your window dis- 
plays and decorations. 


The fixtures shown above are our 
new Gothic creations. 


The Decorators Supply Co. 


Archer Avenue and Leo Street 
Chicago, U. S. A. 














STANDARD OF VALUE 








IN CHILDREN’S SHOES 


A POPULAR-PRICED 
WELL-MADE LINE of 
CHILDREN’S SHOES 


Made in Sizes 2-5, 4-8, 814-11 
In No Heel, Wedge Heel and Spring Heel 


Patent 
Seamless 


MARY JANE 





We have a profitable exclusive proposition 
to offer wholesale houses in territories now 
open. Write for the details. 

Our Mr. C. Frank Hunting is now showing 
our 1921 line. He is on the road and we 
will be glad to direct him your way—A 
postal card will do it. 











TAN KID BUTTON 
Samples and Information Gladly Sent on Request 


SLIPPER CITY SHOE 
COMPANY, INC. 


Manufacturers for the Wholesale Trade 


-. HAVERHILL, MASS. 
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WesTERN QUALITY 
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Plenty In Stock! 














No. 302X—Mah. Cordo Lace Oxford, STREAMLINE LAST, 13- 
iron Edge, Wauklite Rubber Heel, A to D wide. $7.00. In Stock. 


No. 301—Mah. Cordo Long Vamp Bal., STREAMLINE LAST, 
13-iron Edge, Wauklite Rubber Heel, A to D wide. $7.50. In 
Stock. 


No. 306—Mah. Velvo Long Vamp Bal., STREAMLINE LAST, 


13-iron Edge, Wauklite Rubber Heel, A to D wide. $8.00. In 
Stock. 





Merchants who can use a volume of stock shoes should 
write for a'special proposition of unusual interest. Marion 
shoes are built for the better trade. 
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Cheer up!—Don’t Worry about high 
prices for 1920. “‘Walk-Croft” dealers 


are actually increasing their volume in 


pairs! Couldn’t your volume be in- 
creased by handling this stimulating line 
of satisfactory stylish footwear at reason- 





FACTORY 
13 WORMWOOD ST. 
BOSTON, MASS. 


able prices? ‘Plain horse sense’ and 
handling “‘Walk-Croft”’ process shoes are 
about one and the same thing in days like 
these. 

Salesmen are now out with the strongest 
line ever and five new lasts for Fall. 





BANCROFT WALKER .COMPANY stoxorrce 


MAKERS OF SMART SHOES FOR WOMEN 


RICE BUILDING 


_“Walk-Croft”’ prices and styles are especially interesting to large dealers and department store buyers. 
Sold unbranded if desired. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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The Coast to Coast Herial Mail 


The mastery of the air bas brougbt new uses for leatber, new, 
yet very old. Wt was not strange to our ancestors to see men Dressed 
in Ieatber, but ten pears ago the sight of a young man in [eatber 
belmet, coat and puttees would bave caused people to stare. Tow 
that tbe actial mail is in operation, tbe leatber clad aviator will 
sbortly become a familiar figure. 
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The Northwestern Leather Co., Boston, Mass., WU. 3.A. 
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Latest 
all Fashion 
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Hopkins & Ellis turn shoes of quality are made from carefully selected 
leathers by master shoemakers on the very newest ideas in lasts and pat- 
terns. Merchants catering to women who demand quality, style and wear 
will appreciate the business-getting value of the Hopkins & Ellis line. 











HOPKINS & ELLIS 
HAVERHILL, MASS. 


Boston Office, 108 Lincoln Street 
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Style 1201 ) > Style 1203 
Men’s Brown Calfskin Bal Men’s Brown Vici Kid Bal 
Last 469—Pointer Last 451—Allies 
Price, $9.75 Price, $10.25 











ec 


Men’s FINE GOODYEAR WELTS 


Of ‘fine quality upper leather, with good weight Oak Bend outsoles and solid leather insoles 
and counters. Wingfoot Heels. Built over our latest and most popular lasts. 


Four of the Best Sellers in our Line 


CARRIED IN STOCK 


in AA to D widths. Sizes 5 to 11 


Shipments 
made Prompily 
with our usual 


24. Hour Service 


Send for our 
— latest catalogue 
Style 1200 Style 1202 


Men’s Brown Russia Bal Thekxcelsior ShoeCo. Men’s Brown Velvet Calf Bal 


Last 462—Clio Last 462—Clio 
Price, $8.00 Portsmouth . Ohio Price, $8.50 
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Shoes made of 


ROVILLA KID 


are the most stylish, serviceable 
and comfertable for 
vacation wear 


They have the high lustrous appearance 
and rich colorful tone of the finest glazed kid 
and are practically impervious to water. 

NOVILLA KID is made of mature 
calf skins and young cow hides. It is dyed 
all-the-way-through and takes and retains a 
wonderful polish. 

Manufacturers use NOVILLA KID 
because of its unusual workability—excep- 
tional cutting advantages — luxurious 

_ appearance. 

Retailers want shoes made of NOVILLA 
KID because of their salability and repeat 
qualities. 

Write today for full partic- 
ulars regarding NOVILLA KID, 
and for sales helps which build 


an ever increasing business. 

















CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 








“It does not scuff ” 


Sh D‘SENAD 
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An attractive instep tie re a tn 
lark Brown Ooze Calf with covered 
heel. A modis quick ~selling turn 
style with all the usual good fitting 
qualities that we make Certain every 
new Ultra carries. 


MOORE- AIAFER’ 
‘WHOE ° MFG °CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE: G06 MARBRIDGE ~“BLDG., BROADWAY AT 34+ ST. 
JACK E. JESTER, MGR. 
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GOOD-ALL-WAYS 


Black Kid Theo. Full Russia Calf Brogue. 

Louis Covered Heel. White Smooth BuckBrogue 
Patent Theo. Full Louis 

Celluloid Heel. 


Mat. Cab. Theo. Leather ‘ ‘“ 
Louis Heel. Send in your detailed 
White Cab. Theo. Full order—will ship in six 


Louis Covered Heel. Three 
Cut Outs. weeks. 


Mr. Wholesaler: 
We are producing just the shoes that you, Mr. Wholesaler, are looking 


for— 
Creations that appeal at the right time, followed by 


uniform quality, cleanliness and attractive prices. 
That’s why we gain the good will of our customers 
and enjoy their confidence. 
Convince yourself—get in touch with us, and go through a Real Factory 
on your next trip East. 


RIALTO SHOE COMPANY 


Manufacturers of Shoes for the Wholesale Trade 


Factory: 26 Oxford Street, Lynn, Mass. Boston Office: 215 Essex Street. Nat Weiss in Charge 








HARDWARE 
PRODUCTS 














CERTIFIED QUALITY 


1920—-1812=—108 YEARS’ EXPERIENCE MAKING 
GOOD BUCKLES 





BUCKLES FOR FOOTWEAR 


[From New England Edition of Shoe Findings] 
——=——— 


FURNISHED IN HIGHEST GRADE NORTH & JUDD 


NICKEL OR BRASS PLATE MANUFACTURING CO. 
WHOLESALE NEW BRITAIN 
ONLY CONNECTICUT 


— 


No. 238 
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Brown Vici Kid Lace Oxford, 


1578—Size 1142-2. English toe...$3.75 | 1579—Size 11%-2. English toe. ..$3.55 





OU 
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(GarStisses and Children 


Misses’ and Children’s Chrome Patent Leather 
Goodyear Welt Pump Above Illustrated 


1576—Size 1144-2. English Toe.....................cce ccc ceeeees $3.45 
1901—Size 84-11. Broad toe, square heel........................ 2.95 


Misses’ and Children’s Gun Metal Pump 
Goodyear Welt, Style as Above [llustrated 


1577—Size 1112-2. English toe.......................  hetkccmadal $3.00 
1902—-Size 8!2-11. Broad toe, square heel........................ 2.60 


Goodyear Welt Goodyear Welt 


1903—Size 814-11. Broad toe, 1904—Size 8%-11. Broad toe, 





208 to 214 West Lake Street 


NY GEE 5s 5 is peters a0 chars , Oo” ere errr ne 2.85 





Terms: 2% 10 Days—Net 30 Days 


HENRY KLEINE & CO. 





Tie 





s[terereuer 


Veneeeeener 
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| i | Perr DOU OLE m 0000 
Seroiceahle and Up-to-date Jootwear 


Gun Metal Lace Oxford, 


CHICAGO 
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=" “hose totally different shoes “== 


BETSY PUMP 
IN-STOCK 


No. 5896 
Finest Black 
Kid Two-But- 
ton Bets y 
ne, Good- 
year Welt. 18-8 
inch Leather 
Louis Heel. AA 
to D. 


PRICE, $6.50 
173 SUMMER STREET 
BOSTON, MASS. 






BLUESTEIN BROS. 


Buyers’ Easy Reference Directory 








xOW 
cB, Conte 


147 LINCOLN STREET 
BOSTON, MASS. 






Manufacturers of 


Top-Grade 
TURN SHOES 





















IN-STOCK ! 


Stock No. 
651—Dull Kid Plain Toe Oxford, Welt 
Sole, Louis Heel, AA-D........ $7.00 


661—Gun Metal Oxford, Imitation 
Tip, Welt Sole, Louis Heel, fis 


1661—Havana Brown Kid Oxford, 


1651—Havana Brown Kid, Imitation 
Tip, Welt Oxford, Louis Heel, Aes 


1151—Patent Colt, Imitation 
i Sok 


Tip, Oxford, Welt le, Louis 
Be AE occ ceccceess $7.00 


EIGNER SHOE COMPANY 


173 Summer Street Boston, Mass. 


(Harney Made) 











‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 












































MADE IN BROCKTON 


4194—Men’s Oxford, Creese & Cook’s Cherry Calf, 
English Last, Wingfoot Rubber Heel At- 


III oar ap Sites eis citaeira asc Sd Raa a cs $8.25 
4193—Men’s Oxford, Trostel’s No. 33 Russia Calf, 
Wingfoot Rubber Heel Attached ..... $8.25 


A, B, C, D 
AT ONCE DELIVERY 
LANDE - RUTKIN SHOE CO. 








104 READE STREET NEW YORK, N. Y. 
























—nationally 
advertised 


—distributed 
internationally 


A representanive 
will call at your request 





STANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 

























pee, 


det). lee ae ae alee OTe 
r, Lesh & Co. 
SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
St. Marys Mt. Jewett Burke 


382 Summer St., 


Muskegen 


Boston, Mass. 


























A relieved customer is the most appreciative 


There is a sure way to relieve your customers’ foot troubles, and 
insure them continual comfort—sell them FOOT-GUARDS. Your 
recompense for the service extended will be in the form of constantly 


increased revenue. Write us for details. 


foot@uards 


TRAce MARK 


FLEXIBLE ARCH SUPPORT COMPANY 
69 E. 12th Street New York, N. Y. 
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It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


with it. 











of science and sense. 











The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 











The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
added 


will cramp the 


Anything 


foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 





The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 


It is the answer to weak and broken arches. Ask for shoes equipped 


BRANCHES s 
Auburn, Me............. .-87 Main Johnson City, N. Y........ 124 Main 
Brockton, se eeeeese [93 Contre ia 5 cabindieo 306 Broad 
Chicago>......... 18 South Market boro, Mass......... 11 Florence 
oN err 708 y Milwaukee............. Fourth 
Haverhill, Mass........... 145 Essex New Orleans.......... 216 Chartres 


United Shoe Machinery Corporation 
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Keith’s Konqueror Oxfords are Real Shoes 
and Real Sellers— 


STOCK STYLE 948—Wine Cordovan. OUxford Dunlap Last. AA-D, 5 to 11. 
Send for Spring and Summer stock style catalogue 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
































Real 
Brogues 








WORCESTER 


(2) Special lasts 
(2) Special leathers 


Scotch Grain 
Cherry Cordovan 








A **Real’’ order 
will follow your 
trial order 


It’s a swift 
seller 


B1723—Patent Vamp, Bl | 
A $7.50 Full line of 


18-8 Full Louis Heel. 

Young men’s 
shoes on new 
B1722—All Black Kid. AA toC.............-eeeeuee $8.00 lasts. Ask to 
B1615—All Patent Leather. AA toC............+... $7.50 see samples. 


G. E. LIPPMAN SHOE CO. FREDERICK S. PECK 


i " St. Louis, Mo. 
1627 Washington Ave., 7th Floor ouis, Mo WORCESTER, MASS. 
= Ip Boston Salesroom: 207 Essex Street 
> {ti . r 


—————S——— = 
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SAVE 
10% in 


VAMP LEATHER 








Save 10% in Vamp Leather 


You can save three (3) feet of upper leather on every twenty- 
four (24) pairs of shoes you cut over your Blucher Bal Vamp 
Patterns. 











ee Vamp Moulding Machine Speeds up production. 
oo Vamp Moulding Machine makes lasting a simple operation. 


E. TRUFORM moulds the vamp to the true shape of the last in the 
throat. 


| ‘HE TRUFORM will pay for itself in 48 days. 
Write Today for Particulars. 
Manufactured by 


Conaway-Wadsworth Pattern Co. 


MILWAUKEE, WISCONSIN 


Eastern Agent, Boston Machine Works 
LYNN, MASS. 








April 17, 1920 


BOOT AND SHOE RECORDER 


alu 


A 
SCIENTIFIC 
TRIUMPH 


T LAST, the difficulties which have hitherto made 

it impossible to produce a perfect all-leather or pli- 
able arch support have been surmounted. At last, 
there is available a soft, non-metallic, pliable and com- 
pletely adjustable support that is free from all the de- 
fects that have, in the past, been inherent in all sup- 
ports of the non-metallic type. 


A Really Efficient All-Leather Support 


So carefully moulded and shaped to true anatomical lines, 
and so cunningly arranged for the maintainance of those lines, 
that it has almost the holding rigidity of metal, while having 








ample “give” and softness where needed. It is scientifically, 
orthopedically and mechanically correct—the one soft arch 


Simplicity of Adjustment 


The illustrations below show graphically the ease which 
adjustments are made to meet whatever foot conditions 


support that is destined to become the Standard, because it 


really provides the correction needed. you may have to deal with. The pictures practically 


tell the story. 





Adjustable Arch Supports 


actually do what all arch supports aim to do. They support 
the longitudinal — of pear exactly as it — sup- 
ported to maintain the natur ne positions and to relieve the : 
nerve and muscle strains that cause Foot troubles.” gata wk tide mn we. Pedy ny Sf 
Perfect Adjustment Without Tools or Machines ; ~ a heh th ee a 
The arch is built up as high or as low as required by simply slid longitudinally for perfect adjustment. 
inserting thin wedges of leather. The exact point of greatest 
support is regulated to a nicety by sliding the wedges fore or 
aft before locking. 
The Wonderful Lock Feature 
This lock caps the climax of perfection in soft arch supports. 
It is a patented feature, found only on Dr. Wood’s Adjustable 
Arch Supports. It firmly and securely locks the pads or 
wedges in their adjusted position and prevents their slippage or 
falling out. It is simple, like all great things, but positive and 
effective. 
Metatarsal Adjustment Feature 
Dr. Wood’s Adjustable Arch Support is truly adjustab/e. 
Not only is it adapted for adjustment to any needs of the 
longitudinal arch, but also to the metatarsal arch. A pocket, 
formed in the leather base that extends beneath the metatarsal 
heads, is adapted to remain flat when no metatarsal support is 
required or to be built up by the insertion of especially shaped 
ads to give support to such metatarsal heads as tend to slip 
rom the normal arched position. 
Get Our Free Catalog 
Every dealer should have this. Every dealter should familiar- 
ize himself with the best and most up-to-date of foot relief 
methods. Write éoday for catalog to B 
the 


Dr. Wood Foot Appliance Co. 2 Tad, aoe lt ae lal 
of the locking member. “B s 


1276 W. 3rd St., Cleveland, Ohio, U.S.A. metatangal pad partly inserted in ils pocket. 
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Building a House or Building a Shoe 


O prosper, to enjoy a favorable reputation in his community. a builder 

T of houses must be a master of his craft, capable of recognizing and 

living up to the terms of a contract. He must be equipped to deliver 

the kind of house his customer has a right to expect at the price and time 
agreed. 


So with shoes—the merchant has a right to expect a similar understanding 
of agreement on the part of his manufacturer. 


And it has been the constant aim of the P. J. Harney Shoe Company to fur- 
nish the trade just such service—shoes identical in every way to sample, at 
price and date agreed upon. 


How true we have come to the mark set is best exemplified by the fact that 
more than three-quarters of the P. J. Harney Shoe Company's sales are closed by 
trade acceptance—the goods are paid for before they are seen. 


The further you are from the market, the greater your need of our service. 


P. J. HARNEY SHOE COMPANY 


Manufacturers of Shoes and Good Will 
Factory and General Offices 
LYNN - MASSACHUSETTS 


BOSTON OFFICE: 183 Essex Street IN-STOCK DEPT., 78 Lincoln Street, Boston 
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Theo Tie! 
Certainly! 
Wemakit! 


Wire Your Order—At Once Delivery! 


605—Black Ooze Calf . . . .. . .~. $10.00 
606—Brown Ooze Calf. . . ... . . 10.00 
604—Chrome Patent Leather .... . 7.50 
506—Black Glaze Kid. . ..... . 8.00 


Widths AA to C—High Grade—Turn Soles 
Full Louis Heels 


Atlantic Shoe &Slipper Corp. 


147 Lincoln Street Boston, Mass. 





SAN sons fh] vi Something New 


SHOE CLEANER. Ps 


“Ball and Ring” Bunion Stretcher 


: N AA 
' “a "on 


“OH” HOWhite 
BAG POWDER 
The Instant Cleaner for White Shoes! 


A white shoe cleaner that will actually clean! 


No liquid to spill—easily packed in handbag when 
traveling, always clean and available and invariably 
gives satisfactory results. 


pot bing HOWhite.on sale. It's a great little profit The most compact ahd efficient stretcher invented. Stretches 
Soha tins) diate deli the exact spot. Note the self-locking device, holds the stretch 
n stock for immediate Gelivery. any length of time desired. If your Jobber cannot supply, 


Jobbers Write for Prices order direct. 
EDW. H. JOHNSON MGF. CO. Frank W. Whitcher Co. Boston and Chicago 


115 Washington St. Trenton, N. J. Agents wanted 
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STOCK No. 3704 





3704X—Big Boys’ eed Side Pry 
6%-9, C, D and E wide. : . 84.60 
3704—Boys’ Mahogany Side Bal., 1-6, | 
ee |) flere 5.85 | 
3705—Little Men’s Mahogany Side Bal.., | 
| 8-1314, C, D and E wide | 
| 
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“A BOY’S SHOE THAT WEARS” 


CARRIED IN-STOCK 


WITH EITHER LEATHER SOLES 
OR NEOLIN SOLES 


LU 
SSA 
Ww 


STOCK No. 3604 














| 


| 3604X—Big Boys’ Chrome Gun Metal ae. | 
| 6144-9, C, D and E wide.. er 


s’ Chrome Gun Metal Bal., % -6, 26 
i|C,D oak wide. . 


| 3608—Little Men’s Chrome Gun ill 
| Bal., 8-134, C, D and E wide....... $3.25 | 

















These are just a few of the many Boys’ and | 
Little Gent’s styles that are shown in our 
New Stock Catalog. Have you a copy? 











3602X—Big Boys’ 
Foxed Blucher, 644-9, C, D and E 
PWEEB. . ccc csccses $5.10 
| 3602—Boys’ Chrome Gun Metal Foxed 
Blucher, 1-6, C, D and E wide...... $4.20 
3603—Little Men’s Gun Metal Foxed 
Blucher, 8-13%, C, D and E wide. .. $3.10 


Chrome Gun Metal 





MARSTON & TAPLEY COMPANY 


MANUFACTURERS 


DANVERS - - - MASS. 


— ef mmm feo 
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HREE HEO IES 


IN-STOCK RIGHT NOW 








No. 675 


Dull Luna Kid Theo Tie, 


Gun Metal Theo Tie, Turn = : 
Sole, Full Louis Covered Heel. bol Sole, Full Louis Covered 
eel, 


Widths A-D Widths A-D 
Price $7.50 | Price $6.75 


No. 665 











ORDER BY WIRE No. 1165 CAN WE SEND 


IMMEDIATE ret Lee ee oe, )=—s VO COE CATALOG 


SHIPMENT} Widths A-D OF IN-STOCK 
GUARANTEED Price $7.50 NOVELTIES? 


EIGNER SHOE CO. “sre7*= BOSTON 














‘SHOES FOR LITTLE FOLKS 


Button and Lace 


IN STOCK 


5 to 8 


Smoke Elk........ 
Brown Elk..... 


“i |! 4 MONEY MAKING 
ade SPECIAL 


—— brown FIk....... 2 CASE LOTS ONLY 


No Tack a 5 Cordo Lotus..... 2. 
o Tacks % Gun Metal 

Foot Form Ne J Pere Patent Leather Mary‘ Jane—Seamless 
Lasts eng, Sizes 2 to 5—No heel Price $1.15 
“ 4 to 8—Spiing heel.......... Price $1.25 











Immediate Shipment Save Twenty cents a pair by Buying Now 


Wire today—We cannot guarantee prices long— 
Terms—5 per cent ten days—Net 30 


tiie. Hy oN P_&R. Shoe Co. 


that has made good. 


TRUITT BROS., Inc. 6 fis A Haverhill 
BINGHAMTON - - NEW YORK SATS 
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Those Setter 
- Shoes * 


Zor the new 
SCASON . 


Designs, gualit 
and_, aw, 


style correctness 
resulting from 
a of 


experience. 











John Kelby Inc 


ROCHESTER NY. 


New York Cty. Room 105 Graham Bidg 
Church & Duane Sts, Mr. John C.Halliwell 
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. Influence— 
in a business paper 


Large circulation was 
never alone the sign of a 
great periodical. 


Influence does not neces- 
sarily go hand in hand with 
tremendous distribution of 
single copies. 

But when and wherever 
you find a business journal that 
has both power and predominant 
distribution, mark it well — for 
it will serve you well! 

* * * * 

The vast business of footwear 
built the Boot and Shoe Re- 
corder. It started building it 
thirty-eight years ago. 

The Trade’s correct appraisal 
of the Boot and Shoe Recorder’s 
influence, more even than jour- 
nalistic enterprise within, is re- 
sponsible for the publication’s 
uninterrupted predominance. 


The Boot and Shoe Recorder 
has had a creditable part in help- 
ing develop the footwear busi- 
ness of America from three hun- 
dred million dollars thirty-eight 
years ago to over three billion 
dollars today. 


The Boot and Shoe Recorder 
has, through publicity, given 
standing and commercial success 
to the wholesale marketing of 
more footwear and more shoe 
store aecessories—and to their 
trade-marks — than have all 
other publications combined. 


* * %* * 


And the Boot and Shoe Re- 
corder carries its influence every 
week to considerably the. largest 
number of retail shoe mer- 
chants reached by any business 


paper. 


—get acquainted with 


The Boot and Shoe Recorder 


BOOT AND SHOE RECORDER PUBLISHING CO. 
BOSTON, MASSACHUSETTS 


New York, 127 Duane Street 
St. Louis, 1627 Locust Street 
Rochester, 609 Powers Bldg. 


Chicago, 189 W. Madison Street 
Cincinnati, 1st National Bank Bidg. 
Philadelphia. 929 Chestnut Street 








THIS ADVERTISEMENT APPEARS DURING WEEK OF APRIL 12 AND APRIL 17 IN 


fe. Louis Globe-Democrat 


t and Ch 





Cincinnati Enquirer 
Milwaukee Wisconsin-News 


Printers’ Ink 





April 17, 1920 





Brockton Enterprise 
Brockton Times 


L Item 
Haverhill Gasette 
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Nine Styles for Werke: Sieh Styles for Men 


IN STOCK 


F ee is anything the ladies love about shoes it’s style and fitting 
quality. Style is easy to get, but fitting quality—that's another 
story. Nine cases out of ten the dealer does the best he can 

with what he has to work with. Even when size is right some shoes 
set about as smooth and nice as pajamas in companson to union 
suits. With “Glove Grip” shoes on the feet of customers, they'd 
go out of thestoresold ght. ‘Glove Gnp”’ shoes are something ex- 
clusive in shoes. Exclusive because we are sole makers iid Becae 
they embody original features of constructi that make them the 
style and fitting shoes par excellence. Like Like the ladies you'll be 

py in possession of them vine Seer a 


Send for Catalogue 


——— IN STOCK ——— 
Model S712, The Brogue—Ladies’“Glove Grip” Brogue 
Orta. es Cace Cal, Prior 4 Wing Tip Vamp and xing 
Siu AMA Miwa Adee Band C24te8 
; PRICE $8.75. 


sat 
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FOUR POPULAR BAL PATTERNS 


ON FOUR DIFFERENT LASTS 


Creese & Cook’s Tony Red Black Mat Calf....... .$7. 

Calf, any style... .. . .$9.50 7.00 

Creese & Cook’s Calf, Color 
, Pri $9.5 


SS 
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Black Pony Kid........ 6.00 
Mahogany............. 5.70 
Gun Metal.......... 5.60 
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Nearly 100% of our orders call for 
Goodyear Wing Foot Heel 








The leathers listed above show the selection and the price at which we are ready to make up any last in our line. Select 
any leather and have us makea trialorder. If we cannot convince you that our prices are from 10 to 20 per cent lower, 
return the shoes to us at our expense, and we will also return any transportation charges you have in - You will 
find that these shoes, in quality, style and finish will correspond advantageously with similar lines. We cannot accept 
orders for less than twelve pairs in a styl 


PENNINGTON-CROWELL SHOE CO. 


(; 
MANUFACTURERS 


\ 
j . MANCHESTER, NEW HAMPSHIRE 7 A 
= \ We 
>) 
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THEOS—PUMPS—COLONIALS and OXFORDS 


IN EVERY DESIRABLE LEATHER 
ALL. IN-STOCK—ALL AT REASONABLE PRICES 


231—Black Suede Theo Tie, Cov- 

ered Full Louis Heel, A-D.... $9.00 
232—Brown 25 Nubuck Theo Tie, 

Covered Full Louis Heel, A-D. 8.00 
233—Beaver 23 Nubuck Theo Tie, 

Covered Full Louis Heel, A-D. 8.00 
236—White Kid Theo Tie, Cov- 

ered Full Louis Heel, A—D.. 7.50 
235—Black Kid Theo Tie, Cov- 

ered Full Louis Heel, A-D 7.50 
205—Dull Kid Theo Tie, Leather 

Louis Heel, A-D 5.50 
204—Patent Theo Tie, Leather 

Louis Heel, A-—D 5.50 
267—White Kid Fedora, Cov. 

Louis Heel, B—D 6.50 
265—Same in Bright Kid, A-D... 6.25 
266—Same in Patent, A-D 6.75 Style 267 








eehsnciaarIReMer es Tae EROS 


Style 235 
221—Patent Pump, Cov. 

Louis Heel, McKay, A-D 6.50 
222—Same in White Kid, A-D.. 
220—Same in Black Kid, A-D.. 
299—Black Suede Pump, Cov. 

Full Louis Heel, Turn, AA-C. 

296— — in Patent Leather, 


294—Same in Dull Kid, A-D.... 
246—Patent Pump, Leather Louis 
Heel, A-D 














211—Dull Kid Colonial Cubah 
Heel, A-D - 00 
212— Same i in Black Kid, A-D.. 
209—Same in Patent, A-D 
301 Dall’ KG Paseat al, Leath 
Style 221 —Du i olonial, Leather 
Louis Heel, A-D Style 211 


227—Patent Oxford, Leather Louis 
Heel, Welt, A~D 6.00 

225—Same i in Black Kid, Welt, A- 
6.25 


” 7.00 














D 
283—Black Kid Oxford, Leather 
Louis Heel, McKay, A—D 
281—Same in Patent, A-D 


A-D 
297,—-Patent Oxford, Full Louis 
Heel, Turn, A-D 
218—Black Suede Oxford, Cov. 
Full Louis Heel, A-D 9 


268—Patent Leather Oxford, Im. 

he Loa A- — a 8. 
7—Same in Mahogany Ca ° 

275—Same in Havana Rees Kid. 6.50 ote ie 

276—Same in Black Kid 

224—Same in Black Suede 

228—Patent Oxford, Plain Toe, 
Welt, A-D 6.0 


Send for Price List of High and Low Shoes In-Stock 


THE BOARDMAN SHOE CO. 


564 Atlantic Avenue, Boston 9, Mass. 
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BUY OXFORDS 


They’re going to be the biggest sell- 
ers and the quickest profit makers 
in your entire line. 


No. 8762, shown here, is making a 
big hit with discriminating buyers. 
It’s a nice smooth, snappy looking 
piece of footwear, cut from fine 
Russia calf and built on a smart 
and perfect fitting last. 


8762— Moheonay Calf Bal. Oxford, 9 
ra — Last. Widths, A B 6 to ~ ( 
to ll $8.40 > ’ 
 / ] eed them. 
8763—Mahogany Side Bal. Oxford, 9 . . Better buy a ro it " . . 
iron sole, City Last. Widths B C 
11,DE5toll 


$6.85 ~ . 

8749—Gun Metal Veal Bal. Oxford, 9 ta 

iron sole, Tremont Last. Widths, C = UNBRANDED * R. K. i. CO. 
$7. . 


E5toll 


Terms: 3% 10, 1% 20, Net 30 Days Grand Rapids, Mich. 




















Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 


| Oats... ai" 


loioncReae 


rem) | 








GRIFF 
gees RIOINE | 
“oO 
THERE 15 NOTHING IRE TT 


9 GRIFFIN MFG..CO 
67-68 “WAnay ST 














GRIFFIN WHITE KIDINE GRIFFIN PEUERWHITE CLEANER GRIFFIN LOTION CREAM 


For all white kid shoos. A perfect white cua atccthec: © ta rhten, Bach, Behe tan, Havane boone, 
cleaner that gives a kid glove Gaish 3 1-2 os. Folding Top Carton— Cleans, softens and polishes alll kid leather. 
Small (15c) Size, $14.25 Gross, $1.25 Dos. $14.25 Gross, $1.25 Dos. facies acids. It is to the 
. ‘ 5-os. Size Neck Box— cream is to the skin. 
Large (25c) Size, $21.60 Gross, $1.90 Doz. $21.60 Gross, $1.90 Doz. 3 oz. Size, $21.00 per Gross, $1.80 per Doz 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET - NEW YORK, U.S. A. 
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J STYLES NOW BEING MAILED | 








Our stock department is equipped to render a service which you'll heartily 
approve. Orders placed with us are orders properly placed for deliveries. 
Let us help you make the most of your opportunities. 

PRICES IN EFFECT APRIL 12TH ON 

THIS SEASON’S STOCK STYLES 


Sn a 


Made up Plain—But will be Branded “JUST WRIGHT” if so Desired. 


No. Description Style Last Price 

100 Danish Calf Brogue Ox. Brogue $9.00 
130 Cherry Calf Ox. Aristocrat 9.25 
136 = Cherry Calf Bal. Aristocrat 10.50 
166 Cocoa Brown Side Bal. Torpedo .25 
176 Brown Cordovan Bal. Over the Top .50 
189 Cocoa Calf Bal. Victory 50 
236 Gun Metal Calf Bal. Aristocrat .00 
460 Patent Colt Dancing Tie Myopia 18.50 
196 Cocoa Calf Bal. Bingo .00 
170 Brown Cordovan Ox. Victory 10.00 


A 


at 


(MMH 


i 


The ARCH PRESERVER Shoe 


156 Cocoa Calf Bal. Custom Arch Preserver 
150 Mahogany Russia Calf Ox. Narrow Arch Preserver 
137 Gun Metal Calf Bal. Custom Arch Preserver 
139 Black Glazed Kid Bal. Custom Arch Preserver 
145 Black Glazed Kid Blucher Wide Arch Preserver 


lil: 
| HHI 





TERMS—2% 30 Days, Net 60 Days 


[An additional charge of 25c per pair on orders of less than 3 pairs. 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA CHICAGO) DETROIT SAN FRANCISCO 
‘183 Essex Street Manbridge Building 1215 Market Street Republic Builcing Washington Arcade Pacific Building 





HAT 


Send All Orders to the Factory 
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(Made by Charles A. Eaton Co.) 








IN STOCK STYLES—Branded and Unbranded 


fe] 

fe] 

fe 

eI 

a 

fe 

oO 

= B515—Cherry Calf Bal, 
o Goodyear Wingfoot Half 
= — ~_—s Carlton Last. 
= Widths AA to D. 

= ~ $9.50 

a B534—Same in Cordovan 
ha with eens Calf Top, No 
fe 

eI 

Q 

fe) 

fe] 

eI 

fe] 

fe] 


Price $10.50 


B633—Brown Cordovan Oxford, Tremont Last. 
Widths, AA to D...... . . Price $10.00 


Why not push this cordovan oxford while 

9 B 539—Cherry Calf Tuxedo Bal, 5 = sgh v4 Top 
you are unable to get enough brogues: with Bound Edge, Pointer Last. Widths, A to 
q Jo $9.75 


THESE STYLES COMPLETE IN STOCK 
ORDER PROMPTLY. HAVE THEM READY FOR THE CALL 


Send for sample pairs — Charges paid on request — Send for new catalog 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BOSTON—183 Essex Street BROCKTON, MASS. 4™4NTA-238 Peachtree Arcade 


O | | NEW YORK—127 Duane Street 
1 
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“CONSTANT COMFORT” 
DEPENDABLE KID STYLES 


THAT ARE CONSTANTLY IN DEMAND 





No. 43 ~ No. 65 " SSS No. 55 
Kid Plain ~~ 12-8 Heel, In Black Kid Stk. Tip R. H. Fox. Black Kid Six-Eyelet Imitation 
Stock A, B,C, D.... . $4.25 Oxford, 9-8 Heel, In Stock C, D, Perforated Tip Lace Oxford, 13-8 
Re ee er ee $3.75 Heel, In Stock A, B, C, D. 
No. 61—Same neni in Plain Toe. Price. Dae eee 
Price. . ee .- $3.7 








‘¢ AMERICA’S BEST COMFORT SHOE”’ 


BLACK KID TURNS ONLY 











No. 62 No. 86 





No. 85 : és 
Black Kid Two-Strap Sandal, Kid Fox Plain Toe R. H. Oxford, Black Kid One-Strap Opera a 
Ornament, 12-8 Heel, In Stock 11-8 Heel, In aciey B, Cc, DB; &. dal, 9-8 doves In — C, D, 
| Joe ae eer $4.50 Price. . na ; "$4. 25 Price....... Sak $2. a 
AULT-W ILLIAMSON SHOE co 

e 
Manufacturers 


AUBURN MAINE 








GENEBY 





93 
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HIGH GRADE LEATHER 





. Retailer: 


Cushion Insoles. 








excelled. 





123 MILL STREET . 


You can increase your profits with little additional 
overhead by putting in a stock of “The Dayton” 


Their comfort and health-giving properties are un- 


Write for a trial order. 


The Dayton Felt Products Company 


- DAYTON, OHIO 








———Ses esas Se a 

















=e 


“STATE 0’ MAINE” 
SHEEPSKINS 


Natural Color Maximum Strength 


Thoroughly tanned in pure hemlock bark. 
Selected in standard grades for weight and 
quality. 


Besse Osborn & Sodell 


INCORPORATED 





Sheepskin 7 anners 





51 South Street 
Boston, Mass., U. S. A. 


Tanneries: 


| 














Peabody, Mass. Clinton, Me. - 














NOW _ READY! 
1920 DIRECTORY 
OF 





Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 


date. Over 200 new firms and reorganiza- 


tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 


Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


683 ATLANTIC AVE. BOSTON 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 


PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 





MONARCH LEATHER CO. 


CHICAGO NEW YORK 
BOSTON 
U.S.A. 




























BOOT AND SHOE RECORDER April 17, 1920 




















To Get Full Speed from the Sales Accelerator 
Specify Brogues made from 


Colored Gun Metal Side Leather 
Special Brogue Stock 


“THIS is the heyday of the brogue, and here is the leather with which to 
successfully insure the effect. 


Colored Gun Metal Side Leather is stylish and practical because it has the 
necessary substance and service qualities essential for the ideal brogue. 


Samples Gladly Sent 


A. C. LAWRENCE LEATHER COMPANY 


161 South Street, Boston, Mass. 


NEW YORK CHICAGO ROCHESTER GLOVERSVILLE CINCINNATI ST. LOUIS 
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| ! 
! | 
| ! 
| OXFORDS } 
j Ready to Ship | 
| | 
| ! 
! | 
| ! 
! i 
| ! 
1 | 
| ; ! 
Y : | 
N Stock Style No. 591—Cherry Calf ! 
Varsity Oxford, Winchester Last, AA 
! and A, 7 to 11; Band C,6to11; D, | 
5 to 11. 
N Price $8.75 j 
SMART STYLES OF FINE MATERIALS 
! | 
| ! 
Y N 
N ! 
Y | 
| ! 
! . | 
N Stock Style No. 594—Winchester Last ! 
Cherry Tan Calf Varsity Oxford, Wing N 
i Tip. Sizes and Widths AA and A, 7 to 
N 11; Band C,6to11; D,5to 11. 
| Price $9.25 ; 
N Send for Catalogue 
;5 LHE DALTON COMPANY, IN Cc. | 
Makers of Men’s Fine Shoes ' 
BROCKTON, MASSACHUSETTS 
| BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building Y 
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“Everything New That’s Good” 


| The Howard §& Foster 
E line of men’s and women’s 
[ welts 1s ready for Fall. 
Howard & Foster Company 
[ Brockton, Mass. 

i Boston Of fice, 183 Essex Street 

, 
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PRINCESS BROGUE 


A Popular Sport Model for Fall 
Made of Excellent Material Throughout 


No. 4670. Mahogany Brogue, 244-7, A to D, $7.00 Less Disc. 


No. 46704%. Mahogany Imitation Brogue, 214-7, A to D, $6.25 
Less Discount 


AMERICAN PRINCESS “Werrs* 


For Young Women 


Made in a Variety of Snappy Patterns and Lasts, Are Reason- 
able in Price and Possess Excellent Selling Advantages 


2%-7, AA to D, $6.75 to $8.00 Less Disc. 


AMERICAN PRINCESS me "t, BRAUER BROS. SHOE. 6. ST; LOUIS, 


% in. Vamp—8}% in. Top ie 
9-8 Heel Exclusive Manufacturers of Misses* and Women’s High Grade Shoes 














FUP mmnenmmmmnenmmmn=elml iTslllln 





SEOUL OU ONOTMNTe 














April 17, 1920 BOOT AND SHOE RECORDER 99 


The 
EAS 
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ha has 
























Dr. 
Scholl’s 





‘Foot - Eazers” 
are better known 











than 
los Foot-Eazer 
Supports” Leads the Field 








When arch supports are thought of by millions 
upon millions of people, Dr. Scholl’s Foot-Eazer is 
the specific support thought of and pictured in their 
minds. This is because Dr. Scholl’s Foot-Eazer is not 
only the oldest, most heavily advertised and best known of 
all foot appliances, but it is universally accepted as 


The Standard Among Supports 


Their absolutely correct construction and conformity to anatomical needs, as 
well as their combined lightness; strength and springiness and the adjustability to 
every individual foot requirement, have placed Dr. Scholl’s Foot-Eazers in a class by 
themselves, where they are untouched by competition. 


Easy To Fit Remember Q) Millions of Pairs in Use and 
and Easy To Sell "Oi Shell; Giving Satisfaction All Over 























































The ease with which Dr. Scholl’s Foot- ° eee 
Eazers may be adjusted to exactly meet National the Civilized World 
the Needs of each particular case (by the use Foot : ; 
of Dr. Scholl’s Arch Fitter) has especially endeared Week There are more pairs of Dr. Scholl’s Foot-Eazers 


in daily use throughout the world than of all other 
foot appliances combined. This alone speaks 
volumes for their effectiveness in actually giving that 
foot comfort and freedom from foot troubles and dis- 
Scholl’s Foot-Eazers with the trade. Heavy and abilities for which they are designed. When properly 
continuous national advertising has so fully acquainted the public fitted, they invariably restore comfort to suffering feet and make of 
with these appliances that they almost sell themselves when suggested each purchaser a walking and talking advertisement to send others 


by the dealer. to your store. 


BACKED BY AN UNPRECEDENTED AD CAMPAIGN 


Dr. Scholl dealers do not have to depend upon their own unaided efforts in selling Dr. Scholl’s Foot-Eazers and other articles of the Dr. Scholl 
line. They are backed up by regular and forceful advertising in the principal magazines of large national circulation to an extent which has 
never been employed in the interest of any other similar line. It would be hard, indeed, to find any adult person in the United States or Canada 
today who has not repeatedly read the advertisements of thiscompany. Therefore, sales resistance is at a minimum with the Dr. Scholl line. 


THE SCHOLL MFG. CO. 
213 W. Schiller St., Chicago 339 Broadway, New York 


TORONTO LONDON PARIS 















these supports to the shoe dealers who specialize in . 

the giving of foot comfort to their patrons, as well wy fe 
as in the selling of shoes. The ease with which sales 

are made is another factor in the popularity of Dr. ee 








CAPE TOWN 
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STERLING FOOTWEAR FOR WOMEN 


The Dardanella 


One Strap Button Welt, in Pat- 
ent, Made on New 35% Vamp 
Last, Imitation Tip—18-8 
Leather Louis Heel. 


$6.75 


Also Made in Black Kid — Mat 
Kid, Coco Calf and White Buck. 


$6.75 


Same Pattern in Turns with Ar- 
mour’s 814 Iron Strictly Fine 
Soles and Full Louis Heels. 


AA-D 
Terms 2% Ten Days 


The Judette 


One Eyelet Welt Tie in White 
Buck with Silk Ribbon Lace, Im- 
itation Tip and Perforated 
Throat, 354 Vamp, White Kid 
Lining and White Welting. Ar- 
mour’s Sole (Natural Finish) and 
White Sprayed 1°% Military Heel. 


Judette $6.75 


 YNCH SHOE COMPANY 


W. A. SULLIVAN, Pres. B. F. GREEN, Treas. 


\OHJJJ0ttAtHt tL ooo eee 
SERB RB RBBB BRB RPE RBBB RE REPRE Ree ee eee 

















192 Broad Street ¢ yn, Mass. 


Codon nneeueseetacesoceseceeesliee 
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IN STOCK 

















-Start-Rite 


CHILDREN’S SHOES FOR IMMEDIATE 


DELIVERY 


ALWAYS 
IN 
STOCK 





No. 52. Our “‘S ” one-strap pat- 
ent pump. oe ee ates No. 352. A Mary Jane patent turn 
Sizes 2-5 (mo heel). ............-. $1.70 ump. 
4-8 (spring heel)............ 1.90 Sizes 2-5 (mo heel). .............6 $2.00 
No. 152. Same in white canvas. 4-8 (spring heel)............ 2.25 
Sizes 2-5 (mo heel)..............4. $1.40 8%4-I1 (spring heel)......... 2.85 
4-8 pd Se 1.60 
814-11 (spring heel)......... 1.85 
No. 252. Same in gun metal. 
Sizes 2-5 (no heel)..............+.. ° 2 


4-8 (spring heel)............ 


THEY FIT THEY WEAR 





Stock No. 140 


PATENT INSTEP STRAP 
McKAY 


6/8 844/11 11%/2 
Patent............ 23.38 323.66 38.68 
Gun Metal........ 2.15 2.45 2.75 
White Canvas..... 1.50 1.75 2.00 





TERMS 
5% TEN DAYS—NET THIRTY DAYS 











Send for Sample Order 


Be Convinced 


CO-OPERATIVE SHOE CO. 


Office and Salesroom: 301 Bell Block Stock Department: N. E. Cor. York Street and Colerain Ave. 


CINCINNATI, O. 




















BOOT AND SHOE RECORDER 


April 17, 1920 


 M- C. McKays 

















BEEBE 
BEB Bee | 


| 
| 
| 














THREE APPROVED STYLES 
M-C-McKAYS are made to meet the 


approval of particular women who de- 
mand Quality -- Wear — and Style at a 
moderately reasonable price. 


The reception which M-C shoes get from 
customers everywhere means a healthy, 
steady, lasting growth in the business of 
the merchant who features them. 














MITCHELL-CAUNT CO. 


Factories - Lynn, Mass. - Boston Office, 72 Lincoln St. 
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HOLTERSHOES" 
THE HOLTERS COMPANY 
vomonurena mes scexnen MAKERS OF WOMEN'S SHOES — gz, oczices 


OS MOLTERS TREASURER ——, 


1.0. THERE, SECRETARY CINCINNATI Oe anoeune 











(Se anostce 
FEBRUARY 





Sixtw 





1920 








JuLtus Katcman Company, 
61 Soutn Street, 
Boston No. It, Masse 


GENTLEMEN: - 


| HAVE yUST COMPLETED AN INVESTIGATION ON 
THE RESULTS WE HAVE HAD wiTH KING TwILL, AND | TAKE THIS 
OPPORTUNITY OF COMMENDING YOU ON THE EXCEPTIONAL QUALITY 
AND MANNER IN WHICH KING TWILL 1S DELIVERED TO US. 


THE QUALITY OF THIS TWILL 1S MUCH BETTER THAN 
THE AVERAGE ANO ITS UNIFORMITY GIVES MUCH MORE ECONOMICAL 
CUTTING AND AIDS MATERIALLY IN THE FITTING QUALITY OF OUR 
SHOES. 


ONE OF THE STRONGEST FEATURES 1S THE WAY IN 
WHICH YOU PREPARE YOUR GOODS FOR SHIPPING. WRAPPING EACH 
PIECE IN PAPER SAVES US CONSIDERABLE LOSS THAT WE WOULD 
SUSTAIN BY BEING SOILED IN HANDLING. 


THE ADVANTAGE OF USING KING TWILL OVER 
SIMILAR GRADES OF OTHER MANUFACTURERS 1S VERY EVIDENT IN 
THE RESULTS WE HAVE OBTAINED DURING ITS USE IN THE PAST YEARS. 


OuR BUSINESS RELATIONS IN THE PAST HAVE ALWAYS 
BEEN VERY PLEASANT AND SATISFACTORY, ANO IF YOU CONTINUE TO 
OELIVER THE SAME CLASS OF MERCHANOISE YOU HAVE IN THE PAST 
1 CAN SEE NO REASON WHY THE SAME FRIENOLY RELATIONS SHOULD 
NOT CONTINUE. 


YOURS VERY TRULY, 


THE HOLTERS COMPANY 
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De LUXC 
Shoe Linings 
are the 

i) result of 

| lids Kallman 
} striving to 
make Better 
Shoe Linings i 


MUS. 


Boston 


Superb 
in wear and 
appearance 
We recommend 
De Lure 
to high class 
trade 


only 


Kallman Company 


Cincinnars 
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KINGS! 


As supreme in their realm as the 
untamed Eagles are in theirs, are 


Lundin Shoes 


These superb Men’s Dress Welts 
profit by comparison with com- 
petitors—whether the basis of com- 
parison be Comfort, Durability, 
Style or reasonableness of Price. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 
MANUFACTURERS 
Saint Louis U.S A. 
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CASKO 
FABRICS 


OU will find all kinds of shoe fabrics for outing 
wear in the Casko line. We know that our 
No. 31 white stands by itself, in point of strength, 
beauty and manufacturing advantages. 
§ No. 31 white, is a fine example of the kind of 
merchandise typical of the Casko Fabrics Corporation. 


GIts wearing qualities have 

roven their worth from the 
standpoint of both manufacturer 
and wearer. Write us today for 
a sample. 


CASKO FABRICS CORPORATION 


Manufacturers and Distributors 


PHILADELPHIA, U‘S‘A: 


a OE 


TUE emg he RE 





busi cdaend Siva ee ome 
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2525—Gun Metal, Goodyear Welt, Imita- 
tion Tip, Pollyanna Misses’ Low Flat Heel. 
PEPE NINE, v.56. 6.05: Sc'p0rs oénoceedade $3.60 
Child’s Spring Heel. C-D,8%-11........ $3.15 


2523—Patent Leather, Goodyear Welt, Imita- 
tion Tip, Pollyanna Misses’ Low Flat Heel. 
NS ET Se eee re $3.60 
Child's Spring Heel. C-D,834-11........ $3.15 


2519—Havana Brown, Goodyear Welt, Imita- 
tion Tip, Pollyanna Misses’ Low Flat Heel. 
ER NS oA ERR $3.75 
Child’s Spring Heel. C-D,8%-11....... .$3.25 


POLLYANNA OXFORDS 
SIGNS OF BETTER SHOE SERVICE 


For Children,---More Satisfaction for 
Mothers, --- Surer Sales for Dealers 


Stores handling the Kreider line, which includes besides Pollyannas, 
—shoes for boys and infants,—cover the most buying area. The 
complete line appeals to dealers who know the effect of personnel 
among buyers in controlling sales, quality and specialization. 


Built particularly for discriminating buyers who are particular yet 
practical in their choice of footwear. 


The complete line is shown in our new catalog No. 17. A copy for 














the asking. 
s 
DEAS WAAL Cs. 
DISTRIBUTING HOUSES 

NEW YORK CHICAGO PHILADELPHIA 
123 Duane St. 312 W. Monroe St. 51 N. Third St. 
PITTSBURG BOSTON ST. LOUIS 

923 Penn Ave. 110 Summer St. 1408 Washington Ave. 
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PINGREE SPECIAL SHOE 
“Built for a Purpose—Not for Price”’ 


FINEST SURPASS KID 


ON OUR 
Famous Combination Last 


HAND LASTED ALL LEATHER 
$11.00 


1% 10 days. Sizes over 11, 50 cents extra 


F. C. PINGREE SONS CO. 


Makers of Men’s Fine Shoes 
Stock No. 111 


SA/AAA...........8-12 DETROIT MICHIGAN 


ls Y a 6-12 
3AUA Soeicaks vases mee Chicago Office Salesroom, 19 So. Wells St. 











3 
. Ihe | 
a Goodyear Wolt | 
Nature Shaped Shoes for Children | 
IN STOCK STYLES 


SP RIN G! - Hil 


0c a aK SS MNRARERECSASS Re NLA RE 
| Make Buyers Out of Passersby 


5 - 8.. $3.50 } 
814-11. . $4.00 | 
mm 11)4- 2. .$4.75 | Hugh Lyons period display fixtures continue 
to grow in popularity because they add beauty 
and attractiveness to the display window. 


If you have not received our catalogue showing 
our Adam, William and Mary, Chippendale and 
2010 Queen Anne designs, we will be pleased to send 


Same as i. them to you. 
above . : 
in button. 
Lc 


DA HuGH LYONS & COMPANY 
CHIPMAN HARWOOD OF MAKE BUYERS OUT OF PASSERSBY 
BOSTON,:-- + - i a. toni  cercoca. sik shoes 





























WHAT TWELVE YEARS OF SERVICE 
TO THE TRADE MADE NECESSARY 


as the market affords, we have made shoes which have 
sold so well, that additional manufacturing room became 
imperative. 
Seven floors of our new factory will be equipped for the most 
efficient handling of every order. 
While our production of turn shoes for women is hereby increased, 
the 70,000 feet of floor space will also enable us to double our out- 
put of women’s welts. 
We can now predict and promise, with confidence in our ability to 
make good, a service in the future that will strengthen the bonds 
of business friendship. 


Nia is lost by taking pains. With materials good 


~ Witherell & Dobbins Co., Haverhill, Mass. 


Boston Office, 110 Lincoln Street 
THE W & D LINE IS FEATURED IN THE CHICAGO MARKET BY HARPER KIRSCHTEN SHOE CO. 
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Isn't this one of your big items 
of “high cost’”— getting 
new customers? 
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On how you buy greatly depends your 
cost of getting new customers 


What successful merchants have found 


out about this 





111 

















The one thing that enters into every 
sale is confidence. 


Every merchant realizes that; every 
good salesman works to establish it. Surely, 
in getting new customers it’s a most es- 
sential point to be considered. 


Now let’s see what a merchant’s buying 
method has to do with it. 


Smith goes at it alone 


Merchant Smith buys his shoes from 
several different sources—He sells “‘shoes’’; 
but a number of other merchants in his 
town sell “‘shoes’’, too. 


Merchant Smith must get new custom- 
ers—as every merchant must—and he hopes 
to gain the patronage of newcomers in his 
community, also to broaden his selling 
territory. But what has he to do it with? 
His own reputation. And it’s pretty good 
among the old residents.. The new ones, 
however, know him no better than they 
know his competitors, who doubtless also 
have good reputations. 


He finds that his sole appeal is in cut 
prices and he tries to cut below the other 
dealers. Ah, it works. He does get a few 
new customers. But at what a cost! 
Nothing made on the first sale and the 
chances are that his “new customers” buy 
next season from one of his competitors— 
on price. 

Brown gets help 


Merchant Brown, in the same town, 
has a good reputation, too—among the old 
residents. But— 

—he buys only three or four makes of 


shoes—picks a well-known line for men and 
perhaps another fast-seller in a different 





grade. He buys one established line for 
children, and, for women, he has a full style 
and price range under the one nationally- 
known name, the Red Cross Shoe. 


Newcomers already know his shoes, have 
confidence in them, and Merchant Brown’s 
own reputation carries double weight be- 
cause of the association. 


His store is not just another shoe store; 
it has individuality, character. ‘To women, 
it’s Brown’s, where Red Cross Shoes are 
sold. And women go straight there season 
after season, confident that they’ll get style 
and comfort and full value for their money. 
Brown’s business builds upon itself. 


Getting new customers isn’t a big item 
in his “high cost’’, first, because they come 
easier, and, second, because the shoes he 
sells them bring him full profit. 


There are hundreds of “Merchant 
Smiths” struggling to make a profit in the 
shoe business these days! And, among the 
Red Cross Shoe Accredited Agencies, there 
are scores of “Merchant Browns” who, by 
concentrated buying, are easily taking the 
first places in their communities! 


We have concrete facts to back up that 
statement; we can put you in touch with 
merchants—marked successes—who admit- 
tedly attribute their success to concentra- 
tion and the Red Cross Shoe. 


Ask to have one of our representatives 
call and explain all the advantages of this 
method and our proposition. It won‘t 
obligate you in any way; it will probably 
give you a clear view of a real opportunity 
in your town or city right now. Write or 
wire today. 


The Krohn-Fechheimer Co. 


809 Dandridge Street 


| RT ee ee 


23 Cincinnati, Ohio 
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“SPARKLER” 
This newest buckle for feminine WHEN SELLING ; 


footwear is everywhere meeting 
with approval and success. OXFORDS and PUMPS 


Brilliant stones on a background ; p 
of black plush, surrounded by an t= a ~ o = 
: : unities offered by 
attractive black jet frame. GILLIAM | NEVERSLIP. 

t t 
Illustration shows clamp which Senenie aii p eae «By = 


attaches the buckle easily to the the part of customers who 
have experienced much dis- 


shoe. 
comfiture and needless suf- 

Our catalog pictures many more — because of slipping 

neat and useful articles. my ” a 
Once inserted in a low cut, THE GILLIAM NEVERSLIP 
“stays put”. Just moisten the back and it sticks — thereby 
eliminating all aggravating chafing and soreness of heel tendons. 


No pulling away attheends. No stiffness or tension. 


Colors: Black, Brown, White. $1.75 doz. pairs, $21.00 gr. pairs, 
less 5%. Packed 3 doz. pairsin a display carton. Terms: 2% 


10 days, Net 30 days. 


THE H. L. HYMES CO. 


19 East 17th Street - - New York 


Write for Samples and Catalogue 
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SPECIAL OFFER 


WHILE THEY LAST 


| 
SS 
EF 


12022—Men’s Mahogany Shell Cordo- 
van Brogue Oxford, Heavy Single Sole, 
Goodyear Welt $9.50 


12025— As above in Brown Calfskin 
$8.00 


{ 
ia 


IN STOCK 


This is No. 1815 


PRICE 
$825 


Stock No. 1815. Patent One-eyelet Tie, Very. Fine Turn, 
Baby Louis Covered Heel. Widths AA toC. Price $8.25 


Stock No. 1816. Same as above in Black Kid. Widths AA 


A. PALAN SHOE CO. —~ Riess Abe 


WASHINGTON AVE. AT 14th STREET , g =THE LIVE WIRE HOQUSE= 
Lug oDY TAN EOS AD 


ST. LOUIS ' NOVELTIES & STAPLES 
ij WOMENS MENS -BOYS-GIRLS 
148 150 Duane Sracer 


NEW YORK, NY. 


6 to 10 AtoD 


LSSesonncseta a tteatet” a Aaey ¥ 


7 OTE 





> 
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Men’s and Boys’ 
Shoes and Oxfords 
with 
NEOLIN SOLES 


K-349—Boys’ “Buster Brown’? Mahogany Calf 
Lace Oxford, Neolin Sole, Rubber Heel, Good- 
year Welt, Exeter Last. D width, 214-6... .$4.75 
K-349—Same in Youths’, D width, 124-2... 4. In Stock 


Splendid, snappy, good-fitt- 
ing lasts, Neolin Soles, rich 
dark tan uppers, popular 
prices, and on the floor to 
ship you when your order is 


K-377—Boys’ ‘Buster Brown’? Mahogany Calf ‘ 
Bal., Neolin Sole, Rubber Heel, Goodyear Welt, received. We have them all 
Exeter Last. C and D widths, 244-6 $5.00 
K-377—Same in Youths’, C and D widths, a. 

$4.50 














Ocoee 


It 19 t 


|| elle 
OOO eee 


Mncninntcictocsc 
IOI Ic 


3c. 


II 








IL III sce _ 
essen go 9 org 292625252525,25626262600I0 IIc 


OCC 33 oe 


—— So a os 


9 9re— cco 
OC Ic 3c 


ready for you, shoes that will 


sell and repeat. 


= Www Daoe Gouge 


E-85—Men’s Mahogany Chrome Side Lace Ox- ; 
ford, Neolin Sole, 1-inch Wingfoot Heel, Goodyear St. Louis U.S.A. 
Welt, Swell Last. B, C and D widths, 5—11. . $5.00 


ES 


E-55—Men’s Boarded Mahogany Side Bal., Neolin 

Sole, l-inch Wingfoot Heel, Goodyear Welt, Swell E-22—Men’s Mahogany Chrome Side Bal., Neolin 
Last. B, C and D widths, 5-11 $4.60 Sole, l-inch Wingfoot Heel, Goodyear Welt, Ritz 
E-55—Same in Boys’, D width, 5-11 . Last. B, C and D widths, 5-11 $5.50 
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B 


idi?Ki lici Ki ici Kid Colonial 
No. 2901—Vici‘Kid Five Evelet Ox- No. 2903—Vici Kid Brogue Pump, No. 2193—Dull Vici Kid C 

ford, Single SolexImitation Tip, 12-8 Single Sole, Imitation Tip, 12-8 inch Buckle Pump. Single Sole, Louie Fie 
inch Military Heel, Goodyear Welt, A Military Heel, Goodyear Welt, A and Plain Toe, year Weit, $7.50 
and B, 4-8, C and D, 3-8. $7.25 B,4-8,CandD, 3-8. : $7.25 4-8,'CandD, 3-8. are . 

No. 2902—Same except Louis Heel. No. 2904—Same except Louis Heel. No._2192—Same in Patent. 


+> 
» 


VUUTAUECUEAUE RELATE 





























TTT 
Y 


Z 








: eae bit 
7 ¥ 
‘Ba 
I ty . 7 
iA 
. 





ll 


Smarter Shoes. 
For Spring 


SIMPLICITY, SMARTNESS and 
QUALITY are the features most promi- 
nent in styles shown here. 
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Our IN-STOCK Department enables us 
to fill all orders the day they are received. 


Size up your stock. 


Write or wire your needs TODAY. 











No. 2126—Patent Leather One ‘Eyelet 
French Tie, Flexible Single Sole, 
19-8 inch Louis Covered Heel, Plain 
Toe, McKay, A and B, 4-8, C, 3-8. 


2127—Same in Black Satin. 


MM MMT 
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IN STOCK 


IMMEDIATE SHIPMENT! 











2060—Gun Metal Sutunt. we 7 Louis Heel, McKay, 
Imitation Tip, Widths C- Price 

2064—Tan dite Oxford Teather Louis Heel, McKay, 
Imitation Tip, Widths Price $5. 
2007—Black Ki Kid Oxford, _ ot Louis Heel, McKay, 
Plain Toe, Widths B-C- SS “eee 
2043—Patent Oxford, Leather Louis Heel, McKa 
Plain Toe, Widths B-C-D. Price $5.60 


2070—Black Ooze Calf Theo Tie, Leather Louis Heel, 
McKay, Widths B-C. Price $7.50 
2071—Brown No. 25 Nubuck Theo Tie, Leather Louis 
Heel, McKay, Widths B-C. Price $7. 
2067—Patent Theo Tie, Leather Louis Heel, McKay, 
I RE rr $5. 
2066—Mat Cabretta Theo Tie, Widths B-C-D. 
$5. 











MERCHANTS SHOE CO. 


110 SUMMER STREET BOSTON 9, MASS. 

















For “At Once” and Fall, 1920 





MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 














PRICE LIST? 








= HAGERSTOWN SHOE & 
LEGGINGgCOMPANY 


HAGERSTOWN, MARYLAND 
U. S.A. 





























April 17, 1920 
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A BUSINESS BUILDER 


The stamp of the Boot and Shoe Workers’ Union 
opens the door for the retailer to a bigger and 
broader field. 


Every buyer in the community is a prospective cus- 
tomer for shoes bearing the Union Stamp, while 
non-union shoes necessarily have a more limited field. 


Union men insist on Union footwear and Union 
footwear stands for the best in shoemaking in all 
grades at all prices. 


For the patronage of all the people — insist on 
Union Stamp shoes next season. 


Boot and Shoe 


Workers’ Union 
Affiliated with the 


American Federation of Labor 


246 Summer Street - - Boston, Mass. 


COLLIS LOVELY : General President 
CHAS. L. BAINE - General Sec’y-Treasurer 





<ol & SHOE 
WORKERS UNION 


UNION) {STAMP 


—" 
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GALLUN 
QUALITY 


FOUR STAUNCH LEATHERS FOR 1920 


AZTEC 
CALF 


A= CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


NORWEGIAN 
VEALS 


‘tas of Gallun’s specialty leathers— 


a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 








April 17, 1920 
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Prices Are Steady 


Good Sales Continue, 
Compared with a Year 


Less Activity as 
Ago---Further 


but 


Handicap from Railroad Situation 


The present disturbing conditions of 
railroad strikes and indications of out- 
breaks in other directions do not help 
to increase production or to get us on a 
more satisfactory economic basis. 

Reports are out to the effect that 
orders for Fall and Winter goods are 
still being delayed. We do not learn 
from tanners that there is any reason to 
expect further declines in leathe. prices. 
Sections of the Eastern leather trade are 
confronted by a demand for increased 
wages from leather workers the first of 
May. Large advances have already 
been made over the old scale of wages 
and tanners do not feel like going much 
higher. Some shut-downs may be the 
result. 

The present railroad strikes likewise 
are going to contribute to another in- 
terruption of ingoing and outgoing 
freight and receipts from the tanneries, 
which, following upon the broken spell 
of the past Winter, are not going to 
assist much toward cheaper leather. 
There has been some advantage in most 
lines of upper leather during the past 
few months, but conservative leather 
merchants state that they see no reason 
for further recessions. 

There has been considerable more 
trading during the past few days in 
upper leather. Sizable sales have been 
made of chrome tanned sides in the best 
tannages, resembling calf. Standard 
colors bring around 85c per foot. 
Glazed horse in colors is quoted at 80c 


to 85c per foot for top selections. . 


Patent sides from 90c to $1.00 per foot. 
Rather large sales of calf leather were 


a few weeks ago. Shoe manufacturers 
have made more inquiry as regards 
cheaper selections, which would show 
some indication of an attempt at pro- 
ducing more medium-priced shoes. 


Calfskin Leather 


Prices on the better grades of calfskin 
leather seem to be on a lower level than 
some months ago. There is more in- 
quiry and larger sales have resulted, 
which would indicate that shoe manu- 
facturers have come to the conclusion 


= 


that the present basis is about the right 
one to trade on. Top selections of 
colors are quoted at $1.30 to $1.40, with 
good leather offered at even lower 
figures. Quotations run all the way 
down to below a dollar per foot, de- 
pending on quality and _ selection 
wanted. 

The continued popularity of brogue 
footwear will also insure a good call for 
the highest grade heavy smooth- 
finished calfskin in the attractive dark 
colors ranging from ruby and cherry 
red, tan and cocoa brown to the dark 
and mahogany shades. ia 


Side Leather +. 


A better feeling is noted in the side 
upper leather situation. The best 
colored leather is selling on a basis of 
from 70c to 80c per foot for full-grain 

(Continued on page 123) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
Sole Leather 


Hemlock sole, heavy, No. 1 

Hemlock sole, seconds, mid 

Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights 

Union steers, flat 

ee 
Offal, hemlock heads.................. 
Offal, hemlock bellies 

Offal, hemlock shoulders........... 
Union offal, heads 

Oak offal, heads 


Chrome, S. A. dry hide, 7 4 to 10 iron sides.. 


Chrome, green hide, 6 to 8 iron sides 


1919 1920 
Cents per pound 
56@57 
54@55 
85 @92 
80@85 
84@85 
80@83 
17@18 
23 @25 
38@40 
24@25 

27 @28 
Cents per foot 
43@50 
—@50 


1914 


56@ 58 
54@ 56 
1.10@1.20 
92@ 
88@ 
85@ 
15@ 
20@ 
36@ 
21@ 
27@ 


—@30 
24@26 
47@50 
45 @46 
—@44 


60@ 
—@ 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


1919 
Cents per pound 


1914 


304%@31 
@30 
@23 
@57% 
@38 


18 @18% 
— @17% 29 
15 @15% 21 
Chicago City calfskins 214%@21% 45 
B. A. dry hides - 2 — 


reported at $1.10 to $1.25 per foot for HGAV ¥ GAUVO MINORS. 058 oi 


the men’s weights and the women’s at 
from $1.05 to $1.15. 

More activity has been noted in the sole 
leather market, with prices firmer than 
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lomne's Famous 


Chirst Step-St oO 


3014—Black Vici Kid 

3016—White Washable Kid 

3001—Brown Cabretta 

3003—Patent Leather, White Cabretta Top 
3005— White Cabretta 
3007—Patent Leather, og Cabretta Top 
3009—Brown Kid, White Ca 

3011—Red Cabretta 

3101—Patent Leather Mary Jane . 
3103—White Canvas Mary Jane.................. - 


Shaheed 
< 


bretta Top 


3015—Brown Vici Kid 


3002—Black Kid 

3004—Patent Leather, Mat To , 
3006—Patent Leather, Brown Kid 1.35 
3008—Patent Leather, Champ. Cab. Top.. 1.35 
3010—Brown Kid, Champ. Cab. Top 1.35 
3012—White Canvas 95 








All the above numbers, sizes 1-4. al 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago ir 
Bd 


——--_—— 
meme 
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Machine 


PRICE 


$17.50 


eT eT el ely 


SOW 


—writes an enthusiastic retailer. 
to soften counters. Absolutely prevents the cracking open 
of the heel lifts. 


Tmeminiineniiiieniiiitiel: Mileniiineniiiiiel Mlle MMMUU el UUelUMell mime lime init! 


Cinnter Fe) Oe “It Will Pay For Itself 
Over and Over Again” 


It’s the only Right way 


COUNTER FLEXITY MACHINE CO., LYNN, MASS. 


April 17, 1920 
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FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make it easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 











Trade-marks in Foreign 
Countries 
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Will not rub off ! 


LING WHITE—as the name implies—is a 
white that clings—DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 


Johnson City. N. Y. New Orleans 
Lynn Philadelphia 
arlboro 


Rochester, N. Y. 
Milwaukee St. Louis 
New York 





l 


: 
: 
: 
: 
F 
: 
: 
: 
F 


22 


BOOT AND SHOE RECORDER 


STU eM LUC PULL OULU UL LLU SLU SSL hhh oh eb = 


NEW ACHIEVEMENTS 
IN FABRIC FOOTWEAR 


That Put Even Greater Selling Power In Keds 


S the uses and comforts of fabric 
footwear become more universal, 
dealer demands for Keds increase. 


Why? 
Because the Keds line is being con- 


tinually expanded with new types— 
new styles—new achievements. 


One of the latest improvements in Keds 
is the perfection of the welt construction 
sole. This results in a smartness equal 
to that of leather shoes. 


A with the firmly boxed toes 
and fashionable lasts, these welt 
construction soles have enlarged the 
field for Keds. They include a shoe 
for every purpose—a style for every 
person. 


Dealers know that a stock of - fabric 


. rubber soled shoes means plus business. 


The line of Keds is complete, varied 
and practical enough to meet every 
demand. 


In addition our national advertising 
campaign will create a larger demand 


for Keds than ever before. 


United States Rubber Company 


Tee ee eM UMN eM enol UU eM UU LU MeL LU 
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Heavy Supply of Orders 


Factories Very Busy on Storm Goods, Also Rubber- 
Soled Footwear for Athletic and Outing 
Wear---Raw Material Market Easy 


There is not much change in the 
situation over a week ago. Producers 
are very busy on the large influx of 
orders which begin to come in steadily 
with the Winter in full force. The 
matter resolves itself down now to the 
ability to take care of these orders. As 
before stated, this will depend largely 
on the. amount of help obtainable. 

Few industries have taken such pro- 
gressive steps as that devoted to rubber 
in the way of providing the most de- 
sirable conditions under which to work. 
The Industrial Committee of the Mer- 
chants’ Association of New York, some 
of the members of which are prominent 
in the rubber manufacturing field, has 
recommended that a permanent method 
of conference between the employer 
and his employe be recognized. It is 
recommended that the following matters 
should be handled in such conferences: 
‘Wages and working conditions, includ- 
ing steps to promote continuous and 
permanent employment, especially in 
the case of introduction of new machin- 
ery and new processes, plant conditions 
affecting health and general welfare of 
the workers.” 

It is well known that the rubber in- 
dustry has made big steps forward in 
the way of providing excellent housing 
facilities, recreation grounds, gardens, 
clubhouses, hospitals, and sanitary, 
comfortable factories, as well as other 
agreeable environment, to make the 
mechanical end of the rubber business a 
profitable and healthful occupation. 
These conditions are likely to be more 
appreciated in the future than they 
possibly are at present. 


Variety of Lines 


The tendency continues to enlarge 
the variety of style of rubber footwear 


and produce more practicable lines for 
laborers’ use as well as for sport and 
athletic wear. The demand for gym- 
nasium use has also increased exten- 
sively, and the price of leather footwear 
is also having an important influence 
on the new demands for rubber or 
partly rubber-made goods. 

Factories are very busy on tennis 
lines and shoes suitable for active out- 
of-door sports. Wholesalers and retail 
merchants as well are showing more 
anxiety in replenishing their greatly 
depleted stocks. The large companies 
have gotten out more interesting cata- 
logues this year, which show a greater 
variety of styles, including first and 
second-grade brands and extra quality 
brands. 

Crude Rubber 


Little change is noticeable in the 
plantation rubber market. Buyers are 
reticent and most of the business re- 
ported was short covering. May 
smoked-ribbed sheets selling at 46c, 
and June at 4634c. This was mostly 
in small lots. The market closed steady 
at 45%c for ribbed smoked sheets for 
spot and near by; 46c for May arrival; 
46%4c for June, 48 4c for July-Septem- 
ber, and 49c for the last half of the year. 
Not much interest was shown in 
Paras or Centrals. 


First latex pale crepe 

Smoked sheets 
pS ees eer ee 
Up-river fine para 

Up-river coarse. .. 

ne ee eee ere ee 
Caucho ball upper........... 
Caucho ball lower 


Guayule (20% moisture)... .. 
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The Market Situation - Prices and 
Style Information - Trade Notes 


MATT PE 


TODD AARR DTT ATAND AAT TET 


BITTE TLL 


Scrap Rubber 


The situation on boots and shoes was 
somewhat mixed. Sales were made at 
73%c, on old mill contracts at 8c and 
more. Some dealers are paying $7.70 
to cover. Business in shoes has been 
done at 734c delivered at the mills. 
Boots and shoes.............7 @7% 
Arctics, trimmed 
Arctics, untrimmed 


THE LEATHER MARKET 
(Concluded from page 119) 


chrome tanned sides. Prices range 
from here down to 40c to 50c, according 
to quality, finish, color and selection. 
With the desire for a medium-priced 
shoe, it looks like a big season for side 
leather. 

Glazed Kid 

Tanners are still running on orders 
placed some time ago and glazed kid 
still remains the firmest feature of the 
upper leather market. Colors are still 
quoted as high as $1.50 to $1.60, but 
good leather is obtainable at lower 
prices. 

Glazed Horse 

There is still a good call for glazed 
horse, but much of the leather now 
going out is on old orders. Colors are 
ranging from 62c to 70c and more, and 
some grades at 55c to 60c, according 
to selection. 

Tanners of patent leather are running 
on a little easier capacity and much of 
the previous demand has been from 
foreign countries. Patent sides bring 
up to $1.10 per foot and some tanners 
are quoting from 95c to $1.05 for good 
leathers. Cheaper or damaged selec- 
tions can be obtained for considerably 
less money. 


Sole Leather Situation 


There is no material change in the 
sole leather market. Oak, light and 
heavy backs are quoted at 94c and union 
steer backs 88c to 90c per pound, union 
cows, 88c per pound; some heavy coun- 
try hide hemlock sides are quoted at 
55c per pound, and middles about 2 
cents less. 
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ONE OF THE BEST. 


HERE IS one of the MOST DESIRED STYLES, 
and BEST VALUES of all the season's 
offering. A LIVELY SELLER from 
the start. 


THESE SHOES are made on OUR NEW POLO 
LAST, carrying a 10/8 Brogue HEEL. 


THEY ARE CUT from a SMALL, FINE GRAIN 
KIP SKIN, of strong fibre, and YOU 
CAN WELL recommend them for REAL 
SERVICE, as well as for their 
SMART APPEARANCE. 


THEY ARE MADE in both BROWN and BLACK. 


BROWN $5.50 
BLACK 5.30 


DELIVERIES can be made JUNE FIRST or 
later. 


HAVE YOU SEEN OUR NEW CATALOG? 


NO?, Then let us send you one at once. 


MANCHESTER, NEW HAMPSHIRE. 
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STRIKE SITUATION SERIOUS 


Possibility Faced of Enforced Delay 
in Shipment of Shoes 


Milwaukee was confronted at the 
beginning of this week by the most 
critical situation its industries have ever 
been compelled to face, due to the 
spread of the Chicago switchmen’s 
strike to include the Milwaukee termi- 
nal district. Since Saturday afternoon 
traffic has been virtually at a standstill. 
Industries are fearful of the conse- 
quences of a long-drawn-out dispute, 
not only because it will prevent the 
receipt of materials of all kinds, but the 
shipment of finished goods. As a rule, 
raw stocks are at a minimum and fac- 
tories probably cannot operate more 
than a few weeks before exhausting 
them. 

On the other hand, with no out- 
let, finished products are bound to pile 
up. The net result will be to force every 
industry to shut down unless relief 
comes. 


Merchants Not Well Stocked 


President Walter C. Carlson of the 
Milwaukee Association of Commerce 
in a public statement on Sunday said: 
“It is certain that if the tie-up continues 
for any length of time, it: will cripple 
every industry in the city. Practically 
every manufacturer, jobber and mer- 
chant is waiting for goods or raw ma- 
terials. None of them is well stocked. 
This would mean that they will have to 
suspend operations and lay off their 
help. 

It is going to affect those who 
are laid off unpleasantly, as they will be 
without work through no fault of their 
own. An idle community of workers, 
especially when they are unwillingly 
idle, as in this case, has possibilities for 
unrest and irritation that are not pleas- 
ant to contemplate. It is a time for 


good citizens to keep cool and level 
headed and to remember their obliga- 
tion as citizens.” 





in TPIINTTET ATEN TINT TNT TNT IPTO OTP OPTU TT 


Cun: Sa 


2 


News in Shoe Markets 
and Merchandisi 


ments in America’s Shoe 








Milwaukee 


CHEAPER SHOES MORE 
POPULAR 


Customers Apparently Unwilling 
Longer to Pay High Prices 


Some of the retail shoe merchants in 
Milwaukee believe they can discern 
somewhat of a changing trend in the 
demand for footwear. While for many 
months the average customer has asked 
for nothing but the best, regardless of 
cost, more and more are beginning to 
ask for moderately priced merchandise. 
To some merchants this is taken as an 
indication that people are beginning to 
think more of the dollar than they have 
been accustomed to do, and are forming 
a desire to make it go just as far as 
possible. This situation is not peculiar 
to the shoe trade, for merchants in other 
lines, notably women’s wear, report a 
similar change of consumers’ attitude. 


Retail Business Fairly Stable 


The volume of retail business, how- 
ever, shows no decline, save that which 
usually comes as a reaction from high 
points, such as buying for the Easter 
holiday. Last week’s trade was of 
gratifying proportions, despite the ob- 
stacle of unseasonable weather. Mer- 
chants want to see warm and sunny 
weather, so that the white shoe season 
may be advanced. It is felt that this 
will be probably the best white-shoe 
season on record but it is obviously 
impossible to start stimulating the de- 
mand in the face of weather conditions 
such as have been given to Milwaukee 
and vicinity so far this Spring. 


Housing Situation Acute 


The housing situation, which has 
reached an acute stage, has been made 
immeasurably worse in the last few 
weeks by an upward movement of rents 
which is viewed with a great deal of 
apprehension because of the possible 
effect upon business. The situation 
became so grave that last week the 
Governor of Wisconsin, in response to 
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public demand, appointed a_ special 
commission of five prominent citizens to 
act in a judiciary capacity in ferreting 
out those responsible for offenses. The 
Governor also announced his willing- 
ness to call a special session of the Legis- 
lature if the commission deems it neces- 
sary to be clothed with more power. 
Judging from complaints made, more 
than half of the people will be on the 
move between now and May 1 because 
of exorbitant rentals demanded by land- 
lords. The increase ranges anywhere 
from 33 1-3 to 200 per cent, according 
to figures laid before the commission. 


DAYLIGHT SAVING FAVORED 


Manufacturers and Merchants Both 
Want It 


In response to an expressed desire 
among employers and employes of Mil- 
waukee factories, stores and offices, the 
Common Council probably will adopt an 
ordinance now before it providing for 
daylight saving from May 1 to.October 
15. A poll has been taken by the Mil- 
waukee Association of Commerce which 
shows that outside of a few labor lead- 
ers, sentiment is strong for the system 
of beginning and ending the day’s task 
an hour earlier. The boot and shoe 
industries, without exception, favor the 
plan. Some industries adopted the 
system beginning April 1, of their own 
accord. The ordinance proposes to 
make it uniform throughout the city. 


LAST COMPANY HELD UP 


Labor Demands Retard Work at 
Crandon, Wis. 


The Vulcan Last Company of Ports- 
mouth, Ohio, which opened a plant at 
Crandon, Wis., last Summer, to provide 
raw and semi-finished materials for its 
last factories, has encountered serious 
labor difficulties through the activities 
of the timber workers’ union. Crandon 
is in the heart of the great hardwood 
belt of the North, and ideally situated. 
It had been planned to build a large 















Where to Buy 


Women’s Shoes 


US THAT ARE WINNERS 
nay 


m7 | 
HARTMAN SHOE COMPANY 


VERHILL, 





of 100 
Wels. 








NASON & PHILLIPS 
Makers of 
Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Patent Grooms Hand- 
37-8 Cevered Louis Heel. 
c,D. 2-7. 


$4.50 


Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 


Covered Louis —_ a: $5. 50 
Same in Patent 


’ oe eee = 10 
Terms 2%-10, net 30 


BARNETT SHOE CO. 


Boston, 











0-112 
Tananeccccccecceccnenceccesecess 


In Stock Indian Moccasins 
Ne. 1 BEADED VA 











BOUDOIR 


HIGH-GRADE ONLY 
Fine Cabretta, Blacks . 77 


Fine Kid, ° 
Fine Cab., Strap. Sandai 


Moke a Specialty of Colored Kid 
THE ORIENTAL BOUDOIR CO. 
61 Essex St., Haverhill, Mass. 








COLLINS & STAPLES 
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addition to the mill and a large ship- 
ment of machinery already has arrived at 
Crandon, but it remains crated, pend- 
ing the action of the union, which is 
making exorbitant wage demands. 


BADGER BOOT BRIEFS 
Activities Among the Retail Mer- 
chants in Wisconsin 

The J. C. Penney Company on April 
10 held the formal opening of its new 
store at Fond du Lac, Wis. J. B. Atkin- 
son is local manager. 

The Walker-Gwin Company has de- 


New 


WEATHER ALL IMPORTANT 


Sunshine Brings Trade, but Pair 
Volume Is Still Low 


Cold weather immediately following 
Easter put a damper on the New York 
shoe retail business. That weather is 
the aJl-important factor now is proved 
by the rush of business that comes with 
sunshiny days, according to the retail 
merchants. The week preceding Easter, 
when the weather was favorable for 
three out of the six shopping days, 
several of the leading stores went ahead 
of last year in money turnover. Alto- 
gether, the pair volume so far this 
Spring appears to be below last year 
and considerably below the old normal 
of pre-war days. 


MERCHANTS WELCOME PROBE 


Willing to Help Investigators on 
the Trail of Profiteers 


The special agents of the Depart- 
ment of Justice who are investigating 
profiteering in New York have received 
several complaints against retail shoe 
merchants. These are being investi- 
gated, says A. W. Riley, head of the 
Flying Squad, and if profiteering is 
found indictments will be returned to 
the Federal Grand Jury for action under 
the Lever Act. Shoe merchants are 
calm under the possibilities of investi- 
gation and most of the large ones are 
satisfied that the trade as a whole will 
receive a clean bill of health. Evidence 
of profiteering will be welcomed, they 
say, and the shoe trade will assist in the 
proper punishment of those who have 
been making exorbitant profits. 


DISPLAYS ARE STRIKING 


‘Fifth Avenue Week’’ Brings Out 
Some Fine Windows 


Shoes played their part in the dis- 
plays during “Fifth Avenue Week,” 
April 5 to 12. John Slater, in one of his 
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cided to discontinue its dry goods, boot 
and shoe, and ready-to-wear store at 
Weyauwega, Wis., and will concentrate 
on the store at Plainfield, Wis. 

The Big White Store at Fond du Lac, 
Wis., owned and managed by J. F. 
Gruenheck, has purchased the property 
of the First National Bank at South 
Main Street and Forest Avenue, which 
will be used as the site of an eight-story 
business block, 78 x 120 feet, covering 
the bank building and the present store. 
Mr. Gruenheck will reserve the first four 
stories for his department store. 


York 


Fifth Avenue windows, had a striking 
display composed solely of blue and gold 
boudoir slippers and hosiery. The two- 
color combination was well worked out. 
The Glassberg store at 290 Fifth Avenue 
had an elaborate display of French 
footwear, including gold and _ silver 
cloth evening slippers. French statu- 
ettes in dainty china and Fragonard 
figures, together with bas-relief panels 
and figures of knights in armor, added a 
Frenchy touch to the effective showing. 
Other shoe stores along the avenue 
contented themselves with displays of 
fancy and street footwear in the latest 
modes. 


Colored Lights in Display Cases 


Colored lights are being effectively 
used in the inside display cases at 
Cammeyer’s Thirty-Fourth Street shoe 
shop. The lights are concealed in the 
top of the display cases in deep re- 
flectors, giving a spotlight effect on the 
display. Red is the color being used at 
present, but experiments are being made 
with other colors. It is believed that 
this is the first time that colored lights 
have been used in shoe displays. 


SLATER RAPS EDITOR 


Takes Exception to Globe’s Article 
on Profiteering 

Here is how John Slater replied to 
the Globe’s recent article on shoe 
profiteering: 

As to Shoe Profiteering 

Editor Globe: Regarding your article 
by Arthur D. Howden Smith, published 
Monday, April 5, under these headlines: 
“Broke $12 Shoe Limit Pledge; Makers 
and Dealers Profiteering, Says the Mem- 
ber of the War Industries Board.” 

It is unfortunate that men of the 
stamp that a member of the War In- 
dustries Board is supposed to be, or 
stand for, should make such a state- 
ment. 
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As the war bread is to the bread we 
eat now and as the limit of sugar is to 
the quantity we use today—as the 
amount of butter prescribed during the 
war is to the free limit of its present 
use on our tables, so was the $12 limit- 
priced shoe to the footwear sold today. 

No man has the right to make such a 
reflection on the shoe business as car- 
ried on today who cannot prove his 
figures. The limit of style—the limit 
cost of labor—the limit of the quality of 
the leather was the same as the war 
bread is to the wheat bread now used 
on our tables. 

I might go into this matter in more 
detail, but it seems almost a waste of 
time to contradict statements which 
emanate from men ignorant of true 
facts. 

Every one made sacrifices during the 
war and men gave up positions of great 
monetary value to accept meagre pay 
from the Government. Business also 
made its sacrifices and the shoe business 
was not behind in offering all it could 
for the benefit of the people, and it is 
very bad taste to use as accusations 
what was prompted by pure patriotism. 

JOHN SLATER, 
Chairman, 
New York Retail Shoe Dealers’ Associa- 
tion. 
New York, April 6. 


WHOLESALE BUSINESS DULL 
Orders for Fall Coming in Slowly, 
Say Manufacturers 


Fall business, according to local 
manufacturers and sales representatives, 
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is materializing slowly. The retail 
merchants throughout the country, ac- 
cording to reports sent back by sales- 
men on the road, are on a strictly hand- 
to-mouth basis in most cases and will 
take a chance on getting their require- 
ments close to actual needs. Re-orders 
for Summer novelty styles continue to 
come into the market and many manu- 
facturers are compelled to turn them 
down. Most of the new orders for 
Summer footwear for women are for the 
popular tie or strap pumps. The 
French style is not dead, in the opinion 
of some retail merchants, and fairly 
heavy orders for this type of pump or 
slipper are being received. Some manu- 
facturers are trying to carry the French 
last into high shoes for Fall, but little 
business of this nature has been booked 
so far. 


Two Firms Increase Capital 


The Rourke Shoe Company, whole- 
salers of boots and shoes, 115 West 
Broadway, has increased its capital 
stock by $65,000. 

Increase in the capital stock of the 
Upper Shoe Manufacturing Company, 
92 East 10th Street, has been made 
from $15,000 to $200,000. 


’ An All-Pump Window 


Gimbel Brothers recently showed an 
entire window of tongued two-buckle 
and strap pumps. The straps buckle 
over the tongue. The pumps were 
shown in kid, patent leather and satin. 
Brown, gray and black were the colors. 


Philadelphia 


RETAIL TRADE BETTER 


Held Back by Prices to Some Extent, 


but Pressure Draws Customers 


Retail trade during the week follow- 
ing Easter struck a gait which has been 
much more satisfactory than merchants 
had hoped for in view of the weather. 
Despite the flare-back of Winter, which 
prevailed almost throughout the week, 
the sales pressure which the majority 
of stores put in force found a rather 
ready response on the part of the public; 
and this, too, in spite of the publicity 
antagonistic to the shoe trade which 
featured the national news during the 
week. 


As usual at such times, retail shoe 
salesmen declared there was an in- 
crease in the number of price protests 
from customers, but in virtually no 


cases did customers allow the question 
of price seriously to interfere with their 
choice and purchase of the shoes which 
struck their fancies. 


Merchants Not Worrying 


The number of persons who were kept 
away from the stores by such publicity, 
of course, is impossible to estimate, but 
shoe merchants generally are not worry- 
ing over any loss of trade due to that 
cause. 

There is no doubt, however, that 
present prices are slowing down sales. 
Since January 1 there has been a 
noticeable lagging of the usual periods of 
heavier sales. Particularly it was a 
mark of the pre-Easter season, in which 
sales volume wound up with something 
like a rush, but not with anything like a 
big enough rush to make the preceding 
lagging of sales negligible. 


Where to Buy 


Women’s Shoes 











BOUDOIR SLIPPERS 


$2.10 


Less 5% 10 Days 


ABBOTT SHOE CO., No. Reading, Mase. 
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Highest Grade Women’ s Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








mmediate Delivery 


SPARTAN _OXFORD 
Oxfords, 


D, “es - . . $5.00 
One of our Popular Sellers 
BACON-ROLLINS CO. - Lynn, Mass. t 








Ye) 


REST 
eae il 





: RB Bn 3 


IN STOCK 
Patent Leather Hand 
Turn Full Louis Heel 
Pump. B,C, D. 2% to7 


$5.50 


LION SHOE CO., INC. 
New York, N. Y. 











WOMEN’S NOVELTY STYLES 
Oxfords, Suetiodss Ties, 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 





73 South St., Boston, Mass. 

















Where toBuy 


Men’s Shoes 











— 
Pree 
Le Sree Winans Stee Mle. Co 











Stacy Adams Co. 


Manufacturers of 




















wfio care to dress 
well~ ‘~ 


- TDBARRY C2 | 


Brockton, Mass. 

















Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 














7-47 oe We 
MEWBURYPORT, MASS. 


STYLE and SERVICE 
i SHOES for MEN 


SOS B.S, TORREY eonbus 












































BOOT AND SHOE RECORDER 


GIMBEL HOLDS BIG SALE 


Regal Men’s Shoes at $7.45; Walk- 
Over Women’s at $5.85 


One of the features of the week was a 
gigantic sale of Regal and Walk-Over 
shoes in Gimbel Brothers’ basement de- 
partment. This sale opened on Thurs- 
day morning, and was preceded by 
heavy advertising, in which virtually 
full-page space was used. The Regals 
were men’s shoes and the Walk-Overs, 
women’s, and were announced by the 
store as factory surplus and odd case- 
fuls secured through a shoe broker. 
The price set on the men’s lines was 
$7.45 and that on the women’s $5.85. 

An exceptionally wide range of styles 
and lines was offered in the Regals— 
tan cordovan oxfords, tan Russia calf 
and many other models, including style 
shoes and conservative lasts, some with 
Neolin soles and Wingfoot rubber heels. 
These shoes were put forward as $10 to 
$14 values, and in style models alone 
about 1,300 pairs were disposed of. 


Shoes Slightly Blemished 


The Walk-Over shoes for women 
included what were termed “factory 
rejects”’ and samples, shoes that showed 
slight blemishes but were not impaired 
in their general looks and wearing 
quality. In this lot, too, there was an 
exceptionally wide selection, including 
patent leathers, black kid, tan Russia 
calf, gun metal calf, gray kid, brown 
buck and black and white combinations. 
In addition to the Walk-Over shoes, 
there was included in the sale a large 
lot of low shoes of gray buck, bronze 
kid and patent leather, as well as 
colonials and pumps. 

To handle the sale the store threw 
200 salespersons into the department, 
and a ban was placed on mail orders 
and C.0.D.’s. 


LEATHER MARKET QUIET 


Manufacturers Not Looking for 
Price Advances in Near Future 


There is a generally quiet tone in the 
leather markets here. At present there 
appears to be little demand for the 
fancy grades of sides and uppers, most 
of the shoe manufacturers being well 
provided for immediate production 
needs. 

Manufacturers declare there is little 
likelihood of advances in the near 
future, either in sole leather or uppers 
and, pending developments, the ma- 
jority of them are buying restrictedly. 
Sole leather appears to be more active 
than uppers, but this is traceable to the 
fact that the factory stocks in this 
grade are somewhat shorter than in 
others, and the slight excess of buying in 
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this grade is taken to represent needs 
rather than any attempt to forestall 
advancing prices. 


Conditions More Stable 

Factory production is maintaining 
an even tone, and while it is by no means 
up to capacity in all plants, managers 
say it is fairly well balancing present . 
and prospective orders. Conditions to- 
day appear to be much more stable than 
a year ago, so far as actual production 
work is concerned, and the result is 
reflected in the better quality of work- 
manship in the output. The factories, 
too, are feeling more and more every 
day the beneficent effects of the style 
limitations which have been adopted 
by the industry. It is proving to be a 
splendid stabilizer, the factory men say. 


Expansion Tendency Noted 

Despite the fact that every day is 
bringing the country closer and closer 
to a period of depression, the tendency 
of manufacturing industries of nearly 
every description in Philadelphia is 
toward expansion. The greatest deter- 
rent to this influence today is the dearth 
of housing accommodations, which has 
reached a critical stage. Relief, how- 
ever, is promised in the recent move- 
ment to have one of the city depart- 
ments enter the building field. There 
is every indication, too, that a start will 
be made in the near future on the long- 
delayed bridge from this city to Cam- 
den. The completion of this structure 
cannot fail to make for better business 
in every line. And coincident with the 
promise of coming developments, the 
Chamber of Commerce reports an in- 
creasing number of manufacturers in 
various lines seeking locations in or near 
Philadelphia. 


PHILADELPHIA NEWS NOTES 


Tanner Places Substantial Order— 
New Export Firm Established 


A recent visitor to this city was 
William Moran, vice-president and 
general manager of the Mississippi 
Tanning Company, a newly incorpo- 
rated enterprise. The purpose of his 
trip was the engagement of a large 
number of workmen, and while here he 
also placed some substantial orders for 
goatskins. 

Another visitor was M. Singer, vice- 
president of the E. T. S. Leather Com- 
pany of Cincinnati. 

A new enterprise for the import and 
export of upper leather is the Rechto 
Corporation, which has opened for 
business at 505-7 Chestnut Street. 
The enterprise was recently incorpo- 
rated by J. M. Rechtszafen, Adolph 
Troppaner and A. G. Kraut. 
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Haverhill 


FALL ORDERS GOOD 


Manufacturers Urge Importance of 
Buying Early 


During the last week many Fall 
orders for footwear have been received 
by Haverhill manufacturers. Reports 
received in this city are to the effect 
that the Easter trade in practically all 
cities and towns of the Eastern and 
Middle States, as well as of the South, 
was the largest ever known. This fact 
has an important bearing on the placing 
of Fall orders. Many merchants who 
had previously delayed in this respect 
are now anticipating future require- 
ments. 

Urge Buying Now 

Manufacturers are urging all custom- 
ers to continue this policy in the inter- 
ests of early shipments of Fall goods. 
As one manufacturer puts it: 

“If merchants will realize the labor 
situation, transportation difficulties, 
etc., they will understand the necessity 
of getting their Fall orders in as early as 
possible in order that the factories may 
have time to make them up and ship 
them out on desired dates. There never 
was a time when the early placing of 
orders has been of as vital importance 
as at present. I feel sure that the trade 
as a whole will realize this fact and act 
accordingly.” 


KEPT THE ROAD OPEN 


Shoe Factory Crew Dug Through 
Snow Drifts 


Blizzard conditions in Haverhill and 
vicinity, in common with those in other 





Shoe Company’s factory at Ward Hill 
Mass. By means of their efforts th 
electric car line between Ward Hill an 
Haverhill, a distance of several miles, 
was kept open during the entire Winter. 


ELECTED POST COMMANDER 


Everett Bradley Is Honored by Com- 
rades in American Legion 


Everett Bradley, head of the Bradley 
Shoe Company of this city, at a recent 
meeting of the governing committee of 
the local post of the American Legion, 
was.chosen commander. Mr. Bradley 
entered the service during the war as a 
private in Battery A and subsequently 
was commissioned as-a lieutenant. He 
is the son of Frank J. Bradley of Hazen 
B. Goodrich & Co. 


LONG-DELAYED SHIPMENT 


Goods Held Up in Foreign Port 
Since 1915 

An order which Dalrymple-Pulsifer 
Company, Haverhill manufacturers of 
shoe buckles and bows, placed in a 
foreign country in 1915, was received 
by this concern last week. The ship- 
ment was tied up in a foreign port during 
the World War. The goods arrived in 
excellent condition. 


SHOE MANUFACTURER DIES 


Harry R. Emery, Member of Local 
Trade, Passes Away 


Following an illness of several months, 
Harry R. Emery of Emery-Dana- 
Tucker Company, shoe manufacturers 
of this city, died at his home, April 8, at 


Shop Crew of the Civilian Shoe Company Digging Out 
Electric Line Between Ward Hill and 
Haverhill, Mass. 


New England communities, were such 
as to practically tie up travel for many 
weeks. An instance illustrating what 
can be done by organized effort is the 
work which was performed by a volun- 
teer shop crew of 32 from the Civilian 


the age of 58 years. Mr. Emery was 
born in Saco, Me., and took up the 
shoe business in early life. In 1893 he 
began a partnership with C. P. Emery, 
which firm continued until 1904, when 
Sherman H. Marshall purchased the 
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Where to Buy 


Men’s Shoes 





WATERPROOF 
Wood Sole Boots and Shoes, 
‘OU Grain, Full Bellows 
\@ Tongue and Beck Strap. 

Send for booklet telling who 
you can sell these shoes too. 
A.H. Riemer Shee Ce. 
MILWAUKEE, WIS. 

Established 1887 
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FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301-303 Monroe St., Chicago 











Stock Dept. 5 <¢% 
Is at Your Service SS 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 
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IN STOCK | 

MEN’S-WOMENS 

SEE OUR CATALOG 
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THE“ TOQUGAS” sHOE 


BETTER THAN THE BEST 
Strengthen your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 
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WOOD SOLE. 
SHOES 


ROCKER BOTTOM 
14-inch boots, high lace 
boots and shoes. Write 
for catalog. 








REECE SHOE COMPANY 
Columbus, Nebraska 
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Shoes at Auction 














HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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Where to Buy 


Children’s Shoes 








WC Goodger 


Manufacturer 

Children’s Dlexible Durn Shoes 
For Jobbers. i 

89 Allen St... Rochester, V- > 












SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


yy yi —e 
prices from 
$4.51 upwards. Also 

ladies’ 

in all 

colors, 1 

and 2 pieces. 

NU BABY SHOE CO., East Lynn, Mass. 











Soft Soles and Moccasins 
Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 

Neweomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 








Our Turn Shoes £7, “lire: 


SCIENTIFIC SHOE CO., Inc. 
11-17 Hope St., Brooklyn, N. Y. 


Beston OR 207 Easex St. 
G. W. PFEIFFER, Rep. 











“ELAM”? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rechester, N. Y. 

















Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


Henry Kleine & 
enry e & Co. 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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interest of Mr. Emery. The firm was 
then known as Emery & Marshall. 
In 1917, as the result of an accident, he 
retired from business, but in January, 
1919, again took up the shoe business, 
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associating himself with Orlando N. 
Dana and Arthur P. Tucker, under the 
firm name of Emery-Dana-Tucker Com- 
pany. Mr. Emery is survived by a 
widow. 


Brockton 


SHOE SHOW AT BROCKTONJFAIR 
Tentative Plans Made for Exhibit 


A style show and a factory showing 
the production of made-in-Brockton 
shoes has been suggested as a leading 
feature of the Brockton Fair this year. 
President Fred F. Field of this organiza- 
tion, who is also senior member of 
Field & Flint Shoe Company of this 
city, has endorsed the plan. 


SHOES FOR HOLLAND 


Buyers from That Country in the 
Market 


Representatives of retail shoe con- 
cern in Holland have recently been in 
communication with Brockton shoe 
manufacturing concerns with a view of 
making purchases of men’s shoes. They 
want their orders to conform as nearly 
as possible to American styles, at the 
same time recognizing the type of foot- 
wear in demand by Hollanders. A 
sample of a shoe recently received by a 
Brockton manufacturer from a Holland 


merchant is made on a wide-tread, ‘ 


square-toe last. This shoe is evidently 
of German production and lacks any 
touch of style. The Holland concern 
does not wish to have this shoe copied, 
but desires it modified to a certain ex- 
tent. They are willing to pay a good 
price for their merchandise. Special 
lasts will have to be made, of course, for 
a sample order. 


PERMIT FOR NEW FACTORY 


Applied for by the George E. Keith 
Company 

The George E. Keith Company has 
applied for a permit to build a new 
factory on Perkins Avenue in this city 
at an estimated cost of $479,000. The 
building will be of brick. Work: will 
begin immediately. 


SPRING STOCK CATALOG 


Issued by J. Ralph Baker Shoe 
Company 


J. Ralph Baker Shoe Company, Inc., 
whose factory is located in the neighbor- 


_ ing town of Bridgewater, Mass., has 


finished the first year of its production 
of men’s welts. J. Ralph Baker and 
Bernard T. Boylan, respectively general 
manager and superintendent, are mak- 


ing a feature of the factory in-stock de- 
partment. Salesmanager David A. 
Childs has gotten out a Spring and 
Summer stock catalog, descriptive of 
oxfords in dark mahogany, black and 
glazed kid and Havana brown kid, 
on plain and wing-tip patterns, also 
bals and bluchers of similar materials 
and patterns. 


INCREASING SHOE PRODUCTION 
Concern Enlarging Its Output 


The M. N. Arnold Shoe Company, 
with a factory in the neighboring town 
of North Abington, is increasing its 
present daily output of 125 dozen pairs 
of men’s and women’s welts to 150 
dozen pairs daily. 


TO MANUFACTURE MEN’S SHOES 


New Concern Purchases Plant in 
Brockton 


Lipsit & Levy, wholesale shoe dealers 
of New York City, will begin the manu- 
facture of men’s medium welt shoes in 
Brockton in the near future. They have 
purchased a building on North Man- 
chester Street. 


BROCKTON GAINS IN POPULA- 
TION 


As Shown by United States Census 
Bureau 


The population of Brockton, as 
shown by the returns from the United 
States Census Bureau for 1920, is 
66,138, an increase of 9,260, or 16.3 per 
cent, since the previous Federal Census 
in 1910. In 1915 the Massachusetts 
State Census gave Brockton a popula- 
tion of 62,288, so that the gain during 
the past five years was 3,850. In 40 
years the population of Brockton has 
grown from 13,598, in 1880, to 66,138 in 
1920, an increase of 52,540. The de- 
velopment of the shoe business has kept 
pace with the growth in population dur- 
ing these four decades. 


New Shoe Stores 


Eureka Shoe Company, Worcester, 
Mass. 

Winston-Salem Cash Shoe Store, 
Winston-Salem, North Carolina. 
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Rochester 


PLAN WATER SHIPMENTS 


New Route Under Discussion by 
Rochester Men 

Rochester shoe manufacturers are 
interested in the proposed plan of 
shipping shoes and other Rochester- 
made products to Europe via a new all- 
water route now under consideration 
by the Port of Rochester Committee of 
the Chamber of Commerce. Many ad- 
vantages are expected to result from 
the development of this water plan. 
Congestion of rail traffic to New York 
and the ever-increasing accumulation 
of freight in the metropolis would be 
relieved in a measure, it is contended. 


PREDICTS NEW STYLES 


Merchant Believes Manufacturers 
Will Act Soon 

The Rochester Retail Shoe Dealers’ 
Association, at the meeting last week, 
elected C. G. Berl, manager of the 
Super-Quality Boot Shop, to member- 
ship in their association. I. M. Bower 
of the Sterling Shoe Stores, Inc., spoke 
briefly on trade conditions. 

According to Mr. Bower, the shoe 
manufacturers, due to the delayed buy- 
ing of the retail merchants, will create 
new designs in novelty footwear. The 


speaker was of the opinion that shoe 
merchants were making a big mistake 
by not placing at least a large part of 
their order for Fall merchandise right 
now. He contended that if merchants 
from all over the country commence 
swamping the factories with orders in 
July or August prices will jump sky- 
high. The speaker informed.the Roch- 
ester merchants that, in his opinion, 
prices of shoes had in no way been 
affected by the holding off of the mer- 
chants. 


SPAT COMPANY FORMED 


Novelty Boot Tops Planned for 
Better Trade 


A prominent shoe manufacturer, a 
traveling salesman and a shoe mer- 
chant, all of Rochester, have joined 
forces and will manufacture women’s 
and men’s spats and boot tops. The 
company, which will be known as the 
Rochester Spat Company, will make 
novelty boot tops and spats for the 
better grade boot shop. 


William H. Dunn on Vacation 


William H. Dunn, treasurer of the 
Utz & Dunn Co., has left Rochester for 
a short rest at Atlantic City. 


Buffalo 


STRIKE TIES UP SHOES 


Motor Trucks Pressed into Service 
in Western New York 


Shipments of footwear in and out of 
Buffalo are being held up this week on 
account of the switchmen’s strike. An 
order has been issued placing an em- 
bargo on all freight and express enter- 
ing, leaving or passing through Buffalo. 
The service of the American Express 
Company is demoralized. Many cases 
of shoes, instead of being rushed to their 
destination, are resting calmly in some 
express or freight shed—or elsewhere. 
There is congestion at the parcel post 
‘ department at the local postoffice, 
where many firms are shipping or re- 
ceiving shoes by mail. 

Motor trucks are playing an impor- 
tant part in the movement of merchan- 
dise in Western New York, and if the 
strike continues, this means of. trans- 
portation will be used extensively to 
carry footwear in and out of Buffalo. 
The Lackawanna Steel Company, whose 
employes spend heavily at near-by and 
downtown shoe stores, has shut down 
indefinitely, throwing several thousand 


_ men out of work. 


If the tie-up con 
tinues, several other big plants may 
also follow the closing plan. Buffalo 
shoe merchants have grown accustomed 
to unforeseen events which affect their 
business. On account of the strike the 
usual volume of business at local shoe 
stores was slightly reduced on Saturday. 


MERCHANTS HOLD MEETING 


First of Series Is Held—Style Trend 
Discussed 


On the first and third Tuesdays in 
April, May and June the Buffalo Retail 
Shoe Dealers’ Association will meet at 
8 o’clock in the evening at the Iroquois 
Hotel. On the second and fourth Tues- 
days in the same months the members 
will attend noonday luncheons at the 
same place. Important business will be 
transacted at the evening sessions. 
Round-table talks and good-fellowship 
will mark the noonday meetings. 

Frederick Becker, president, presided 
at the dinner and meeting of the asso- 
ciation at the Iroquois Hotel Tuesday 
evening. There were 100 merchants 
present. 











Where toBu 


Children’s Shoes 











IN-STOCK 


Infants’ Turn Shoes 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 








In-Stock Children’s Turns 


Black But. Boot, Pat. Vamp, Mat. Cab. T 

Sizes 544-8 ey ey ( 

Black Mary Janes. Sizes 1-5.. 

Black Mary Janes. Sizes 5%-8.. 

White Mary Janes. Sizes 5 -85—7/10 
STEWART SHOE CO. 


4 Stewart Street HAVERHILL, MASS. 
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TRADE M. mARK 


THE L. D. STICKLES SHOE CO., Mfrs. 











| Where to Buy 


Men’s, Women’s and Children’s Shoes 
and Rubbers 
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BALLET SLIPPERS 
HIGH-GRADE ONLY 
HARD AND SOFT TOES 
MEN’S-MISSES’-CHILDREN’S 
All Widths and Colors 
The Hammond Shoe Co. 

7 Fleet St., Haverhill, Mass. 








SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a part of “Recorder” service te 
merchants. 








QUESTIONS 
ANSWERED QUICKLY 


in “ bag to Buy” columns—a 


wing directory for all the trade, 
pate | answers briefly to cur- 





rent problems in merchandising. 














Where to Buy 


Shoe Cuts 





orrex FREE USE 


Bookie, Cattlog or Folger 'zow pice the 
jet, Catalog or od ou nee ie 


— us; or we wil 


SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St, Besten 
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Where to Buy | 


Engraving, Printing and Dies 














ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
our Printing Service for 
the Boot and Shoe 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Various phases of the future of the 
shoe business were discussed. Kenneth 
W. Watters, speaking for the merchants 
generally, commented on the fact that 
women are buying oxfords even in the 
Fall, in preference to purchasing the 
higher-priced boots, and are wearing the 
oxfords with spats. 


Think Price Drop Unlikely 
Harry A. Case of Rochester, repre- 
senting the manufacturers, explained 
that the manufacturers are being faced 
by demands of the workers in the shoe 
business for a 25 per cent increase in 
wages. He said the manufacturers are 
producing about sixty per cent as many 
shoes as in 1916. He said this condi- 
tion was caused by reduced hours. A 
drop in the prices of footwear is not at 
at hand, according to the consensus of 

opinions expressed at the meeting. 


NEW $2,500,000 FIRM 


Buys Department Stores in Buffalo 
and Will Handle Shoes 

Morgan Stores, Inc., has filed incor- 
poration papers in Buffalo, with a 
capital stock of $2,500,000. The con- 
cern handles shoes in department stores 
which it operates in this city. The firm 
is headed by William A. Morgan, who 
has bought the Siegrist & Fraley and 
other department stores here. The di- 
rectors are Mr. Morgan, Carlton P. 
Cooke, Herman K. Heussler, Chris- 
topher Baldy and John S. Leonard. 

W. A. Morgan & Babcock, Inc., 
organized by Mr. Morgan, has bought 
the stock of the Machemer Drygoods 
Store at Johnson and Broadway, this 
city. Philip Machemer, proprietor, has 
retired from business. He has been in 
business for 32 years. 
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New Store for Hanan 


Hanan & Son, now located at 476 
Main Street, will move into their 
handsome new shoe store at 576 Main 
Street, Hippodrome Building, later this 
month. In connection with their mov- 
ing plans, the firm is holding a removal 
sale. 


James Courtney Dead 


James Courtney, 70 years old, was 
recently found dead in his home at 
Niagara Falls. For many years he and 
his brother had a shoe store in Falls 
Street, Niagara Falls. They were 
pioneer settlers of the old village of 
Niagara Falls. 


OFFERINGS ARE VARIED 


Merchants Featuring Shoes at 
Prices Between $1.95 and $20.00 


Recent features in Buffalo. stores 
were as follows: Barton’s, broken lines 
of women’s oxfords, $1.95 to $4.95; 


’ Watter’s, women’s genuine brown cor- 


dovan brogue oxfords, with low walking 
heel, $13.75; men’s brown oxfords, new 
Spring last, $7.75. Sterling shoe store, 
men’s cordovan oxfords, English type 
brogue, $10.00. Oppenheim’s, women’s 
oxfords, $6.95; Oppenheim, Collins 
& Co., women’s Spring pumps and ox- 
fords, $8.75; women’s Spring oxford, 
brown kid, patent leather and calf, 
$9.00 and $9.50. William Hengerer 
Company, women’s walking oxfords, 
brown calf or kid, $9.95. The Klein- 
hans Company, men’s and young men’s 
shoes, fine bench-made workmanship, 
$18.00 to $20.00. H. A. Meldrum Com- 
pany, eight pairs of women’s black and 
white seamless cotton hose, with double 
heels, soles and toes, for $2.00. 


Columbus 


to centers that can be reached by this 
mode of shipping. 

Local merchants report a very suc- 
cessful business for March. Several say 
that March business this year greatly 
exceeded the same month of last year. 


PUBLIC BUYING FREELY 


Columbus Merchants Report Very 
Successful Business 


Real Winter weather was on tap in 
Columbus the first part of last week. 
Snow covered the ground on Tuesday, 
followed by slush on Wednesday. 
This helped considerably to keep down 
trade among downtown stores, but the 
last part of the week brought out the 
customers in an apparently -endless 
stream. 

Local traffic conditions are very bad, 
local yardmen of all steam roads being 
out on strike, and express companies 
refusing shipments to all the larger 
centers. Local traction companies are 
hauling an enormous amount of freight 


NEW SHOE TRADE CLUB 


Movement Starts at Meeting of 
Merchants and Travelers 


The Columbus Retail Shoe Club held 
its annual meeting at the Hotel Deshler 
the latter part of March. At this meet- 
ing all the old officers were re-elected for 
the ensuing year. L. J. Bergeman, 
president; W. H. Reichel, vice-presi- 
dent; J. M. Ryan, secretary; George 
Hackenberg, treasurer. At this meet- 
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ing a committee representing the Ohio 
Shoe Travelers’ Association of Colum- 
bus was present and the question of 
association rooms in Columbus for all 
branches of the shoe industry was dis- 
cussed. The Columbus Retail Shoe 
Club at this meeting voted unanimously 
to affiliate with the Shoe Travelers’ 
Association. 

Representatives of the Retail Shoe 
Club, Ohio Shoe Travelers’ Association, 
local jobbers and manufacturers met at 
the headquarters of the Shoe Club and 
Ohio Shoe Travelers’ Association in 
their rooms at 604-605 Commerce 
Building on the evening of April 9, and 
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made plans for what is hoped will be 
the nucleus of one of the best shoe and 
leather clubs in the country. At this 
meeting committees were appointed 
from both the. Shoe Club and Ohio 
Travelers to devise ways and means. 


Style Show Is Held 

The F. & R. Lazarus & Co. held a 
style show the week of March 28 at the 
Southern Theater and the week of 
April 5 at the Memorial Hall in con- 
junction with the Electrical Show. At 
both displays there was shown the 
latest in women’s and misses’ apparel 
on living models. 


Toledo 


LOW SHOES FAVORED 


Dark Brown Military Heel Oxford 
Most in Demand 

During the last three weeks the de- 
mand for shoes was confined chiefly to 
pumps and oxfords. The dark brown 
military heel oxford has met with popu- 
lar favor again this year and merchants, 
both downtown and in the outlying 
districts, have satisfied the demand very 
successfully. Business during the week 
preceding the Easter holiday was ex- 
ceplionally good. A touch of Summer 
called forth a demand for low shoes un- 
equaled in the history of the city. Ex- 
pecting a large Easter business, the 
merchants replenished and arranged 
their stock, only to be met with a cold 
snap followed by a snowstorm that 
proved a keen disappointment. 


FALL ORDERS HELD BACK 
Toledo Shoe Merchant Says He Is 
_Awaiting Developments 

H. M. & R., Toledo’s largest shoe 
store, has increased its floor space by 
adding to its building at Summit and 
Adams Streets. In this addition has 
been installed a specialty line depart- 
ment of arch support shoes. 


Orders for Fall Are Being Held 
Back 


“We will buy from hand to mouth in 
order to get quicker turnovers,” says 
W. E. Irwin, the treasurer. “This is 
done so that we can obtain a better 
idea on the new styles that are being 
developed. This is the time, probably, 
when long vamps will be leaving and 
styles are changing more now than 
during the war. Consequently, we aim 
not to buy so far in advance, so we can 
better serve the public.” 


New Boston Store Opened 


The Boston Shoe Company opened 
another store to the public quite re- 
cently. The new store, at St. Claire and 
Adams Streets, is under the manager- 
ship of H. A. Entine. Complete lines 
of men’s and women’s shoes are being 
handled. 


Volume of Business Increased 


One of Toledo’s progressive little 
shoe stores, the Biltwell, has been mak- 
ing rapid strides. Mr. Velliquette, 
manager, reports a gain of more than 
30 per cent since January 1 over the 
sales of the same period last year. 


Louisville 


WEATHER HALTS BOOM 


Snowstorm Puts Stop to Record 
Retail Trade 


Retail shoe trade in Louisville is 
good. Easter business set new records 
in number of pairs sold, and in dollars 
handled, but more bad weather, includ- 
ing an April snowstorm, hasn’t aided in 
making business lively for the retail 
merchants since that time. For the 
last few days things have been a little 


quiet, but very few complaints are being 
heard. 

Stocks as a whole are in good 
shape, as season sales have been well 
up, and merchandise has been so scarce 
that there is little excess stock that will 
need to be disposed of in any big clear- 
ances for some little while yet. Several 
retail merchants are offering special 
sales now and then, but principally to 
clean their stocks, and get rid of odds 
and ends. 
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Standard Shoe Materials 
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Beggs & Cobb, Inc., Boston, Mass. 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Miscellaneous 
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Window Displays 


BACKGROUND __ PAPERS, 
ARTIFICIAL FLOWERS, etc. 


Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Inc. 
30 Reade Street, New York 








THE BEST IN 
Detachable Pump Strape 
(Many Styles and Designs) 


LEATHER BOWS 


Covered Buckles Colonial T: 
Beaded Buckles — 


THE VANITY NOVELTY WORKS 
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PUMPS AT $5 RETAIL 


Remarkable Prices Being Advertised 
by Husch Brothers 


The shoe department of Husch 
Brothers, Louisville, has been featuring 
ties, oxfords and pumps at the very low 
price of $5 per pair. Styles include one, 
three and five eyelet ties, plain opera 
pumps, fancy tongue pumps and coloni- 
als. Leathers are in brown kid, patent, 
vici and dull; heels include covered 
Louis, covered Baby Louis, leather 
Louis and leather military in sizes from 
2% to 8, widths A to E. The company 
buyer, while in the Eastern market, 
secured a few surplus stocks from good 
makers. 


ST. LOUIS BRIEFS 


Notes of Interest to the Retail 
Trade in the South 


Several interesting changes were re- 
ported during the week, all centering 
around the house of Kaufman-Straus 
& Co. and its Queen Quality women’s 
department. Manager C. E. Phillips, 
Jr., has resigned to go with the women’s 
department of John H. Shilito Com- 
pany, Cincinnati, and, in turn, has been 
succeeded by W. R. Frazer, formerly 
with the Bulkley Dry Goods Company 
of Salina, Kan. Frederick R. Grauel, 
who has been assistant to Mr. Phillips, 
has gone to Crutcher & Starks as man- 
ager of that company’s women’s shoe 
department. 
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Signet Store Keeps Name 


A. H. Jacobstein and Samuel L. 
Schiller, who recently took over the 
Signet Shoe Store, 506 West Market 
Street, and announced at that time that 
they would drop the Signet title, changed 
their minds and retained it. Men’s and 
boys’ shoes are being handled, and the 
new concern is using the newspapers. 


Regal Shoe at $10.50 


“Ready for Louisville’s Approval” is 
an attractive line that appears over some 
of the recent advertisements of the 
Regal Shoe Store, featuring the Regal 
“Crest” in dark brown calfskin at 
$10.50 per pair. 


White Canvas Shoes Displayed 


Several Louisville stores are now 
showing women’s white canvas shoes, 
principally in flat heeled oxfords and 
pumps, while there is also some showing 
of sport combinations of white and green 
or white and brown, in kid, for wear 
with the faddish sport skirts, which are 
being largely worn. 


Chain Store Rumor 


Rumors are being heard relative to 
stores being established in Louisville by 
some of the new chain store organiza- 
tions, but nothing definite has been 
learned. 





Lynchburg 


RETAIL TRADE HESITANT 


People Buy, but Show Irritation 
Over High Prices 

Local shoe merchants are in the midst 
of their Spring trade right now, and, 
while business is good, many complaints 
are being voiced by customers against 
high prices. Where a customer hereto- 
fore paid without thought a fancy price 
for a pair of shoes, he now hesitates 
before purchasing, and salesmen and 
managers are showered with questions 
of ‘“‘When are shoes coming down?” 
People are still spending, but not with- 
out signs of irritation at the continually 
advancing prices. 

Trade, however; among local mer- 
chants is equal to or better than that of 
last Spring, notwithstanding the in- 
clination to hold back. 


Wholesale Trade Good 


No reflection of a declining demand 
is seen on the books of local shoe manu- 
facturers. Orders are coming in daily 
from all sections in quantities that are 


expected to carry the year’s total far 
beyond that of 1919. All concerns are 
running ahead of figures representing 
the same period last year, and 1920 is 
expected to be a record-breaker, just 
as last year’s business was much in ex- 
cess of that of the preceding year. 

As a general thing, too, the best class 
of goods seems to be most in demand, 
so-called cheap grades being little 
sought after. Reports sent in by travel- 
ing shoe representatives indicate the 
retail business generally as being good 
and with future prospects very encour- 
aging. Collections are good. ll Jocal 
plants are running at full capacity, and 
their only complaint is that they are not 
able to keep up with the demand. 


Price Drop Not Yet in Sight 


There is nothing yet to show an early 
decline in the price of shoes, the manu- 
facturers say, admitting at the same 
time that the continued advance of 
prices may have serious consequences. 
Labor and raw materials both remain 
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like to see lower prices, but say the jar 
of a sudden drop might prove disastrous. 
An easing down until a more nearly 
normal level is reached is what they are 
hoping for. 


up, and until one or both of these de- 
cline there can be no cheaper shoes, they 
say. The makers of shoes, however, are 
hoping that the situation will slowly and 
gradually readjust itself. They would 
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Miscellaneous 
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COUNTRY TRADE QUIET 


Boll Weevil Has Bad Effect on 
Buying 

The wholesale firms of the city report 
only fair activity in the buying in rural 
districts. Mr. McLeod of the B. F. 
McLeod Shoe Company, successor to 
the Drake-Inness-Green Shoe Com- 
pany, says that the advent of the cotton 
boll weevil in this section has had a 
more or less demoralizing effect on the 
country shoe trade. But despite this, 
the salesmen are sending in fairly good 
orders, compared with past years. The 
trade, however, is not as brisk as it 
would be under normal conditions, as 





















MERCHANTS CAUGHT BY 
STRIKE 


Few Have Surplus Stocks—Seeking 
Trucks and Even Airplanes 


Wholesalers and retail shoe merchants 
here are anxiously watching develop- 
ments in the strike of railroad employes. 
The tie-up of railroad transportation 
that is threatened now has a more 
serious aspect to the average merchant 
than it ordinarily would have. Mer- 
chants here have been buying lightly. 
As a result, the surplus stocks are lower 
than ever before. The Easter buying 
was unusually heavy and that served 
to lower stocks in the storerooms. 

Buying from local wholesale houses 
has been increased: greatly, and tracers 
have been sent out for shipments of 
goods that are Cleveland bound. Every 
one is hoping that the strike will be of 
short duration, and is on the lookout 
for motor trucks and even airplanes to 
serve as transportation mediums. 























RETAIL RECORDS BROKEN 


Easter Buying Season the Biggest 
Ever in Cleveland 







Cleveland shoe stores have just closed 
the largest Easter season in. their his- 
tory. Never before have the retail 
merchants here enjoyed such patron- 
age, and never were patrons so easily 
handled. Several merchants were 
visited while the fag-end of the Easter 















Charleston 


the farmers are extremely conservative 
at this time. 

All of the local retail merchants re- 
port a splendid pre-Easter business, 
especially with women’s shoes, and 
optimism is evident everywhere as to 
the Spring trade generally. 


New Firm Growing Fast 


Although one of the youngest shoe 
concerns in the city, the Ellison Shoe 
Store is growing rapidly. Morris Elli- 
son, head of the firm, has just closed a 
deal whereby his firm becomes the owner 
of the property now occupied by the 
store. 


Cleveland 


buying was in progress, and not an un- 
favorable report was received. 

The Stone Shoe Company, 312 Euclid 
Avenue, sent out the following an- 
nouncement, which is typical of all 
experiences: 

“Easter greetings to the men and 
women of Cleveland, especially those 
who assisted in making the week just 
closed the biggest and most successful 
of the 55 years we have been in business. 
In the analysis many factors enter— 
the condition of the times, the big as- 
sortment, the modern styles; but the 
one biggest factor of all we believe is 
that we eliminated the necessity of 
extravagant expenditure, no low model 
in our women’s department being 
marked at a higher price than $15.00.” 


Biggest Ever, Says Merchant 


Here’s what a few of the representa- 
tive shoe merchants of the city have to 
say: 

Elmer L. Volkmor, proprietor of 
Volkmor’s Hippodrome Shoe Store: 
“The week just ended was the biggest 
Easter week in our history. Low cuts 
sold better than ever, this model com- 
prising about 85 per cent of our sales. 
One-eyelet ties went strong, and there 
was a good demand for calf oxfords. 
Brogues .were particularly in demand 
for both men and women, although the 
narrower toes sold better.” 
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Shoe Polishes 











The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 

















Best In Thetr Class 


Mare Wea 


CREAM UNBURNABLE 










for white buck, etc. for white kid, etc. 
NATIONAL SHOE POLISH ‘MFG. CO., Inc. 
PHILADELPHIA, PA. 














Low Heels Very Popular 


J. R. Minco, manager of the Travers 
Shoe Company, 522 Euclid Avenue: 
“We never had such a season for low 
shoes and low heels. It seems that a 
large number of persons became ‘sane 
and sensible’ all at once in their taste 
for shoes. The number of requests for 
low-heel shoes was surprising. Eighty- 
five per cent of our business in the last 
six days was in low-cut shoes. More 
than 50 per cent of the shoes that went 
out of the front door in the hands of 
patrons were low heels. The instep tie 
has been a great favorite with our 
patrons, and I predict that it will have a 
great run this season and for Summer. 
Many women bought two pairs of low 
cuts—one with low heels for walking, 
and one with high heels for dress.” 

At the Chisholm stores, Kline’s shoe 
department, the May Company’s and 
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The ornament shown here will 
increase the attractiveness of 
your pump styles to a point of 
popularity equalling that of the 
Cleo tie. We will make prompt 
delivery. 


No. 2252 
Genuine Beaded Buckle, Steel and Jet 


Combination, Actual Size 


DEMONSTRATING 
Our New Beaded Wing Ornament. Can 
be had in Steel, Bronze, 
and all Colors 


The wing ornament is but one of a 
wide variety of new and exclusive de- 
signs in shoe ornaments of beadwork, 
rhinestone and cut steel. 


Sample Selections Sent on Request 


No. 5009 
Rhinestone Buckle, Actual Size 


PARISIAN BEADING WORKS CO. 


Manufacturers of Shoe Ornaments 


MANHATTAN BUILDING 
4th and Walnut Streets PHILADELPHIA 
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other stores visited, clerks were all busy 
and the managers wore beaming counte- 
nances that forecasted favorable reports. 


STORES DRESSED UP 


Window Trims Were Special Fea- 
tures in Retail Stores 


There was a profusion of flowers in 
the windows and about the stores dur- 
ing Easter week. Floors were scrupu- 
lously clean, the windows glistened and 
side walls were in many instances re- 
decorated. 

At the Travers store, 522 Euclid 
Avenue, the management had been busy 
for two weeks prior to the annual six- 
day drive for Easter business and house- 
cleaning. The walls of the store were 
redecorated, the shelving was refinished 
to harmonize with the store interior, 
rugs were cleaned and everything from 
top to bottom received an overhauling. 
The display window at this store at- 
tracted much attention. The general 
decorative scheme was a French-blue 
window creation, and hand-decorated 
panels were used to carry out the design. 
In each attractive window a basket of 
pretty Spring flowers was to be seen. 

The window of the Pocock-Wolfram 
store had a special attraction in an ox- 
ford made of 3,000 rhinestones. Around 
it were to be seen all sorts of buckles 
and ties from which rhinestones glit- 
tered. This feature attracted many 
pedestrians, as did the miniature 
boudoirs. 


BASEMENT STORE PLANNED 
$4, $5 and $6 Shoes to Be Featured 


Elmer L. Volkmor has announced 
that a basement store, beneath his 
present retail salesroom at 730 Euclid 
Avenue, will be opened August 1. In 
the basement special sales will be con- 
ducted and $4, $5 and $6 shoes will be 
featured. This store is now in the midst 
of a‘special sale of 8,000 pairs of shoes, 
which have been put on the market at 


$8. 
ONE-EYELET TIE POPULAR 


After-Easter Sale Announced by 
Chisholm Stores 


One of the strong sellers in the Po- 
cock-Wolfram store at 520 Euclid 
Avenue is the one-eyelet tie in black or 
brown satin and black suede at $12.00 
to $15.00. The model has a broad- 
ribbon tie, open instep and pump effect, 
turn soles, full French heels, covered 
and plated. 

The Chisholm Boot Shops have an- 
nounced a special after-Easter sale of 
patent oxfords at $8.45. 

The Lucille, a pump in three styles, 
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and priced at $15.00, is going well at the 
shoe department of Kline’s store. The 
model may be had in black dull finished 
kid vamp, with black satin quarter and 
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satin covered heels; in black paten: 
leather with black satin quarter, satir. 
covered heels; and in brown kid vamps 
brown satin quarter and covered heeis 


Boston 


FAIR PRICE INVESTIGATION 


Inspectors Checking All Retail Shoe 
Prices 


State inspectors have been busy 
during the past week investigating 
prices in many of the retail stores 
throughout Boston, and in some cases 
have taken the price of every single 
style in the store. This investigation is 
welcomed by the merchants because 
through it they will, they feel, be able 
to show that they are operating well 
within the fair price limitations as 


‘drawn up by the State committee not 


very long ago. 

In talking with one prominent shoe 
merchant, the following facts were 
brought out. One style shoe which he 
had bought before the rise in prices 
was featured by him at $10.50. It was 
displayed prominently in his windows 
and in his showcases, each salesman 
being instructed to call the attention of 
every customer to this particular shoe 
and the low price. Much to the sur- 
prise of the merchant he did not sell 
enough pairs to justify even talking 
about them. 

One day a man called at his store and 
happened to notice this particular shoe 
and made a remark that it was an es- 
pecially good value and ought to sell 
readily. When the merchant told him 
his experience, he laughed at him and 
said: “‘There is only one answer to your 
problem and that is to mark that shoe 
up to $15.” This the merchant refused 
to do because he felt it was not fair to 
his customers to re-mark a shoe higher 
than the original price, and he preferred 
to take a loss rather than do so. 


LEWIS A. CROSSETT, INC. 


Opens New Store in Little Building, 
80 Boylston Street 


Lewis A. Crossett, Inc., have opened 
a new store in the Little Building at 
80 Boylston Street. For the present 
they will operate both stores, one at 166 
Tremont Street and the other at 80 
Boylston Street, and will probably do 
so until the first of September. 


At Walk-Over 


One-eyelet and two-eyelet ties are 
selling very readily in both black and 
tan. Blacks are going especially strong. 
Black Theo-ties with Baby Louis heels 


have had an unusual call during tne 
past two weeks. This store has s 
splendid line of French shoes. In the 
window a black calfskin oxford for $©& 
is being featured. This is about the 
ordinary price in this store, as nothinc 
sells for over $12.50. 


At Tuttle’s 


The big seller in this store during tne 
past week was a brown welt oxford 
priced at $11.00. This shoe is buil: 
along conventional lines with a wingec 
tip and is very attractive. Only a few 
pairs are left and will no doubt be di-- 
posed of within the next few weeks 
This store is not carrying any Frencr 
shoes, as they feel that their particuia: 
trade will not demand them. 


At Hanan’s 


French models are going very wel! 
in this store. A special satin tie with 
one strap, also made in gray suede and 
brown, is going big. The models in this 
store are priced from $11.50 to $21.00. 
For men cordovan oxfords and brown 
calf oxfords are moving very readily. 


At Dr. Reed Cushion Sole Company 


Dr. Reed Cushion Sole Company has 
moved into its new store at 39-41 
West Street. Monday, April 12, was 
the first day and a very fine business 
was reported. The store itself is mos: 
attractively laid out and convenieniiy 
situated. Dr. Reed expects to do a very 
good business in this location. 


At Jones, Peterson & Newhall Com- 
pany 

The outstanding feature of this store 
is a French brown morocco welt oxford 
for women. This shoe, made by S. Weil 
& Co., Brooklyn, N. Y., is a modern 
version of the old morocco slipper. 
which came in various colors quite some 
few years ago and was very popular at 
that time. This shoe, priced at $20. is 
proving a good seller. 

White canvas sport shoes with patent 
tips, selling at $12.50, are decidedly 
attractive and will move rapidly as soon 
as the weather gets a little warmer. 
This style made in buck, priced at $15. 
is a splendid value. Black and brown 
strip pumps are selling very readily and 
are being featured with buckles. the 
buckles selling from $5 to $50. 




















IN-STOCK 


No. 29—B_ Grade 
Black Kid, 12-8 
Military Heel. 

$5 


A, 4-8; B, 314-8; 
C, Dand E, 2-8. 


FOR YOUR TOES’ WOES 














BETTER COMFORT SHOES 
FOR LESS MONEY 


No. 36—Glazed Kid, 
Heavy Turn Sole, 9-8 
Rubber Heel $4.50 


C, D, E and EE, 2%-9. 


No. 12—Glazed Kid, 
Heavy Turn Sole, 12-8 

l $3.95 
B, 3-8; C, Dand E,2%-8. 


LUNN & SWEET COMPANY 


AUBURN ,MAINE 
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Brown Oxfords Salable 

Brown welt oxfords are very salable 
in this store. A tailor-made brown- 
bordered calf, selling at $15, and a 
Russia calf welt oxford, selling at $14, 
attracted much attention. These 
were in great demand by conservative 
buyers. Business in this store has 
been rather good, but on account of the 
weather not as large as could be: ex- 
pected at this time of the year. 


ISSUES INDUSTRIAL REPORT 
McElwain Executive Performs Serv- 
ice for Leather Trade 

Stanley King of the W. H. McElwain 
Company, who was a member of the 
Industrial Conference, appointed by 
President Wilson to consider a tentative 
plan of machinery to adjust disputes in 
general industry by conference, con- 
ciliation, inquiry and arbitration, has 
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at his own expense issued the report and 
recommendations of the conference 
in pamphlet form. This report is being 
mailed to members of the allied shoe and 
leather industries through the New 
England Shoe and Leather Association 
and other sources. 


_ TO AND FROM EUROPE 
J. W. Helburn Sailed for Home 
April 3 
J. W. Helburn of Helburn, Thompson 
Company, leather merchants, Boston, 
sailed Saturday for a two months’ trip 
in Europe. 


George Gregory to Return 


George Gregory, salesman for the 
Brown Shoe Company of St. Louis, 
is to return soon from London, where 
he has been selling shoes since the end 
of the war. . 


St. Louis 


RETAIL TRADE SATISFACTORY 


No Let-Down Other than That Ex- 
pected After Easter 

Post-Easter selling in the retail stores 
of St. Louis showed the natural let- 
down that follows the activity which 
precedes a special period in fashion wear 
sales, but the reports for the week, 
nevertheless, are of a very satisfactory 
business, all things considered. The 
weather has been somewhat cool and 
this also has had a deterrent effect on 
the selling as well as the disposition of 
the public to exercise greater caution in 
purchasing. 

There is no questioning that the sell- 
ing of fewer pairs by the shoe stores and 
departments is an accompaniment of 
the high prices prevailing and the ques- 
tion is beginning to be asked as to what 
methods can be followed to bring back 
volume business to something like its 
pre-war status in pairs. The cash 
volume shows increase steadily, but the 
more experienced merchandisers of the 
local stores feel that a satisfactory con- 
dition cannot exist until there is a better 
relationship between the merchandise 
sold and the cash received. Most of 
the pressure for selling footwear now 
that Easter has passed is being put on 
strictly seasonable goods, the oxford, 
the tie and the pump, and the space 
being taken in the daily papers is even 
more liberal than before Easter. 


FOX-WOHL’S NEW STORE 
Increased Business Necessitates 
Larger Space 

The Fox-Wohl Shoe Company, which 
moved into temporary location at 1123 


Washington Avenue some months ago 
because of the razing of its former home 
for the construction of a building for a 
millinery house, has secured a perma- 
nent location at 1319 Washington Ave- 
nue and has movedin. In the new place 
the company will have considerably 
more space than it has ever occupied 
previously and, according to Clifford C. 
Fox, the president, the company needs 
the space for its increasing business. It 
will occupy two floors of the building 
in which it is now housed. 


WHOLESALE TRADE DULL 


Small Town Merchants Buying— 
Big Ones Hold Back 


Wholesalers and manufacturers, with 
some exceptions, report that their 
traveling forces have not yet recovered 
from the pre-Easter dullness due to the 
indisposition of retail merchants to con- 
sider new orders when busy with the 
rush that always accompanies special 
trade of the holiday character. The 
same situation which has been previ- 
ously reported, that of better buying in 
the smaller towns and cities than in the 
large cities, also continues. 

There is some increase in the call for 


_ immediate shipment goods, due ap; 


parently to the breaking of lines in the 
recent selling, while the future business 
is being watched carefully by the manu- 
facturers from the shipment date stand- 
point. The factory executives are 
watching production conditions very 
carefully with a determination not to 
take orders beyond their ability to ship 
at the order date. Some reports are 
also coming of the carrying over of 
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considerable stocks of shoes by retail 
merchants as being the cause of delayed 
orders for Fall goods, but these are only 
“spotty”’ reports and do not relate to 
the trade territory as a whole. Local 
factories are running to the limit of the 
labor supply and there will, apparently, 
be no shut-downs other than those made 
absolutely necessary by mechanical 
conditions in the plants. The hours of 
labor may be so changed, according to 


‘some present discussion, during the 


Summer to get in the union limit in 
five days and so permit of closing the 
plants all day Saturday, but this is yet 
to be finally determined. 


WORKING ON NEW FACTORY 


Excavation Dug For McElroy-Sloan 
Plant 


The excavation work for the new 
factory of the McElroy-Sloan Shoe 
Company at the southwest corner of 
Twenty-first Street and Lucas Avenue, 
opposite the old factory of the com- 
pany and only a block from the recent 
addition to the company’s factory fa- 
cilities, has been practically completed 
and the work of getting in the founda- 
tion is under way. The engineer for the 
company is already engaged in selecting 
the equipment for the plant. The fac- 
tory will be pushed to completion as 
rapidly as possible as the increasing 
orders from the company’s salesmen on 
the road require additional output. 


TO ELECT OFFICERS 


Manufacturers and Wholesalers 
Forming Permanent Organization 


The matter of the organization of the 
shoe manufacturers and wholesalers into 
a permanent body is proceeding slowly 
and the officers will be chosen during 
the present month at a meeting whose 
date has not yet been set. There is a 
disposition on the part of the members 
to insist that Harry Vinsonhaler, who 
has been chairman of the tentative 
organization for the past two or three 
years, shall be made president, but Mr. 
Vinsonhaler feels that his activities of 
the past justify the selection of some- 
one else to handle the affairs of the 
organization during its first year. In 
consequence, the subject of officers is 
being given particular thought. 


TRI-STATE MEETING FAVORED 


Tentative Plans Formed for St. 
Louis Convention 


Although the date has not been set 
for the tri-state meeting of the shoe 
merchants of Missouri, Kansas and 
Nebraska in St. Louis in 1921, the mat- 
ter of the joint convention is already 
receiving some attention from both the 
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GILLETTE 
i SS. No. 1015 
| Barnett’s ‘“‘No. 27’’ Calf 






Another Bates In-Stock 
Sales Builder 


|| | P SHIS Bates “Gillette” model, in genuine Calf, is bringing business into Bates Re- 


tail Agencies in generous volume. 


—Because it’s a fine model, finely built throughout, and is a universal fitter. 





More than this—zt’s in stock at Chicago, in the full selling range of sizes and widths. 


| Specifications. Newest pattern of circular vamp; Barnett’s ‘‘No. 27” Calf 

uppers; full-grain inner sole; Oak outer sole; padded tongue. 

| Oxfords in Stock. At Chicago we also have a complete stock of Men’s low shoes 
| on a variety of our best lasts for the season. Made in Mahogany, Koko, Cherry and 

| 

| 


| Black Calf, also Cordo Kid. 


A. J. BATES COMPANY 


Central Distributing House 
| 33 SOUTH WELLS ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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merchants and the manufacturers, the 
latter of whom are especially favorable 
to the joint convention idea as minimiz- 
ing the expense and time required for 
attending and displaying lines at the 
various State gatherings. 


MAKING SHOES FAST 


Van Kleeck Rapidly Approaching 
Maximum Production 


The plant of Van Kleeck, Inc., mak- 
ers of pumps, bench-made exclusively, is 
getting rapidly into production and has 
approximated its first expectations as 
to output capacity. The ultimate 
capacity is expected to be about 700 
pairs daily, and J. M. Van Kleeck, in 
charge of operations, expresses the 
belief that the plant will be ready with 
the expected volume within less than 
the originally anticipated time. The 
problem of securing efficient help has 
not proved as serious as was first ex- 
pected and the factory force is getting 
down to good working condition. 


NEW SHOW WINDOW 


Huette Shoe Company’s Store to Be 
Attractive 


The doubling of the floor space of 
the’ store of the Huette Shoe Company 
on North Sixth Street by the leasing of 
an adjoining store room will give oppor- 
tunity for the installation of a new dis- 
play window planned to add. to the 
attractiveness of the store as well as 
give better advertising possibilities for 
the merchandise. Both this store and 
that of the same company on Olive 
Street have been successful in their 
entrance into St. Louis shoe business, 
catering as they do to a special class of 
trade and watching the stock with that 
element in view. W. B. Huette, the 
head of the company, who is assisted 
by his sons in the business, operated a 
number of shoe stores in Illinois towns 
before entering the St. Louis field. 


New ‘“‘Buster Brown” Trucks 

The Brown Shoe Company has re- 
cently added to its motive capacity two 
particularly handsome trucks whose 
adornment has been devoted entirely to 
the Buster Brown line of the company. 
The trucks have been ornamented in 
high relief with the characteristic trade- 
marks of the line, all done in colors. 


NOTES FROM ST. LOUIS 


News Culled from the Manufactur- 
ing Field 

Schroeder - Lampe - Goldman Shoe 

Company, one of the latest to enter 

the St. Louis wholesale shoe field, reports 

a big business. At present it has 

seven salesmen on the foad, who are 
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(Worcester Plant) 








Worcester and Hartford Plants of the Wiley-Bickford-Sweet Company, 
Manufacturers of Felt, Wool and Fabric Shoes, Slippers, Wool Soles and 
Other Specialties 











covering the Central West, West, South 
and Southwest. 

Leo Gordon Shoe Company was 
among the lucky ones to receive shoes 
while the express embargo was in force 
in St. Louis. The embargo was evaded 
by shipping to Alton, IIl., by express and 
from there bringing the shoes to St. 
Louis, a distance of 25 miles, by trucks. 


“ Van Kleeck Now Manufacturing 


Van Kleeck, Inc., makers of women’s 
pumps exclusively, began complete 
operation last week. They have been 
cutting for some time, but due to not 


being able to get their lasts, production 
was held up. While their full capacity 
will be 1,000 pairs a day, they do not 
expect to reach this output this season. 
They will, however, shortly reach a 
daily production of 300 pairs. 

The 1920 Summer and Fall catalog 
of the Central Shoe Company has just 
been issued. Fourteen pages are de- 
voted to findings and co-operative sell- 
ing helps for retail merchants. . 

G. E. Lippman of the G. E. Lippman 
Shoe Company was in Boston last week 
looking after shipments and _ other 
business. 


Chicago 


PAIR INCREASE NOTED 


Still Further 
When Warmer Weather Arrives 


Increase Expected 


While the weather has not been such 
as to stimulate buying and shopping in 
retail stores, business has continued far 
above the expectations of many local 
merchants. A majority of merchants 
report an actual increase in the number 


of pairs sold this year over the same 
period a year ago, and anticipate that 
when the weather really becomes such 
that people will be able to go about more 
freely and the warmer months set in, the 
buying will exceed their former ex- 
pectations. 

The merchant who has a big stock in 
low cuts (ties and pumps) will make a 
cleaning. The leather Louis heel ox- 
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A Complete Line of Oxfords 
in Plain and Brogue Effects. 
Made in Turns, Welts and 
McKays. 


THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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fords are moving slowly, the demand 
being for the instep ties, one and two 
eyelets and the pump. 


Cuba’s “Charlie Chaplin’’ 


Hosiery Sales Good — 

Women’s hosiery is one of the find- Mess: 
ings articles which promises to take a 
leading place among all findings articles 
carried by retail shoe merchants. . This 
is due to the added commission to the 
salesmen for the sale of this merchan- 
dise; to the convenience it affords the 
buyers in being able to match up eve- 
ning slippers in an exact shade of hose 
without unwrapping and wrapping their 
shoes in some other store; and to the 
display of the latest specialties in eve- 
ning hose, as well as hosiery for street 
wear, which are featured by the shoe 
merchants more extensively than ever 
before. 
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Openwork Hosiery Sells Fast 


Many merchants report that they 
have built up this department to such a 
point that the profits from same are 
beyond their expectation and are be- 
coming a big factor in taking care of 
the store’s overhead expense. 

Openwork hosiery and that with a 
design reaching from the instep to above 
the ankle are the volume sellers for 
evening wear at this time, while the 
black silk with clocks are the favorite 
for street wear. Warmer weather has 
seen the passing of the wool sock. 


WHOLESALE BUSINESS BRISK 


Increase in Pair Sales Reported, 
Particularly Ties and Pumps 


Local wholesalers report that their 
sales are far in excess in the number of 
pairs as well as in dollars and cents for 
this period as against the same period a 
year ago, and attribute this somewhat 
to the advantage they have over the 
manufacturer in being able to make 
immediate shipments of merchandise. 
The sale of ties and pumps, both one and 
two eyelets, has been extremely strong 
this past week, and while they report 
good business from their salesmen cov- 
ering various territories, a large major- 
ity of orders have been placed for im- 
mediate shipment in the styles men- 
tioned above. Orders for future deliv- 
ery are for staple and English lasts in 
boots and oxfords in limited numbers. 


Factories Are Busy 


Chicago factories are producing to 
capacity in practically all instances, 
with the exception of those factories that 
are being held up by lack of labor or to 
the lack of demand for their full line. 
Back orders are being cleaned up so 
that they will be able to start with a 


Educator Shoes. 





Window of S. Benejam’s Shoe Store in Havana, Cuba, Advertising 
The Cartoon Represents Casimire Ortas, an Actor 
Who Is as Popular in Cuba as Charlie Chaplin Is in the United States. 








clean slate for delivery of Fall mer- 
chandise. 


MERCHANTS BUYING SLOWLY 


Orders for Fall Confined Largely to 
Staple Styles 


While the retail merchants of this 


. city have not yet made up their minds 


as to what style feature is going to be 
the big seller in the Fall, they have been 
generous in placing orders for immediate 
shipment on oxfords and pumps, for 
which there has been a demand far 
beyond their expectations. In some 
instances part of their Fall merchandise 
has been ordered, but orders have been 
confined mostly to staples both in ox- 
fords and boots. The present belief is 
that May 1 will see all buyers in the 
market ready to place large orders. 
This tendency may cause congestion 
in the manufacturing field. Manu- 


facturers are urging that all merchants 
place their orders for Fall merchandise 
as soon as possible, so that the manu- 
facturers may begin cutting and getting 
their merchandise into the works as 
soon as possible. 


Chicago Loses Pioneer Shoe Man 

Chicago lost its pioneer retail shoe 
merchant recently in the death of 
Smyth Crooks, who came to Chicago in 
1868 and opened a store at 1203 North 
Clark Street. He was 70 years old. 
Mr. Crooks’ store was destroyed in the 
Chicago fire, but he rebuilt at the same 
location. 


John O’Connor, one of the largest 
loop retail merchants and a prominent 
member of the National Shoe Retailers’ 
Association, has just recovered from a 
minor operation and is going to Ashe- 
ville, N. C., to recuperate. 

































































The Modern Shoe Store 


Analysis of its Service Feattuves 


No. 7 
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The Views Shown Are of Bikle’s Shop, Hagerstown, Md. 
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THEY WEAR- 


WE DELIVER. 


BROGUES | 


YOU’VE GOT TO GET READY 
TO MEET THE DEMANDS OF 
THE AMERICAN WOMAN OF 
OUT-OF-DOORS AND IT’S THESE 
BROGUES THAT YOU’LL HAVE 
TO HAVE. THAT’S WHY YOU’VE 
GOT TO ORDER NOW FOR DE- 
LIVERY JUNE 1ST OR LATER. 
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BROGUE 


No. 623—Brogue Sport Boot, Per- 

Sesaeet and monet ane Tip, ary BOOTS 
and Foxing, rade Brown Kiddy 

Calf, 8-8 Flange Heel 1.25 FOR FALL 


No. 623-1—AA Grade Boarded Brown 
MAE 6-4n44sc0eus sectaduceawenee $9.00 


No. 623—-2—AA Grade Tan Side. . $8.75 


No. 674—Sport Boot, Per- 
forated and Pinked Wing 
Tip, and Vamp, Imitation 
Heel Foxing, AA Grade 
Brown Kiddy Calf, 13-8 
Cuban Heel $10.75 


No. 674-1—AA Gents 
Brown Side........ $8. 


aun & Swee{ Company,Auburn, Meg Z 
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What Plan of Compensation Is Best? 


Various Methods Outlined Before Iowa Convention by Cedar 
Rapids Merchant 


By R. B. WHITAKER 


,. 


“¥ GZ NHIS subject of compensating salespeople is of 
‘| great importance, especially at this particular 
™ period of so much unrest. It appears to me 
that a ‘best method’ would certainly be wonderful 
and be worth a large sum of money to every member 
of the Iowa Retail Shoe Men’s Association. I may 
fall far short of giving you any one ‘best method,’ 100 
per cent perfect, but hope to give a few ideas that 
some of you can carry home and cash in on. 
‘Absolute fairness from start to finish must be the 


as regards their fairness, giving the poorest one 
first. 
PLAN ONE 
The Daylight Hold-up Method 


“This plan might also be called a shoe profiteer’s 
plan. The salespeople are paid a fixed weekly salary 
plus one-half of all the overcharges they can get from 
each customer. This is about the most unfair plan I 
have known any retail store to use, and the end of a 


basis of any plan for com- 
pensating salespeople, if 
it is to work year after 
year to the satisfaction 
of both the employer and 
employes. 


Salespeople Important 
Factors 


“You, I believe, will 
fully agree with me that 
the employers are anxious 
and eager to be fair to- 
ward their employes to- 
day more so than ever 
before, and 1 firmly be- 
lieve that if the employes 





When You Were an Employe 


And it isn’t only money that you should 
give your salespeople. Remember when 
you were an employe those words of en- 
couragement which your employer gave 
you when they were most needed—the 
pleasure he shared with you when success 
came your way? This was compensation— 
dearer, perhaps, than some of the checks 
you received. But compensation of this 
kind must be real and from the heart—not 
camouflage. You must not lose sight of 
the human side of the men and women who 
are giving the best years of their life to 


short time finds the user 
either in bankruptcy or 
in hands of a fair price 
committee. 


PLAN TWO 


Fixed Salary Plus 
P.M.’s 


“This plan is used by 
many shoe firms and 
might be fair, but in many 
cases develops into a 
most unfair method. The 
idea originally was to 
clean up short-line or 
slow-moving bad styles 


will meet you half way, 


‘ i your service. 
this great question can 





and no doubt has some 
merit, but the abuse of 








be solved and will be 
solved on none other 
than some fair, frank, man-to-man, open-and-above- 
board plan. 

“The salespeople of any retail shoe store or shoe 
department are of very great importance to the suc- 
cess of the business. The public judges the store by 
the service the salespeople render, therefore they must 
be efficient. 


Increase Efficiency and Interest 


“Tn order to reach any great degree of efficiency the 
salespeople must be working on a fair, satisfactory 
plan—a plan that will increase efficiency, increase 
interest and keep up what we call ‘business pep’ 
every day in the year. 

“With your permission I will outline a few of the 
many methods that are now in use and try to point 
out some of the weak points. _I will name these plans 
in about the order I think they should come 


this plan is_ terrible. 
For example, you get 
in a shoe and mark it $12.00. It doesn’t move. 
You mark it up to $13.00 and give $1.00 to 
the salespeople as a P.M. This seems to me to be 
very unfair to the buying public, and it does not 
get the right merchandise sold to the customer. 
Shoes are often fitted either too short or too large. 


PLAN THREE 
Straight Salary 


“This plan is the oldest method of all. I would not 
say it is really an unfair one, but it is not by any 
means the best for either employer or employe. It 
doesn’t bring forth proper aggressiveness or create 
interest. The personality or real ability of the sales- 
person is not developed to show great volume and 
volume increasing turnover, gross profit, discounts 
and net profits. 
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PLAN FOUR 
Salary Plus Percentage of Profits 


‘This plan has in many cases proven to be very un- 
satisfactory. During the years the firm makes good 
net profits the salespeople are satisfied, but when net 
profits are less the salespeople may have served just 
as well though they receive but little bonus and be- 
come very dissatisfied. This plan would be a poor one 
to use to keep help with you when prices do begin to 
drop. 


PLAN FIVE 
Salary Plus Bonus 


“A straight salary is paid weekly and the firm sets 
aside a certain amount to be distributed at the end of 
the year, a certain percentage to be paid on amount of 
salary drawn, a percentage on the sales of each sales- 
person and a certain amount to be distributed on a 
basis of the length of time employed. I cannot see 
where this plan would get volume or in any way make 
the salespeople efficient or keep them satisfied during 
the year, because they would not know just what they 
were to get. It looks to me as though it were more of 
a gift than a real method. 


PLAN SIX 
Percentage of. Gross Sales 


“No guaranteed weekly salary is paid. A -certain 
per cent on their gross sales is paid salespeople 
weekly. Six per cent is used as a basis in many large 
city stores. For example, when a person sells $500 
per week he receives $30.00 salary. This may work 
satisfactorily in large cities, but salespeople must eat 
every day in the year and in some of the smaller towns 
this would be a poor plan. Any plan must work week 
after week, year after year, to be a fair and good plan 
to tie to. 

PLAN SEVEN 


Salary Plus Percentage on Sales 

“Under this plan the salespeople receive a certain 
guaranteed weekly salary and a certain percentage on 
their sales, payable weekly. For example, each one 
has a drawing account of $20.00 per week and two 
per cent on gross sales. When $300.00 per week is 
sold they get $26.00 or for $600.00 in sales they would 
get $32.00. This I would call a very fair plan to the 
employes, but not so fair to the employer because the 
salesperson gets the guarantee whether he sells any- 
thing ornot. It is easy to operate 
and better than fixed salary only. 


PLAN EIGHT 
Salary Based 
Quota Plus Bonus 


“This is the plan 
I recommend. In my 


alte 


on 


{ 


i Hull 
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opinion, this is the best of ail the various 
plans. I believe it to be absolutely fair to both 
employes and employer. It places every sales- 
person on an equal basis. A  saleswoman gets 
as much as a salesman if she sells as much and 
earns as much. It is not reasonable to believe we 
can employ every shoe salesman and saleswoman on 
the same weekly drawing salary, as a high-grade 
experienced shoe man can sell a much greater volume 
and serve the public more efficiently than a young 
woman just starting to learn the business. One must 
have a much larger salary than the other, but still on 
the same basis as to quota and bonus. 

“The percentage to use as a basis to figure this plan 
on will vary in the different stores. Some may use 6 
per cent, others 7 per cent and others may find it 
necessary to pay 8 per cent. This each person must 
decide himself by comparison of past records. 


Establishing the Quota 


“For example, the salesperson is guaranteed $28.00 
weekly salary on a 7 per cent basis. His quota would 
then be $400.00 weekly. Should he sell $500.00, he 
would oversell his quota by $100.00 and earn a bonus 
that week of $7.00, or, in all, $35.00. The bonus would 
be placed to his credit to be paid later. I think the 
fairest and best way to pay the bonus is to pay one- 
half every month and the balance at the end of every 
six months. That keeps up interest and tends to 
keep a salesperson with you steady by paying balance 
in six months. 

“T believe in paying the same percentage on sales 
for borius as for quota, as it seems to me the last 
$100.00 sold is worth as much, or more, than the first, 
so why cut down on the bonus? Should a salesperson 
be unable to sell his quota on the average, then you 
are paying him too much weekly. 


Certain Adjustments Necessary 


“Should it be impossible to divide your window and 
stock work up equally, then pay the salespersons hav- 
ing this work so much extra each week, this amount 
not to figure against their quota. In order for this 
plan to be of greatest benefit to both employer and 
employe the percentage and salary should be so 
arranged that every salesperson, if possible, makes a 
bonus every month, as the bonus keeps up interest, 
gets volume and satisfies everyone. 

“This plan can be carried on to the office, 
window, floorwalkers, cashiers, 
delivery department and any 

other employe not 
engaged in_ sell- 
ing by using the 
amount of bonus paid 
the salesforce as a 
basis.” 
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H'c# prices of shoes have boosted your repair business. AIR-PEDS 


come along at the right moment to take advantage of this and 
give you a new, big profit. They protect soles—thus doubling and 
tripling the life of shoes. 


AIR-PEDS roll up Repeat Orders 


And repeat orders are the acid test of the worth of an article 


Our Saturday Evening Post campaign is educating mllions to know 
how AIR-PEDS comfort feet and save shoes. 


People quickly see the importance of saving the original sole of the shoe 
in order to preserve the shape and appearance. AIR-PEDS do this. 


The biggest shoe and leather findings jobbers are stocking up and 
featuring AIR-PEDS. 


AIR-PEDS already are starting faster AIR-PEDS are made in three pieces. 
than rubber heels did. They apply the They cannot crack and do not rip 
rubber-heel principle to the entire shoe. open. They cannot draw the foot. 
They attach as easily as a rubber heel They make walking “ pleasure. They 
and in the same way. Cushion rub- prevent skidding and falling on wet, 
ber takes all the jar out of walking. slippery walks. They keep the feet dry. 


- AIR-PEDS Save the Shoe 


and preserve its shape 


Made in black and chocolate. Sizes 51% to 11%. For wide and narrow shoes. 


FEATURE AIR-PEDS IN YOUR WINDOWS 
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People want to buy 
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| Pioneer Products, Inc. 
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35 West 39th Street 
New York City 
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Women’s Patent Turn Pump, Bordeaux last, 
24-inch wood covered full Louis Heel with 
aluminum plate. 


AA 4% to 8 




















iS ee bake $9.50 
Women’s Patent Turn Oxford, Pasadena last, 
6 blind eyelets, 214-inch full Louis covered 
heel with aluminum plate. 


AA4 to8 
A 3%to8 
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The models illustrated above are seasonable and popular and will do 


much to increase your sales and profits this season. 
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They are quick sellers—in fact they sell- themselves—for they appeal 
to women who desire stylish footwear that fits properly. — 


I 





They are in stock—Shipments can be made immediately. 


UTZ & DUNN CO. 


ROCHESTER ~ NEW YOK 
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BRANCH OFFICES 
New York City 


Bush Terminal Sales Bldg. 
130 West 42d St. 
8. A. McCOMBER 





Los Angeles 


718 Story Bidg. 
G. C. McATEE 


Denver 
218 Char'es Bldg. 
TIGER & McNUTT 
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The Best Buy of the Season 


Patent Leather Oxford—18-8 Louis Heel 


C and D Widths Price $4.50 
Same with 12-8 heel Price $4.50 


Sold only in 36 pair cases. Wire today. 


We cannot guarantee prices long. Terms 5 per 
cent ten days—Net 30 oad é 


vet P.& R. Shoe Co. JE28 


Haverhill 
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Turn Ties In Stock 


Early Delivery 


Widths AAA-C 
ATLANTIC AVE end ESSEX ST. 


400 Rooms-500 Baths 19 Aday and up 


ABSOLUTELY FIREPROOF 


There is a spirit of friends well 
met about this hotel that ap- 
peals to the visitor to Boston. 
For years it\has enjoyed the 
reputation of being the head- 
quarters for the shoe and 
leather trade. 

070—Mat Kid Cleo Tie, Suzet, Wood Louis... ...$9.50 Rates reasonable. Service the 


470—Black Satin Cleo Tie, Suzet, Wood Louis. .... 7.50 best. «For reservations write 
970—Colt Cleo Tie, Suzet, Wood Louis............ 8.75 i or wire. 


THE HOTEL ESSEX CO. 


UPHAM B 6. SHO E CO, - McCARTHY BROS. 


StOU hton, Mass. N PROPRIETORS 
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OF NOVELTIES 











STYLES 


and 


QUALITIES 





No. R659—Women’s very fine High- 
Grade Havana Brown Kid Oxford, 
Straight Tip, Welt Sole. AA to C Widths 


Price $8.00 


No. R2400—Same style as above. 
ception genuine Brown Calfskin 
A to D Widths 


Price $7.25 


Ex- 








That 
Denote 
Quick 

Turn-Overs 


These 
On The 


Floor 














me No. R2101 


No. R2401—Women’s Genuine Brown 
Calf Brogue Oxford, Welt Soles 
A to D Widths 


Price $7.50 


No. -R400—Women’s Genuine Black 
Kid Oxford, Stitched Wing Tip, Welt 
AA to D Widths 


Price $7.85 





Order Today 


ORDERS SHIPPED 
SAME DAY RECEIVED 








No. R1633—Women’s Genuine Black 


Vici Kid Oxford, Imitation Tip. Flexible 
McKay Sole, Leather Louis Heel 
A to D Widths 


Price $5.00 


No. R767—Same style in Military Heya 
B to D Width 


NoveLry 


No. R2494 


No. R2494— Women’s Fine Quality Black 
Vici Kid Oxfords, Thin Leather, Louis 
Heel, Welt Soles, Imitation Tip 

AA to D Widths 


Price $6.25 
DEE SA PT ses melas cen OS 
No. 2495—Same in _— Heel AA 


to D Widths... $6.25 


Go, 





NOVELTY SHOE BUILDING 
32 S.WELLS STREET CHICAGO 
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“EVANGELINE” 


SHOES for WOMEN 


TWO STOCK STYLES 
THAT ARE PRICED 


RIGHT! 


READY FOR AT-ONCE DELIVERY 














No. 3642 
BLACK KID TONGUE PUMP, 87 LAST, 
19/8 LOUIS HEEL, GOODYEAR WELT, 
ALUMINUM PLATE. PRICE..... $6.40 











YOU CAN’T GO WRONG ON 
THESE TWO SHOES—AND 


























No. 3634 
THEY CAN BE RETAILED AT | Royal, PURPLE. CALE OxORD: 
HA TIP WITH PERFORATION, 
PRICES THAT ARE WITHIN THE NATURALWELT. WHITE STITCHING, 
BOUNDS OF REASON. 15 INCH HEEL. PRICE ....... $7.06 
AM IMPROVED CUSHION SOLE 
FAMOUS SHOES, DR. A. REED PAT- DAVIS 
Cunt ot ont ENTEE, 1900, 1901. THIS IS NEW PROCESS 
rumbs of Comfort NOT THE ORIGINAL DR. A. A FLEXIBLE 
VIOUSLY PATENTED BUT 
SHOES HIS LATEST INVENTION. McKAY 


























Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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is 8-8 heel. = mecil. 8-8 hee as 
soles, ciel A B. 6-11: C, 5-il; D, 5-11. 


Sede | Price 
$9.00 tee __ $9.00 


These High Cut and Oxford Styles 
Are Exceptional Value. Their. Sale 
Means A Volume Business and Good 
Profits For Dealers .. .. 


DEORE RCO RD REIL IR ICRI IE JRC CD ICICI CIRC 


Price — 
$6.75 


Stock No. 1519—“Ko-Ko” Cordo oxford, Stock No. 7516—White Nubuck oxford, Stock No. 1518—‘Ko- Russia calf o: 
“Royal” last. A, 7-11; B, 6-11; C, 6-11: white “Neolin” sole, white rubber heel, ford, ‘ “Park” last. fesie "Bell: 5-11 
D, 6-11. Rey wet: A, 7-10;]j B, 6-10; C, 5-10; D, 5- 


Our Floor Stock Is Ample At All —_— To 
Assure Deliveries of Every Advertised Shoe 


FISKE SHOE. & LEATHER CO. 


MAKERS OF SATISFYING GOODYEAR WELTS FOR MEN 


BOSTON CHICAGO . 
717-719 Atlantic Ave. 301-303 W. Monroe St. 
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There are Baby Louis —and Baby Louis’ 
But the Best Baby Louis is 


Zee 
AN ANAS 
(RARA 


' 


ARG 
ser 


Ny7 


Chany Pony Ped 
ENN 
RARARAR 


4 
J 


PAYA) 
Shasiess 
ARARARG 


VGbrrect Dodg e- 


FOR ALL OCCASIONS 


IN STOCK 
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No. X303 SoS 
ASS No. X287 
No. X298 
Stock No. X317—Patent oe Ps es 
Leather In-step Strap Slipper, ie tt 4g; ae we is Wood 
114 inch Baby Louis Wood Covered Heel. Price... 
Cc ed Heel. Price... . .$6.75 
sie - = Stock No. X287—Patent 
Leather Opera, ds inch Bab 
Stock No. X319—Same in Dull Louis Wood Covered Heel 
Calf. Price 
Stock No. X298—Same in 
Stock No. X320—Same in Peters’ White ED, os 


Black Satin. Price...... ..6.25 
en re i Babe 
t 
Stock No. x28—Same in LSti"vloed” Cotte Fel 


White Calf. Price. ...... $8.15 


No. X317 No. X290 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


E. T. Fogg J.P. Murphy Joseph Shaw M. C. Oberdorfer Solly Schweitzer 
Boston New York Philadelphia Chicago n Francisco 
183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 417 Pacific Bidg. 
Great Northern Bidg. 


Harry Wheeler Shoe Co H. W. Drake J. Rosenthal & Co. Bert Grosskurth 
Montgomery, Ala. Kansas pny Mo. La Campagna Bidg. Fred Fuhrman 163 Yonge St. 
537 Ridge Bldg. Rizal Ave., Manilla, P. I. Mexico Room’7, Toronto, P. O. 
nada 


All goods sold F. O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 
Prices and Deliveries Not Guaranteed 
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MARION MEN OUT 


Fine Line of Samples, Says Sales 
Manager 


The Marion Shoe Company, Marion, 
Ind., reports that its salesmen are now 
all out on the road with their Fall 
samples. “Our men,” says Sales Man- 
ager C. A. Sabine, “really have a mighty 
good line of samples which any Brock- 
ton firm would be proud of, and they 
have a selling proposition which they all 
believe outshines anything that Brock- 
ton has ever put up to the shoe mer- 
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Traveling, Shoe pion smen 


Activities of our Trade Ambassadors 
On and Off the Road 
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Beahr, Kentucky, Tennessee, Virginia; 
Geo. L. Clanton, Missouri, Arkansas; 
Glen L. Codman, Southwest; C. G. 
Dow, Illinois; F. P. Gardner, Iowa; 
F. C. Lahrman, Indiana; G. J. La- 
Montagne, New York State; J. R. 
Lester, North Carolina, South Carolina, 
Georgia; R. S. McPeak, West Virginia, 
Ohio; J. Geo. Miller, Ohio; R. N. 
Price, Chicago; C. F. Ryan, Michigan, 
Wisconsin; E. E. Snell, Indiana; A. M. 
Statler, Jr., Memphis, Mississippi, Ar- 
kansas; J. W. Vaughan, Pennsylvania; 
P. E. Vaughan, Pennsylvania. 























GLEN L. CODMAN 


Southwestern Representative of Marion 
Shoe Co., Marion, Ind. 


chants of the country. We are soon 
going to back them up with a very 
liberal campaign of advertising, so look 
for the Marion Shoe Company to show 
some added speed from now on.” 

The present roster of Marion’s sales- 
men follows: 

E. G. Adams, Alabama, Mississippi; 
L. E. Barber, Kansas, Nebraska; Major 
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EDWARD A. GRAY 


A Hustler in Philadelphia and Pennsy]- 
vania for Pennington-Crowell Shoe 
Company, Manchester, N. H. 


CLOHECY WITH MARION 


Now Traveling Oklahoma—From 
Factory Cutter to Road Sales- 
man 


W. H. Clohecy is covering the State 
of Oklahoma with the Marion line. 


TS scGUaibcosbibabaassnatvevuartsverttc 


Mr. Clohecy is a man who has spent his 
life in the shoe business. When in the 
shoe factory he was rated as the fastest 
shoe cutter, and has a reputation in all 
of the shoemaking centers in the United 
States on account of his speed and 
accuracy. 

Mr. Clohecy has had a good many 
years’ experience on the road, having 
traveled for the Weyenberg ShoeManu- 
facturing Company in the State of 
Missouri and more recently in the State 
of Indiana for the Central Shoe Com- 


haa. 
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W. H. CLOHECY 


Road with the 
Line 


On the Marion 


Mr. Clohecy, or “Bill,” as he is 
popularly known among his friends, has 
been acquainted for years with the 
Marion Shoe Company organization 
and has closely followed the shoes made 
by this firm. He says that he is travel- 
ing the State of Oklahoma with the idea 
of making that same reputation for him- 
self as a salesman that he made in the 
old days in the factory as a cutter. 
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B. 156—Brighton Last, 
Pat. Colt, Plain Toe Oxford. 


* 
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B. 134—Bay State Last. Black B. 232—Marbridge Last, No. 26 
Kangaroo Bluchers, H. Single Sole, Russia Calf Bal., Heavy Single Sole, 
“Wingfoot” Heel. “‘Wingfoot” Heel. 





SHOES FOR YOUNG MEN 
- AND - 
MEN WHO KEEP YOUNG 











Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
Marbridge Building 


83 Essex Street 
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Delegates to the Tri-States Shoe Retailers’ Association Convention, held at Memphis, March 8, 9, 1920 





OHIO ELECTION COMING 


Spirited Contest Between Nominees 
on Rival Tickets 


At a recent meeting of the Ohio Shoe 
Travelers’ Association the following 
were nominated on the several tickets 
for the coming election: 


Red Ticket 
Ed. Metcalf, Marion Rubber Com- 
pany, president; Chas. Maxwell, Irv- 
ing-Drew Shoe Company, vice-presi- 
dent; Frank Vansickel, Neenah Shoe 
Company, second vice-president; P. J. 
O’Neil, Kropp Shoe Company, secre- 
tary; W. H. Reichel, The Union Com- 

pany, assistant secretary. 


Blue Ticket 

R. V. Zartman, The G. Edwin Smith 
Shoe Company, president; Harlan 
Rhodes, Julian-Kokenge Company, 
vice-president; E. R. Batterson, Har- 
risburg Shoe Company, second vice- 
president; R. S. McPeak, Marion Shoe 
Company, secretary; R. S. Vansickle, 
Carter Shoe Company, assistant secre- 
tary. 

Directors: P. W. Smith, Polle- 
Johnston Shoe Company; J. M. Stan- 
ley, Riley Shoe Company; J. J. Kalten- 
brun, Chas. A. Eaton Company. 

A very spirited contest is developing. 


RAY WITH LEO GORDON 


Former Cole Shoe Company Man 
Covering Florida 

A. L. Ray, formerly of the Cole Shoe 

Company, Jacksonville, Fla., has asso- 

ciated himself with the Leo Gordon 

Shoe Company in the capacity of sales- 


man and will represent. this company in 


Florida. 
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LoS ANN D—d 4 
C. WHYTE 

A live-wire knight of the grip, traveling 

New Jersey for Pennington-Crowell 

Shoe Company, Manchester, N. H. 


TO COVER NORTH SHORE 
Usher L. Spellman to Become Ohio 
Leather Company Salesman 

Usher L. Spellman, formerly con- 
nected in a selling capacity with Creese 
& Cook Co., calfskin tanners, 95 South 
Street, has accepted a position with the 
Ohio Leather Company, 33 South 


Street, Boston. 


“Usher,” as he is popularly known 
among his many friends in the trade, 
will cover the North Shore for the Ohio 
Leather Company, which territory he 
formerly covered for Creese & Cook Co. 

Mr. Spellman is very well known in 
the trade, having been connected with 
the Creese & Cook Co. the past 12 
years. 

CRISLER “ON THE JOB” 
Now ‘Travels West Texas, New 
Mexico and Arizona 

C. C. Crisler, who has been laid up 
in a sanatorium at Roswell, New Mexico, 
has now completely recovered. 

Mr. Crisler is very fortunate in being 
able to get ‘‘on the job” again so soon. 
He had a very serious illness and it was 
théugbt for a while that his shoe-selling 
days were over. 

His territory is West Texas, New 
Mexico and Arizona, which he is cover- 
ing for his firm, J. W. Carter & Co. 


SELLING FOR BRAUER 
C. G. Sellers Has New York and 
Pennsylvania 

C. G. Sellers has associated himself 
with the Brauer Bros. Shoe Company in 
the capacity of salesman. Mr. Sellers 
was formerly buyer for a retail depart- 
ment store in Pennsylvania and has 
just recently entered the wholesale end 
of the shoe business. He will cover the 
States of New York and Pennsylvania. 


REPORTS SALES GOOD 
Says Advertising In- 
creases Business 
Emil Hummelt, New York State 
representative for McElwain, Morse & 
Rogers, was in Rochester last week and 


Hummelt 
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YOU WILL GROW FAST Workmanship and perfect service predominate LET OUR IN STOCK 
; DEPT. HELP YOU 


BY STOCKING FLEX-LAST 


“The Perfect Turn Shoe” 


FLEX-LAST 


JUVENILE SHOES 


THE ALL-LEATHER 
SHOE 


Address all Mail to Office and Factory 


Our shoes contain all Grade A S. W. TAGER & CO. We use only the finest materials 


leather soles, heels, 243 West 17th St., New York City and exert every effort to 
counters and shanks eatin lie eeninieat build our shoes properly 


CATALOGUE MAILED ON REQUEST 

















BOUDOIRS IN STOCK 


Send us your orders and we will prove to 
you that ours are the best you ever had. 


BLACKS $1.60 REDS $1.75 
Less 2% ten days—Net thirty days 


Satisfaction Guaranteed 


We also make Strap Sandals, High and Low Heels 


THE CONSOLIDATED SLIPPER CO., Haverhill, Mass. 
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The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


207 South Street Boston, Mass. 
An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 


Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 


Translations from or into any language. Expert Advice for Exporters. 
Mediums for Advertising. 
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= ng 4 3 CAPACITY ' ONE OF THE FEW LARGEST 
AIRS A DAY BUILT IN EIGHT YEARS 
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“LOOK LIKE SHOES THAT MIGHT COST MUCH MORE” 


You'll See It Yourself 


THESE PRICES 


don't tell half the story of the value 
we ve put into these stock styles. Get 
them at once --- they Il work wonders. 


RACER 
623, Koko Rus. Calf 


ane [ 
6} OF 


Same in a . 
Next Better Grade ” ale Koko Russia Calf Lace 


ee Oxford, Racer Last, 
No. 733 , A — “4 noe Foot Rubber 


al a Heel. 
$8.50 ‘ —— Widths: B, C, D 


C SPEEDWAY 
Koko Russia Calf 


K $7.75 


No. 472 
Same in 4, Koko Russia Calf Lace 


\ GUN METAL SIDE . ' : ws Oxford, Speedway Last 


Widths: B, C, D 


No. 468 ald ~~ si Sizes: 5% to 10 
$5 .90 reese 
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BRANCH IN 


PHILADELPHIA 
BALTIMORE e 

PITTSBURGH NT CHICAGO 
FACTORY 1} a FACTORY 2 


MONTELLO CITY OF 
BROCKTON BROCKTON 
HOME OFFICE STOCK HOUSE SALES ROOMS 


UNBRANDED 196 CHURCH STREET, NEW YORK CITY FROM STOCK 


R OR FACTORY 
ann TS eaEN BOSTON OFFICE 207 ESSEX STREET AS YOU WISH 
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SOCKET-FIT SHOES 


For Men = erm'r=:: For Women 






































The Y.W.C. A. is conducting a National Publicity campaign for Better 
Feet thru More Sensible Shoes. The National Board of the Y. W. C: A. 040—BIL. Kid $9.50 
has approved Socket-Fit Shoes because of the following features :— 050—Br.Kid 10.00 
060—Br.Clf. 10.00 
0—White 


— ove 

— Proper Fittin; and Heel j i ii 

3—Flexible Shan ‘ - —_ 

4—A Last which properly balances Weight of Body and 
Corrects Improper Walking and Standing 

5—Union Made 











40—BI. Kid $10.50 
50—Br. Kid 11.00 














Carried in Stock AAA to EE 


TAKE ADVANTAGE OF THIS PUBLICITY 
Every part of the United States is covered by thisY. W. C. A. publicity. 
everywhere are ordering Socket-Fit Shoes to meet the demand which is a natural 
consequence. Write loday for agency proposition. 


STOVER & BEAN CO. 


LOWELL, MASS. 


Merchants 


























reported good business all through the 
State, especially in Rochester. Mr. 
Hummelt is one of those salesmen who 
believe in advertising and is very en- 
thusiastic about the national and trade 
paper publicity and attributes the fact 
that he is getting large orders at this 
time to the extensive advertising of his 


company. 


STROHEIM NOW ON ROAD 


Leaves Retail Trade to Sell Samuel’s 
Shoes 


The latest addition to the Samuel 
Shoe Company’s salesforce is Erwin 
Stroheim, who is well known in the 
retail shoe trade. He will take care of 
Samuel’s business in Ohio. 


Des Moines 


CHEAPER SHOES SOUGHT 
Most Popular Prices Are Those Be- 
tween $7.50 and $10.00 


The people of Des Moines, according 
to the managers of the Des Moines 
shoe stores, are buying cheaper foot- 
wear. Shoes and oxfords selling at from 
$7.50 to $10.00 are being bought in 
great quantities. Even wealthy men 
and women who have been paying high 
prices are looking for cheaper shoes. 
They are coming to bargain sales in 
great numbers and are watching closely 
the quality and value that they are 
getting for their money. The stores 
that are selling lower priced shoes in 
Des Moines are getting the greater 
volume of business, and the stores that 
cater to a high class of trade are selling 


their cheaper shoes much more rapidly 
than the higher priced ones. The high- 
priced merchandise in all stores is 
reported to be moving very slowly. 


RETAIL TRADE INCREASES 


Women’s Oxfords and Men’s 
Brogues Are Prevailing Styles 


Bright, warm weather in Des Moines 
is causing a decided increase in business. 
Wilkins’ shoe department is featuring 
brown oxfords with low heels. Black 
and brown suede oxfords with the 
French heel are their novelty, as also 
are the satin oxfords. Slade’s Shoe 
Store is showing a very neat line of 
men’s brogue oxfords at from $10.00 to 
$18.00. They are playing strongly on 
satin ties in black and brown at prices 


ranging from $10.00 to $15.00 in the 
women’s division. Brunk’s store is 
giving attention to the popular demand 
for oxfords and pumps in all styles under 
and at $10.00. The French last is seen 
in the show windows, but is not selling 
to any extent. 
Fads Club Meeting 

The Fads Club, which is composed of 
the employes of the Panor Shoe Stores, 
held its monthly meeting on Monday 
evening, April 5. A ball club was 
organized that intends to put a strong 
team in the field to win the city league 
championship. Dave Yarowsky was 
elected captain. 

W. S. Avant, advertising manager of 
Panor’s, is delivering a series of lectures 
on shoe advertising before advertising 
students at Drake University. 


Cut Sole Plant Starts 


The W. B. Held Company is now 
operating the cut-sole plant recently 
established in Chicago. The concern 
occupies three floors, which gives them a 
capacity larger than that of practically 
any other in the city. Distribution of 
their product will be limited to the shoe 
manufacturing trade for the present. 
However, at a later date some portion 
of the output may be distributed among 
finders. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 




















Failures 


Ww ~” Hoboken, N. J.—Rebecca Winter, shoes, 

meeting of creditors on March 11, at 

ich a majority of the creditors were present 

onl she was resented by her husband and 

attorney. Liabilities for merchandise were 

placed at $6,000; assets were invoiced by 
creditors at $12,500. 

Brooklyn, N. Y.—J. Meyer Levinson, 454 Fifth 
Avenue, shoes, reported petitioned into bank- 
ruptcy. 

Beaumont, Texas—D. Greenburg, shoes, etc., re- 
ported petitioned into bankruptcy. 

Beaumont, Texas—D. “oy shoes, etc An 
involuntary petition in bankruptcy has been 
filed against the above. 

Guntersville, Ala—L. P. Johnson & Whitman, 
shoes, etc., reported petitioned into bank- 
ruptcy. 

Dublin, Ga.—Union Dry Goods Company, shoes, 
etc., reported asking for general extensicn. 
Corinth, Miss.—A Green, shoes, etc., reported 
ing a meeting of creditors for April ; 22. 
Philadelphia, Pa.—Abraham Cohen, 917% North 
Marshall Street, shoes, reported embarrassed. 


Changes 


\bington, Mass.—The Hayes Shoe Corp. will start 
the manufacture of boys’ welt shoes on April 
15. They will occupy the Conrad factory and 
will start with a production of 30 dozen. 

Boston, Mass.—The Griess Pfleger Tanning Co., 
tanners, incorporated with an authorized 
capital of $50,000. 

The Handy Shoe Manufacturing Co., shoe 
manufacturers, name changed to High Grade 
Shoe Manufacturing Company. 

J. Ernest Mullen Co., leather, capital stock 
increased by $50,000. 

Skilton-Childs Co., upper leather, recently 
commenced business with an authorized 
capital of $50,000. 

Damon & Ellis, Inc., have increased their 
capital stock from $20,000 to $40,000. 

lam Shoe Co. of Boston. Under date of 
March 31, 1920, they incorporated under the 
laws of Massachusetts, authorized capital 
$200,000. Purpose to manufacture shoes. 
The incorporators and officers are as follows: 
Fred S. E _ president; Claude H. Daniels, 
treasurer; A. G. Sleeper, clerk. 

Brockton, deep te Shoe Manufacturing 
Co., Inc., shoe - aera capital stock 
increased by $20, 

Everett, Mass. ted ow ery Hill Shoe Co., shoe manu- 
facturers, capital stock increased by $75,000. 

Haverhill, Mass.—B. & S. Shoe Co., incorporated 
for the purpose of manufacturing shoes. The 
authorized capital is $50,000. The incorporat- 
ors and officers are as follows: Samuel Becker, 
president; M. Hillson, treasurer; Nathan 
Gerber, R. Becker. 

Lowell, Mass.—Federal Shoe Co., rted filing 
a certificate reducing their capita bal chedh from 
$150,000 to $25,000. 

Lynn, Mass.—A. Jacobs & Sons Co., shoe manu- 
facturers, capital stock increased by $35,000. 

Standard Shoe Co., Inc. They have in- 
creased their capital by $5,000, making an 
authorized capital of $20,000. 

Peabody, Mass.—New Patent Leather Co., tan- 
ners, incorporated with an authorized capital of 
$4,000. 

Quincy, Mass.—B. Fritz & Son, shoes, etc., re- 
ported succeeded by Harry Berman. 

Salem, Mass.—North Shoe Co., Inc., shoe manu- 
facturers, incorporated with an authorized 
capital of $25,000. 

Webster, Mass.—Rosener & Kelley, Inc., gents’ 
furnishings and shoes, incorporated Wih an 
authorized capital of $3,000. 


Wilmington, Del.—Reuben Kelrick, shoes, reported 
out of business. 

Tam Fla.—Keller-Murdaugh Co., shoes. L. P. 
Mentendh retires from the business. 

Windsor, Ill.—Jacob a shoes, etc., succeeded 

y Mrs. M. E. Glea: 

Frankfort, Ind. "Shanklin & Hemmelwright, 
shoes. Out of business. . 

Belleville, Ill.—L. Peskind & Sons, shoes, etc., in- 
‘ corporated whe a —-_ - of $25,000. 

ee Ind.—C Seigmund, shoes, suc- 
ceeded by Hart Shoe Compan 

—- Ind.—Omer Legg, shoes, lee & Zehner 


‘oO 

Warsaw, Ind.—R. J. Netter, shoes, removed busi- 
ness to Fort Wayne. 

—_—— Ia.—Abramsohn Brothers, shoes, suc- 

d by J. S. Abramsohn. 

Des Moines Ta.—Rose Kamraz, shoes, succeeded 
by M. J. Kamraz. 

Joseph Rubin, shoes, etc., reported sold out. 

Abilene, 9 —Abilene Mercantile Co., shoes, etc., 
closing out. 

Kittery, Me.—Co-Worker Shoe Co., capital $50,- 

000, to deal in shoes and articles o clothing. 
Incorporators: Frank R. Tarbox, Boston, 
resident; Robert A. Brown, Westwood, 
po treasurer; Franz U. Burkett, clerk, 
and William Shepherd Linnel, Portland. 

Lawton, Mich.—L. Stern & — shoes, etc., suc- 
ceeded by Julius Desenbe: 

Walkerville, Mich.—J. H. oa shoes, etc., sold 
out to Walker & Walker. 

Evan, Minn.—J. C. Foster, shoes, etc., succeeded 
by Foster & Johnson. 

. Louis, Mo.—Benjamin F. Christman, shoes, 
succeeded by ey gy Brothers. 

Chadron, Neb.—Oscar S a shoes, etc., suc- 
ceeded by Edward Spra 

Auburn, N. Y,—Dunn sists. yt paee 
facturers, capital increased to $3,300 

Brooklyn, N. Y¥.—Arkay Shoe Co., nay Ra 
facturers, reported out of business. 

Century Shoe Co., Inc., shoe manufacturers, 
incorporated with a capital of $6,000. 

Louis Levitt, 472 Metropolitan Avenue, 
shoes, reported sold out business. 

Max Radlow, 1379 Myrtle Avenue, shoes 
and repairs, reported sold out. 

Brooklyn, N. Y.—Macey’s Bootery, Inc., shoes, 
etc., incorporated - i capital of $10,000. 
L. and I. Siegel and M asia, New York, 
are the incorporators. 

Haverstraw, N. Y.—M. Spieci, shoes, closed out 
business. 

New York City—Boulevard Shoe Co., Inc., shoes, 
incorporated with a capital of $20, 000. L: 
Margolies, S. J. Feldman and S. Flaumenbaum 
are the incorporators 

Upper Shoe Manufacturing Co., Inc., shoe 
manufacturers, capital increased to $200, 000. 

Smith & Kline’s Boo Inc., shoes, in- 
corporated with a capital o' of $20, 000. 

Solo Shoe ae ee shoes, capital in- 
creased to $20. 

Harry Waisnet Shoe Co., wholesale shoes, 
reported out of business. 

Colgate, Tie. —J. W. Carter, shoes, etc., suc- 
ceeded wv J. E. Walton. 

Y.—The F. S. Elam Shoe Co., re- 
ported , eae 

Youngstown, Ohio—Ungar Brothers, shoes, etc., 
succeeded by Nichols & Levine. 

Harrisburs, Pa.—American Boot Shops, shoes, in- 

rated with a capital of $25,000. 

Philade — Pa.—Wanger Wolf, 1444 Point 
Breeze Avenue, shoes, sold out to auctioneers. 

Woodlawn, Pa.—Roth Brothers, shoes, etc., suc- 
ceeded by Morris & Roth. 

Salem, S. D.—Scheinbaum & Brodkey, shoes, 
rtnership dissolved and succeeded by H. 
heinbaum. 

Payson, Utah.—Wellworth Stores Co., shoes, etc., 

succeeded by Farmers’ Mercantile Co. 

Yakima, Wash.—Newman Brothers, shoes, etc., 
sold out to McGann & Mayer Co. 

Antigo, Wisc.—Farnham & Yahr Co., shoes, etc., 
succeeded by Dakin & Strong Co. 

Madison, Wisc.—William Sinaiko, shoes, etc., sold 
to Joseph Kaufman. 


New Shoe Department 


Opened by Samuel Cohn for Ganz 
& Goodman, Union Hill, N. J. 


Samuel Cohn has resigned his posi- 
tion as manager of the ‘Newark Shoe 
Stores Company to open and take 
charge of a new shoe department just 
installed in the largest department store 
of Union Hill, N. J., known as Ganz & 
Goodman. 


New Shoe Stores 
Westenhaver . Brothers, Hoquiam, 
Washington, shoe department. 
Santen Brothers, Bluefield, W. Va. 
shoe department. 








MISCELLANEOUS 








Every Shoe Store Needs 


@ pair of 


“MANCHESTER” 


(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘“‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 
nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 

insole. 

Be sure and specify 
“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and gy ere 
Chi ranch 
Boston, Mass. 323-325 W. Lake St. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents. per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other ““Want”’ 
a seven cents per word for each insertion. Minimum 

amount a $1.25. Ads under this heading will be received 
up to noon, a Rang When advertisers desire answers to come in 
p my + this —- ee = words = be —— in —_ a. 
‘or address. en advertisers desire replies forwar rect to their 
10.00 8.00 7.00 6.00 5.00 address, each word of the address must be counted in the advertisement 
.15.00 12.00 10.50 9.00 7.50 and paid for accordingly. Answers to ads must be sent under letter 


-.20.00. 16.00 14.00 12.00 10.00 postage. 


‘“‘Recorder” rates for space less than one-eighth 
page per issue: 


Space 1 time 


$5.00 


7 times 13 times 26 times 52 times 


$4.00 $3.50 $3.00 $2.50 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





HAY E several openings for a few wide-awake 
salesmen who will appreciate a good line of 
feit slippers. Soft soles. Immediate and future 
delivery. Short range of samples. Can be used as 
side line. Name in confidence such information as 
references and territory desired. Five per cent 
commission on all accepted orders. Address B780, 
care Boot & Shoe Recorder, 127 Duane St., New 
York, N. Y 


7ANTED—Side line salesmen wanted to carry 
exceptional line comprising 35 samples ladies’ 
comfort turns and medium-priced dress welts as 
side line. References required. Write immedi- 
ately for territory. American Trade Corporation, 
146 Summer Street, Boston, Mass. 


. ALESMAN for well-known line of ladies’ in-stock 
specialties, together with line of men’s welts 
retailing at $10 and $12. New York City and 
Brooklyn. Exceptional opportunity. Address 
K292, care Boot and Shoe Recorder, 127 Duane 
St., New York. 
WANTED— Young man with seasoned experi- 
ence as wholesale shoe salesman to go to 
Philippines. Knowledge of Spanish required. State 
in first letter references, salary desired and fullest 
details regarding education and experience. Ad- 
dress B787, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





cern to call on the shoe manufacturing trade 
to sell our thread on a commission basis. Open in 
any territory.. Please state experience. Address 
B776, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMEN in Iowa, Nebraska, Oklahoma and 
Texas to sell work shoe. New feature. One 
— le represents the entire line. Very high 
le, excellent side line. Give previous experience 
con territory covered. Address B777, care Boot 
and Shoe Recorder, 207 South St., Boston. Mass. 


ANTED—High- grade shoe men who have had 

experience in selling women’s fine shoes. We 
have the following territories open: Minnesota, 
Wisconsin, Oklahoma, North and South Carolina, 
Virginia and West Virginia, also the city of Chicago. 
Men must have had experience in covering the 
territories they apply for and Moh _prote shoe ex- 
perience. To the right men we will give drawing 
accounts. Leo Gordon Shoe Co., St. Louis, Mo. 


‘ALESMEN wanted for Western Pennsylvania, 
Ohio and New York State, to carry line infants’, 
children’s and women’s medium and high-grade 
turns in stock, as side line. Address P114, care 
Boot and Shoe Recorder, 929 Chestnut Street, 
Philadelphia. 
XPERIENCED shoe salesman wanted to sell 
ladies’, boys’ and little gents’ welts and McKay 
shoes. Address K291, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 


HOE SALESMEN wanted by established Phila- 
delphia wholesale shoe house, for Philadelphia 
and adjacent territory; also one for Baltimore and 
Washington, etc. State experience and full par- 
ticulars in your reply. Address B782, care Boot 
Pa. Shoe Recorder, 929 Chestnut St., Philadelphia, 
a. 
ANTED—Salesmen to c arry 'y high- grade s| spats 
as side line. Address B412, care’ Boot and 
Shoe Recorder, 609 Powers Bldg., Rochester, N. Y. 
ALESMEN WANTED to represent wholesale 
house carrying lines of men’s, women’s and 
children’s job shoes, in Southwest territory. Also 
want representatives desirous of carrying side line 











ANTED—Sal inted with Michigan 

shoe trade. With ‘rubber experience pre- 
ferred. Marion Rubber Co., 86 Jefferson Ave., 
Detroit, Mich. 


VERGAITER SALESMEN wanted for high- 
grade line of overgaiters. Must have experi- 
ence. Commission basis with drawing account. 
Address B755, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMAN WANTED 


For Chicago Territory 


One with experience in selling Women’s 
High-Grade Shoes to retailers. 


Bata Shoe & Leather Co. 
66 Willow Street Lynn, Mass. 














A thriving shoe manufacturing concern in 
the Brockton district making men’s fine and 
medium-grade welts is looking for a high-grade 
salesman who has the ability to dispose of a 
large volume of shoes. [If ability is demon- 
strated will make sal . An 
opportunity for an energetic man who is de- 
sirous of growin, bong a big profitable proposi- 
tion. Address 78, care Boot and Shoe Re- 
corder, 207 South ‘St., Boston, Mass. 














Salesmen Wanted 


WANTED-Salesmen ‘calling on the retail trade 

to carry our line of, boudoirs and strap sandals 
as a side line, liberal commissions, following terri- 
tory: New England, New York, Ohio, Pennsyl- 
vania, Missouri, Louisiana, Michigan, Kentucky, 
Alabama, Colorado and the Carolinas. The Baker 
Shoe Company, Haverhill, Mass. 





STYLE MAN 


Manufacturer of women’s shoes wishes to 
employ a man who is thoroughly experi- 
enced in last, die and pattern development 
and in factory routine matters pertaining 
to their use. Replies will be considered 
confidential and should contain full par- 
ticulars regarding all previous experience 
in the business. Factory within 60 miles 
of Boston. Address B779, care Boot and 
Shoe Recorder Publishing Company, 207 
South St., Boston, Mass. 








FLOOR MAN WANTED—A large Texas shoe 
store requires the services of an éxperienced 
man with executive ability, to take entire 
charge of our first floor. Must not be over 35 
years old. Good personal appearance. Good 
permanent position and good remuneration. 
Apply with photograph. Volk Brothers Com- 
pany, Dallas, Texas. 








Volk Bros. Co., Dallas, Texas 


require an experienced window trimmer 
and advertising man. Must be artistic 
and write good constructive copy. We'll 
give you co-operation. Apply with photo 
of windows and ads. Good salary. 














LINE WANTED 











POSITION WANTED 


WANTED—A side line of white goods on com- 
mission for New Jersey and vicinity. I have a 
large territory and can sell them. Address B783, 
care ae and Shoe Recorder, 207 South St, ,Bos- 
ton, Mass. 





OSITION WANTED—High-grade cost man 
and manufacturer, a thorough shoe man, a 
eae, with the nt oe and guts. Available 
or immediate change oderate salary to start. 
Address B785, care ag and Shoe Recorder, 207 
South St., Boston, Mass 


EXPERIENCED | — shoe man would like to 

go into growing jobbing concern. Would invest 
$10, 600. Address K290, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





ay yet having established Boston office and 
a long and extensive acquaintance with the 
wholesale trade desires a line of misses’ and chil- 
dren’s McKays or welts to handle on commission 
to jobbing trade. Address B786, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








PROPOSALS 








ANUFACTURERS, ATTENTION. Two sales- 

men, with years of wholesale experience, desire 
connection with manufacturers for the jobbing, 
mail order and large retail trade in the East. 
What have you to offer? Address K288, care Boot 
and Shoe Recorder, 127 Duane St., New York. 








HELP WANTED 





of men’s or women’s in-stock shoes. Cx 
basis. Good opportunity for live-wire salesmen. 
Write at once, giving full particulars and reference, 
to B784, care Boot and Shoe Recorder, 1627 Locust 
Street, St. Louis, Missouri. 


We onl ana. Western with established trade i in 
Ohio ‘dies’ estern Pa. 


en care, E oe and Shoe , 207 
th St., Boston, Mass. 


ANTED—Buyer and manager for shoe depart- 
ment, Iowa City, 12,000. Excellent oppor- 

tunity for bright, capable man. Must be Al shoe 
man and a hustler. State age and experience in 
detail, salary expected. Frankel Dry Goods Co., 
Oskaloosa, Iowa. 
GHOE ARTIST | WANTED. Must be experi- 

enced both in line and airbrush work. Steady 
position. State experience and salary. _Adver- 
tising Art Company, 1269 Broadway, New York. 


PROPOSALS FOR INDIAN SUPPLIES: De- 
— of 7 Interior, Office of Indian Affairs, 
shington, D. C., April 10, 1920. Sealed pro- 
posals, plainly marked on the outside of the sealed 
envelope: ‘Proposals for Hardware” (or other 
class o supplies as the case may be) and addressed 
to the “Commissioner of Indian Affairs, 310 Elm 
Street, St. Louis, Mo.,” will be received until 10 
o'clock a.m., on each of the following dates and on 
the class of supplies specified, and then opened: 
Hardware, June 3, 1920; Furniture, May 26, 1920; 
Harness, Leather, etc., May 28, 1920; Tinware, 
Stoves, etc., May 31, 1920; Shoes, Overshoes, etc., 
May 28, 1920; Paints, Oils, etc., June 1, 1920; 
Medical Supplies, June 3, 1920; Carbide, etc., May 
26, 1920. edules covering all necessary informa- 
tion for bidders will be furnished - application 
to the Indian Office, beeeseny > le . C., and to the 
U. S. Indian Warehouses at Chicago, St. Louis, and 
San Francisco. The Department reserves the right 
to reject any or all bids or any part of any bid, and 
to pést tentative awards ptly, subject to 
correction. CATO SELLS, Commissioner. 





April 17, 1920 
FORTSALE 


BOOT AND SHOE RECORDER 


WANTED TO PURCHASE 








FORISALE—Shoe store, with a well-established 
trade. we old stock. One of the best locations 
in Ohio. Worthy of inspection. Address B788, 
are = and Shoe Recorder, 207 South St., Bos- 
ton, ass. 


‘HOE STORE, Philadelphia, very prominent up- 
J town transfer corner. Established 35 years and 
doing over $40,000 business yearly. ould be 
loubled. Price $17,000 for beautiful corner prop- 
rty, stock of $12,000 to $15,000 at inventory. Must 
ve seen to be appreciated. Lowenstein, 1001 
‘hestnut St., Phila., Pa. 











BUSINESS OPPORTUNITY 


~ HOULD you be a good young man who can rep- 

resent a reliable New York wholesale house for 
ie territory of Brooklyn, and know the trade 
w the territory, there is a wonderful opportunity 
pen. Address B781, care Boot and Shoe Recorder, 
27 Duane St., New York, N. Y. 











FOREIGN AGENCY 








Pino & Herrero 


Brokers 
and Manufacturers’ 


Agents 


We travel all through the 
territory and Hayti. 


We accept agency of any 


kind of products manufac- 
tured and raw material. 


Shoes and leather are our 
specialty. 


Complete experience and 
good references. 


Spanish, English and 
French correspondence. 


Correspondence is re- 
quired. 


La Romana, Dom. Rep. 
N. S. No. 4 Street 











We Buy for Cash 


a Jobbers’ and 

Retailers’ Surplus Stocks, Jobs, 

Close-outa 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 
Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 








WANTED FOR EXPORT 
Slow Sellers 
YOUR 


Sees, Muetiese 
Entire Stocks 

FOR CASH 
NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 














MISCELLANEOUS 





WANTED TO PURCHASE 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of Shoes. 

ses having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


4123 Broadway. New York Tel. 9531 Canal 

















CASH PAID 


for’ shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to in- 
vestigate and make offer upon request 


Max Kalter Mercantile ¢ Co. 


591 Broadway, New York City 
Phone Spring 5160-5101-5162 








Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving aud help the ap- 
rance of your store. 
Shipped subject to ap- 
proval and satisfaction 
guaranteed 
Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO, 
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Boot and ShoeRecorder 


OFFICES IN 


BROCKTON OFFICE: 224 Moraine St., Geo. W. 
R. Hill ana Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. Tele- 
hone Main 1089. B.C. Bowen, Manager. 

) ie OFFICE: 1627 Locust St. B. C. 
NEW YORK K Orbic CE: Room 102, Graham Bldg., 
127 an = St. a Walter Scott, Manager. 

one 
RDEEPHIA OFFICE: 929 Chestnut St. BH. 


Wal 
HAVERHILL “ORFICK: Chamber of Commerce 
= = National Bank Bldg. Geo. 
CINCINNATH( OFF CE: 501 First National Bank 
a a wen, Manager. Telephone 
ROCHESTER OFFICE: 609 Powers Bldg 
power L. Seward, Western New York Rep- 
tative. ne Stone 6314. 
LYNN ‘OFFICE: F annon. 
MILWAUKEE OFFICE: B. C. Bowen Monsen. 
Paris Offi ag 2 Rue des Italiens. L. bard, 


Mana 
London Office: John C. Curtiss, Manager. Man- 
sion House Chambers, London, EF. C. 
Australian Office: 430 Lit. Collins St., Melbourne. 
. Jervis Manton, Manager. 
Continental Ye William Salzman, Manager. 


Wasa, Vienna, Austria. 
ARGENTINA: Gerente, C. M. Elizondo , Calle 
ires. 


150, 
BRAZIL: Gerente, Leon Combacau, Ruaide 
Alfandega 204, _— de “eehe. 
CHILE: ange, Kae Rosas 1123-1127, Otte 
cokrimenm, erente. 
Pedro V. 


— Havana, Apartade 572, 
mtane’, Gerente. 
SPAIN: Gerente, Leoncio de Miguel, Librere- 
ant 20 Fuencarral, Madrid. 
MEXICO: Gerente, Jose Elizondo, 4a Dd 
—— 117, 17 Menton, D. F. 


Se Yokohoema, 





J. F. Wagea. 








MISCELLANEOUS 


Bf 


Without 








“FISHER” 
Trade a 
Reg. U.S 
Pat. Off. 
HEEL and 
COUNTER 

SUPPORT 
A_ Help to 
Weak Ankles 

Prevents the Counters of Boots and 

Shoes from Running Over. Easily = 77 


lied. No Repair Department should 
without them. 


The New Improved 
“E. W.” 
SHOE STRETCHER 


will adjust counters or stretch 
y meal two Ya Ei, sizes —- 
emesing ee is 13 to ‘eae 12. 
either 
heigh id to 
= ter height or wi 
» 200 each. 


F. W. WHITCHER CO. 














WANTED TO PURCHASE 











We buy quick and pay highest cash price 
On nates ae ‘and wholesale stocks of shoes or any 


o! 
ney =p no object. 
30 years our specialty. 
and fe 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, he = 


Phone, Stagg 1757 























BOOT 


the right 


. in the right fitting, for the right _— 
shoe merchants. "Thee hief purpose of the “Boot and 
which depends the progress of the entire allied industries = 


Annual Subscription in United States, $3.50! per copy, 25 cents. 


Member of the Associated Business Papers, Inc. Member of the Root LEN py Newspaper Ass’n. Member of Audit Bureau of Circulations 
Each issue copyrighled by the Boot and Shoe Recorder Publishing Co. Entered at the Post Office, Boston, Mass., as second-class matter 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


AND SHOE RECORDER 


oe ”*; sold for the to 

— CREED: Getting More Shoes Sold Riahes vat the Haht Pro a et ip the gree erent p sent pert, 
ing to vie ie Chale peadiactinn Gaal Gaadibation. 
Coneiitiins: $6.00. 


Cable Address BOOTRECO 


Foreign, $10.00. 














INDEX TO “WHERE TO BUY ’”’ 








BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass....... 127 

Ahearn, John, Boston 131 

Alden, C. H., Co., Abington, Mass 67 

Algier Shoe Co., Brooklyn, N. Y........... 127 

Allen & Bridgeo, Inc., Lynn, Mass........ . .59, 62 

Allied Shoe Co., Newburyport, Mass 128 

Arnold, M. N., Shoe Co., No. Abington, Mass. 87 

Atlantic Shoe & Slipper Co., 

Ault-Williamson Shoe Co., Auburn, Me..... 

Bacon-Rollins Co., Lynn, Mass 

Bancroft-Walker Co., Boston.......... 

Barnett Shoe Co., Boston 

Barry, T. D., Co., Brockton, Mass... . 

Bartlett-Somers Co., Lynn, Mass........... 

Bates Co., A. J., Webster, Mass............ 

Beals-Pratt Shoe Mfg. Co., euinarhes and 
Watertown, Wis.. ea bale 

Berry, A. H., Shoe Co., “Portland, Me. 

Bleecker Shoe Co., New York City 

Bluestein Bros., Bos 

Blum Shoe Mfg. . Dansville, a 

Boardman Shoe Co., 

Brauer Bros. Shoe Co., ch , aah Mo 

Brown Shoe Co., St. Louis, Mo. 


Burdett ne Co., Lynn, Mass.. 
Carter, ,& Co., Nashville, Tenn., + od 


Cc nenowetts & Co., A., Boston. . 

Chipman-Harwood Co., Boston 

Civilian Shoe Co., Haverhill, ona : 

Collins & Staples, "Haverhill, Mass 

Consolidated Slipper Co., Haverhill, Mass.127, 162 

Co-operative Shoe Co., Cincinnati, 0... . 10 

Cotter a Co., 0, Lynn, Mass. . . ak wa 38 

Creighton, A o., Lynn, Mass..... , 57 

Cushing Shoe os", Lynn, Mass..... , 2 

Dalton Co., Brockton, ~~; : 

Diamond Shoe Co., New Yor d 

Dome, Nat. D., "Shoe _ . ea ERE 
Mas: 158 

Duttenhofer, My | & Sons, Co., Cincinnati, O 142 

Eaton, Charles A., Co., Brockton, Mass. . 2 

Edmonds Shoe Co., Milwaukee, Wis. .Front Cover 

Edwards & Co., ———— .......4th Cover 

Kigner Shoe Co.. 7 Rami 

Elam, F. Shoe C = 5 N.Y. 

Emery & Moreen Co., Haverhill, Mass. 

Excelsior Shoe Co., Portsmouth, O. 

Fair- sy 4 Shoe Co., Newburyport, Mass. 

Fisher, A., & Son, Lynn, M 

Fiske Shoe & Leather Co., Boston... . 

Freeland, H. ae Rochester, N. Y.... 

Goodger, W. C., Rochester, N. Y 

Gregory & ied Co., Lynn, Mass. . 

eee Shoe & Legging Co., Hage rstown, 


1 
eninend Shoe Co., The, Haverhill, Mess... : 
Harney Shoe Co., P. J., Lynn, Mass. . 5 
Hartman Shoe Co., Haverhill, Mass 
Heilbrunn & Sons, J., Rochester, N. Y. 
Hennessey, Maxwell & Hennessey, Lynn, 

i Nai apn, ORS goer 
Herrick Shoe Co., G. W., Lynn, Mass. . 
Hopkins & Ellis Co., Haverhill, Mass. 

Howard 3 ¢! Foster Co., Brockton, Mass. . 
Hoyt, F. , Shoe Co., Manc! hester, nN. ... 
Johnson ad Shoe Co. , Hallowell, Me...... 
Johnston & Murphy, Newark, N. J. 
Keith, P. B., Shoe Co., Brockton, Mass 
Kelly, John, Inc., Rochester, N. Y.. 
Kiely & Co., T. cm Lynn, Mass 
Kleine, Henry, & Co., eg ee pA 
Knox Shoe Co., Milford, Mass. . 
Kreider, A. S., Co., The 
Krohn-Fechheimer Co., Cincinnati, “ok: 
La a Boot & Shoe Mfg. Co., 


La onan, Lynn, Mass 
Lande-Rutkin Shoe Co., New York City. . .. 
Lilly Co., He » Now York City 
Lion Shoe Co., , New York 
Lippman, Geo E.. Co., St. Louis, Mo 
Lund-Mauldin Co., St. Louis, Mo 
Lunn & Sweet Co., Auburn, Me.. 
de Shoe Co., Lynn, Mass.... 

arion: Shoe Co., Marion, Ind 
Marston & Tapley Co., Danvers, Mass... .. 


1 
.110- ll 


65 
83, 130 


Midwest Shoe Co., Minnea 
Mitchell-Caunt Co., Lynn, 

oore-Shafer Shoe Co., Brookport, | = # 
Nettleton Co., A. E., Syracuse, - 
Newcomb- Anderson *Shoe Co., Rochester, 


Novelty Shoe Co., 

Nu Baby Shoe Co., Mass : 
Oriental Boudoir Co., The, Haverhill, Mass. 
Palan, A., Shoe Co., St. is, 
Parker-Holmes & Co., Boston. . 

Peck, Frederick S., Worcester, Mass. . 
Pennington-Crowell Shoe C eer 
Phillips-Cram Corp., Haverhill, “Mass. 
Pingree, F. C., Sons Co., Detroit, Mich. 
Plant Bros. & Co., Manchester, N. H 

P. & R. Shoe Co., "Haverhill, Mass 

Reece Shoe Co., Columbus, Neb 

Rialto Shoe Co., L yan, M 

Rice & Hutchins, 

Richards & odes om Randolph, Mass. 
Riemer, A. H., Shoe Co., ‘Milwaukee, Wis. . 
Rindge-Kalmbach- Logie Co., Grand Rapids, 


Mic! 
PF won wed Shoe Co., 
Scientific Shoe Co., iow York City.... ‘ 
Slipper City Shoe Co., Haverhill, Mass..,... 
Smith, R. P., & Sons, 
Smith, Wm. Sumner, Chicago. . ae 
Stacy- "Adams Co., Brockton, Mass. 
Standard Felt Co., West Alhambra, Cal 
Stetson Shoe Co., The, So. Weymouth, Mass. 
Stewart Shoe Co., Haverhill, SS 
Stickles, L. D., Shoe Co., Red Wing, Minn. . 
Stover S Bean Co., Lowell, M. 
Tager, S. W., & Co., New York City. . 
Thompson Bros. Shoe Co., Brockton, Mass. . 
Timson Bros., Inc., 
Tougas Shoe Co., Boston. . 
Truitt Bros., Inc., Bin, hamton, N 
United States Rubber o., — vex ‘City... 
Upham Bros. Shoe Co. Stoughton, Mass.... 154 
Utz & Dunn Co., Mosteaier. 1% PIER 
Watson Shoe Co., Lynn, Mass 
Welch, Moss & Feehan Co., Haverhill, Mass 
Westcott-Whitmore Co., The, Syracuse, N. Y. 
Whitman & Keith Co., Brockton, M 
Witherell & Dobbins Co., Haverhill; Mass. . . 
Wright, E. T., Co., Inc., Rockland, Mass... . 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Companies, Inc., Wil- 
mington, Del 
poker ¢ Kimball, Inc., Boston............. 


Beggs & Cobb, Inc., Boston 

, Osborn, Odell Co., Inc., Bostoi 
Casko Shoe Fabrics Corp., Philadelphia, Pa. 
Castle Kid Co., Camden, N. J 
Creese & Cook Co., Danversport, Mass. . .. 
Donovan Bros., 
posdenes, ae H., Co., Boston 

,& Sons, Milwaukee, Wis 
, New York City. . aes 

Holbrook’ rae W. H., Bos 
Hub Gore, Boston _ — York 
Jones Co., F. E., Bos 
Kallman, Julius, Co., y eee 
Keystone Leather Co., gee 
Kistler, Lesh & Co., Bosto 
Lawrence, A. C., Leather ‘Co., Boston 
Levor, G.. & Co., Inc., Gloversville, ' i, FOR 
Monarch Leather Co., Chicago 
New Castle Leather Co., New bag 
Northwestern Leather Co., Bosto 
Pfister & Vogel Leather Co., Milwaukee, Wis. 
Snyder, H. S. & M. W., Bosto! 
Standard Kid Mfg. Co., Sunten aE a's 2 daes 3, 133 
Taber-Wheeler Co.., Boston 
Thomas, Lake & Whiton Co., Boston 
Vaughan, Geo. C., Peabody, "Mass 


-FINDINGS AND SHOE STORE SUPPLIES 


Alterson & Co., L., New oe ag City 

Browning, C. y & Co., Bosto’ 

Coultas .0., D. W., Neushaenehs R.I 
Counter Flexity Machine Co., Lynn, Mass. . 
Dayton Felt Products Co., Dayton, oO 
Decorators Supply Co., Chicago 


Published Weekly in the interest of the Retail 
Shoe Merchant, by the 


BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated ander Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
LES G ae ae President 
EVERIT B. TERE E, Treas. and Gen'l Mgr. 
R W. R. UE. 1st bat a my 
LTER SC 2d_ Vice-President 
THUR D. AND ERSON. Secretary 
lowe CARPENTER & NAY, Counsel 
101 Tremont Street 


D. ANDERSON, Editor 
WALTER nC “TAYLOR 
. LOGAN 
HELEN M. HANEY 
Associate Editors 


BLISHERS’ NOTICE 
SUBSCRIPTION Th subscription 
Boot and Shoe Recorder is $3.5 
advance, which includ cs postage in the 
States, ae Hawaiian Islands, Ph 
ee On ne The price for 


FOREIGN N SUBSCRIPTION Th @ price to all 


rn os - X.-* the above t is $10.00 





year, 
per sea becintions yt, yable le i ms givens. 
ADVERTISI G RA Advertising 
Rates furnished on ~~ ll ofa rates for 
Wants, for Sales, etc., see Want Page. 





bay! & Scrimgeour Sales Co., Inc., New York 


Cit 
Dr. Wood Foot Appliance Co., Cleveland, ( ). 
wee Fis Comer, , Boston. . 
Em Inc., New York City... 
F nai Bag Arch Support Co. Co. be mee York City... 
Goodyear Tire and Rubber Co., Akron, O. 
Bivens, F . L., Co., New York City 

ions, 5 ugh, ‘Go., - Lansing, Mich 

t. Louis, Mo 


Netenal t Mg. Co - 
Parisian adie 
Pioneer Products, Inc., New 


Scholl Mfg. Co., as. 

Taylor, Frank B., Bosto 

Vanity Novelty Works, , eS N. Y.. 

Whitcher, Frank W., Co., Boston......... 82, 165 
Win-Deco Display Service, Boston ‘ 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Albany Shoe R: iting Co., Boston 
Brockton Rand , Brockton, Mass. 
Conaway-Wadsworth Pattern Co., Milwau- 


. Co., New York 
w. H., Mfg. Co., Trenton, N. J. 
National Shoe Polish Mie. Co., Inc., Phila- 
delphia 
North & Judd Co., New Britain, Conn 
United Shoe Machinery Corp., Boston... ..77 


MISCELLANEOUS 


Atlantic Printing Co., Bosto 
Boot & Shoe Recorder Pub. Ms. Boston . 
Boot and Shoe Workers’ Union, Boston... .. 
Boylston National Bank, Boston 
Brooklyn Purchasing Syndicate, Seen. . 
Calderwood & Preg, Boston. . aa 
D’Avesne te gy Bureau, Boston. 
Edwards, T. J., 
Glauberg & C Co. rs New York City... 
grove, BE 6 ae... 

ooper inting - ton. . 
Hotel Essex, 
Kalter —, Co., — New York City. . 
New York E 

New —_ 
Olenick, I = York City “ 
Retail Shoe Salesmen’s a >. Boston. 

Boston. a on 


14 Co., Dayton, O..... 
orks, Philadelphia, Pa Pa.. 

ork City 
149-150-151- = 
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April 24, 1920 


BOOT AND SHOE RECORDER 


STYLES IN FOX FOOTERY VIE WITH EACH OTHER FOR SUPREMACY 
OF SMARTNESS AND CHARM. 


WHILE FOX CREATIONS UNFAILINGLY SURPASS DAME FASHION'S 
LAST DECREE, QUALITY AND WORKMANSHIP ARE NEVER 
SUBORDINATE TO STYLE. 


LINKING UP WITH FOX FOOTERY MEANS EVER INCREASING 
PROFITABLE SALES TO PLEASED CUSTOMERS. 


CHARLES K. FOX, INC. 
Haverhill, - - = Mass. 


BOSTON: 54 LINCOLN ST, NEW YORK: MARBRIDGE BLDG., BROADWAY 
CHICAGO: GREAT NORTHERN SLDS. AND 34TH ST ROOM 632 





Fntered as second-class mail at the 
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The One Best 
Bet Today 


The 
BROGUE 




























Full Wing Tip and Fox- 
ing—Pinked—Perforated 
Top of Quarter. New 
Twentieth Century Last. 














C.3 to 8 
D, 3 to 8 






A. 3 to8 
B, 2 to 8 





MadeWith Infinite Care—None Better Made 





Mahogany Side 


White Buck 
DELIVERY riage _ AT ONCE 


Mahogany Russia Calf 


Sold Only in Case Lots 
36 Pair to the Case 























Attractive Prices on Request 


||| CUSHING SHOE COMPANY 


POMEN’S 
48 Oxford St. W ox Lynn, Mass. 


ELTS 





































de 


‘The Leather 
for Fine Shoes 


«« And be sure to point out that these 
shoes are made of Vode Kid”’ 


HIS sales manager realizes that sales will come 

much easier when dealers learn they can obtain 
shoes of Vode Kid from his men. Hundreds of mer- 
chants are anxious to stock these shoes, because they 
are convinced that Vode Kid isa _ good leather, 
nationally advertised, and that shoes made of it sell 
quickly and with little effort. 
It’s no wonder, then, that sales managers should suggest to 
leather buyers that they buy Vode Kid, as, in addition, it 
makes good shoes that can be sold at a favorable price. 


Sranparp Kip Manuracturinc Co., Boston, Mass. 


Agencies in New York, Philadelphia, Rochester, Cincinnaté 
Chicago, St. Louis, and Montreal 





BOOT AND SHOE RECORDER April 24, 1920 


Make A Buying Decision! 


Get a definite tryout of H & T Women’s 
Goodyear Welt Shoes—Always In-Stock— 
by featuring our Brogue Oxford here 


shown. 


































































































The H & T Line will solve your buying problems—it is distinctively 
individual—consistently stylish—and serviceable. 


The BROGUE—$7.75 


No. 3305 in Russia Calf 
No. 5305 in Gun Metal 
A toD 


Write or wire for sample 


Hughes & Tansey, Ine. 


Sales Office and Stock Rooms 


128 Summer Street, Boston 9, Mass. 


—=——_—_—— 
— <— — Eo 
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EXTENDING A HELPING HAND 





We are launching our Advertising Campaigns in waves that sweep the country and wash the shores 
of foreign lands. 

The effectiveness of these Campaigns is attested by the inquiries that pour in on us by every mail 
from all parts of the English, French and Spanish-speaking World. Every one of them represents a 
business prospect seeking a Retailer or Manufacturer to whom his business will go. 

The business of the “‘F. B. & C.” Institution is too widespread and far-flung for our pate to admit of 
favoritism or discrimination. 


We create UNIVERSAL interest and confidence in 


“F. B. & C. Kid” 


and depend upon the keenness and initiative of the Manufacturer and Retailer to capitalize 
this interest in his business. 

We deliver the business at your door—You must store it away in your bank accounts. 

We play the ball into your hands—you must make the goals. 

To the astute the idea at once occurs of telling the customer that they have shoes made of. 
the most talked of leather on the market. 

Couple your local advertising up with our National Advertising and arrive with 


“F. B. & C. Kid.” 


SOME FAMOUS LEATHERS: 
“F. B. & C. White Washable Kid No. 81” 
“F. B. & C.” Bronze No. 00 
“F. B. & C.” Light Chestnut No. 7 
“F, B. & C.” Dark Chestnut No. 98 
“F. B. & C.” Smoke No. 24 





Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 


Write us for 1920 Color Card and Electros for your own use in local advertising 
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PERHAPS BLUCHER PATTERNS APPEAL 
TO YOU MORE THAN {BALS 


HERE ARE THREE OF THE BEST! 


Creese & Cook’s Tony Red 
Calf, any style....... $9.50 
Cook’s Calf, Color 

, P Preres $9.50 

ine Calf. .... 8.00 


Nearly 100% of our orders call for 
Goodyear Wing Foot Heel 
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ake you a trial order on any of the above lasts from any of the leathers listed on this 
n you receive them compare our shoes with similar lines from the viewpoint of style, 

and workmanship. Then if you can truthfully say that our prices are not from 
7. lower, return the shoes at our expense—Could any offer be more fair than this? 
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WRITE TO — ACT N ! 


TODAY ow 
PENNINGTON-CROWELL SHOE CO. 
MANCHESTER, NEW HAMPSHIRE 
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OHNSON BROS. 


SHOES FOR FALL 





SHOWING ONE OF OUR NEW 
CLOTH TOP MODELS 


ade fa the Pine Sree State ” 























CLOTH TOPS ARE WELL FEATURED IN JOHNSON BROS. LINE FOR FALL. THE NEW 
SHADES MATCH PARTICULARLY WELL WITH THE DIFFERENT LEATHERS. THERE IS 
ALSO A SAVING IN PRICE THAT MERCHANTS WELCOME. YOU WILL LOOK FAR BE- 
FORE] FINDING AS GOOD-LOOKING A BOOT AS THE ONE ILLUSTRATED ABOVE. AND 
YET THIS IS BUT ONE OF MANY THAT JOHNSON BROS.’ MEN ARE NOW SHOWING FOR 


NEXT SEASON. 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 
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The Derby 


A\ STRAIGHT model with short flat forepart, 
slightly receding toe and low outside shank. 


Style 71—Wine Cordovan Oxford, $12.50 


Now In Stock 


AA to D 


Complete Spring Catalog On Request 


French Shriner and Unmer 


Factory and Salesrooms 


63 Melcher Street :: :: °:: Boston, Mass. 
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To Get Full Speed from the Sales Accelerator 
Specify Brogues made from 


Colored Gun Metal Side Leather 
Special Brogue Stock 


‘THs is the heyday of the brogue, and here is the leather with which to 
successfully insure the effect. 


Colored Gun Metal Side Leather is stylish and practical because it has the 
necessary substance and service qualities essential for the ideal brogue. 


Samples Gladly Sent 


A. C. LAWRENCE LEATHER COMPANY 
161 South Street, Boston, Mass. 


NEW YORK CHICAGO ROCHESTER GLOVERSVILLE CINCINNATI ST. LOUIS 
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«A Boy’s Shoe That Wears” 


CARRIED 
IN 
‘STOCK 


With Either Leather 
Or NEOLIN 
Soles— 
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May we send you a copy 
3404X Big Boys’ Chrome Gun Metal Bal., 614-9, D 
of our new stock and E wide. $4. 
3404 Boys’ Chrome Gun Metal Bal., 1-6, D and 
[/ catalog ? wide. 3.85 
/ 3405 Little Men’s Chrome Gun Metal Bal., 8-13 4, 
/ D and E wide. 3.00 








Marston & saeey Co., Danvers, Mass. 
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"Che Shoes You Order Are the Shoos Yoa Get” 
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HIGH GRADE 
GOODY EAR * 
WELTS 
IN-STOCK 


163—Mat Kid 3-E > 
408 Lea. Teale * a de _ A221—Patent Ls.. ’ reeedl 
19-3 Lea. Cons Hs? 


Ranches ae 
YG) et A SS Re Oe 


FOS Se I 


For At Once Delivery 


A 200—Nut Brown Russia Calf Oxford, 14-8 Mil. Heel, B, Cand D 
A 157—Black Calf Oxford, 14-8 Mil. Heel, A to D 


A 158—Black Vici Kid Oxford, 14-8 Mil. Heel, AA to D 

A 223—Black Mat Kid Oxford, 14-8 Mil. Heel, A to D 

A 160—Hav. Brown Kid Oxford, 19-8 LL. Heel, A to D 

A 185—No. 25 Brown Nubuck Oxford, 19-8 Full Louis Wood Covered Heel, AA toC.. 

A 163—Mat. Kid 3-Eyelet Tie, 19-8 LL. Heel, AA to D 

A 161—No. 18 Gray Nubuck, 3-Eyelet Tie, 19-8 Full Louis Wood Covered Heel, AAtoC 8. 50 
A 193—Mat. Kid Swagger Pump, 19-8 Heel, AA to D , 
A 199—Patent Colt Swagger Pump, 19-8 Full Louis Wood Celluloid Cov. Heel, AA to D 8.00 
A 221—Patent Leather Broadway Pump, 19-8 LL. Heel, AA to D 


Deduct 25c per pair when ordering 36 pair to a width 


: In-Stock Terms 2-10 Net 30. West of Buffalo 10 days extra, Denver to the Coast 20 days extra. 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 
In-Stock Department 78 Lincoln St., Boston 
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Full-Size Knitting 


SOCKS 


Full-Size Knitting 
New Sock Comfort and Wear for You 


F the high-class socks on the market today, 
compare, for example, six leading brands. 
Frankly, they all /oof pretty much alike. 





And yet it is continually reported to us that trim 
snug-fitting Monito Socks enjoy an outstanding 
reputation for long wear. The secret lies in 
Monito Full-Size Knitting. 

For this exclusive knitting method imparts to 
Monito Socks extra toe-room and thus longer wear, 
And this is important. Only in socks knit the 
Full-Size way can you secure the combination of 
extra toe-room and snug trim ankle fit so essential 








to style. 

Further! Full-Size Knitting removes heel strain 
and puts a generous top on Monito Socks, which 
insures welcome garter comfort. 

Ask your dealer for Monito Full-Size Socks— 
the same size you now wear. We suggest that you 
let Style 522—a sock of rea/ silk—silk-worm silk 
serve as a pleasant means of making acquaintance. 


«Moorhead Knitting (0., sc. 
Harrisburg, Pa. 


MAKERS OF 
MEN’S SOCKS and WOMEN’S STOCKINGS 


New York Offices: 
Fiera Avenue Buitoinc 
2co Fifth Avenug 





— 


©1920, M. K. Co., Inc. 


This “Full-size” advertisement 


of Monito Full-Size Knitting Socks will appear in the Saturday Evening Post 
issue of April 3rd. Doesn’t such generous advertising on our part suggest 
generous sales support on your part? 
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ExtraToe-Room? 


A sock that fits too 
snugly on the foot strains 
the fabric from heel to 
garter. This not only 
starts ‘“runs’* very quick- 
jy but causes hole. a: the 
toes. Monito Full-Size 
Knitting prevents this, 
giving more comfort and 
wear. Your sock should 
have a foot long enough 
to allow you easily to 
grasp the fabric at the 
toes between your thumb 
and forefinger. 








6. £. Basham 


Furniture and House-Furnishings 
Woonsocket, SD. 3/15 1920., 


The T. K. Kelly Sales Systex 
Minneapolis, Minnesota. 


Gentlemen :- 
‘ 
I deem it my duty to write a 
letter of appreciation ae our sale 
closee tonight. 


I have had several sales by 
aifferent sales concerns - but never 
have I seen #0 complete and smooth 
running a method as yours put in 
operation. The advertising was truth- 
ful, without bombast and the usual ear- 
marke of a sales concern. 


I must add a word of endorsement 
for the man you sent me. He is a 
perfect gentleman - was thoroughly 
equipped - knew hie business from A to 
2, and had wore pep than a sixteen year 
old boy. 


This letter way seem over enthue- 
iaetic, but I knew there aust be some 
sales concern out of them all who could 
deliver what they promise. 


In conclusion, I must say that 
what seemed to me a high price at first 
for your services proved the cheapest 
ealee service I ever bought, and I thank 
you wholeheartedly 


Since yo youre, 


+ ~ E>BASHAM 


We will pay $1000 for proof that any testimonial we 
publish was bought or otherwise than bona fide. 
T. K. KELLY SALES SYSTEM 
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CHAS. A SWANSON’ 
Furniture and Undertaking 


EOISON PHONOC RAPHS ANO RECORDS 
¥ 
Wahoo, Nebr. 


The T. K.. Kelly Galee System 
Minneapolis, Minnesota. 


Gentlemen:- 


I have alwa¥e had the impression that I knew 
something about selling furniture, as I have been. 
in the business for yeare and yeare. 


Whem your expert furniture salesman arrived 
at wy Store to start preparations for thie wonder- 
ful sale, it did not take ze long to find aut that 
he Was a gentleaap that knew thie line thoroughly. 


Words cannot express ay feeling of surprise 
when we eold over $5000 worth of furniture very 
rofitably the wo aperene day of our eale, aut of « 
17,500 stook 


No doubt, you recall that I unease you fer 
@ reduction sale - not a close-out 


Your sellthg Camaign had no misleading etate- 
mente or exaggerated inyvany way, but simply told 
Plain facte boiled down in a logical manner that 
appealed to the good people for one hundred ailes 
around Wahoo, Nebraska./ 


I have seen a lot of furniture sales in the 
past yéare, but never have I witnessed such a gather- 
ing of eager buyers that has attended ay sale every 
day of the ten days selling‘ The first day was the 
biggegt of coufee, but the last.days of the eale, if 
we had had more goode to sell, we could have sold 
more than the gpening day. I have really made sore 
money in the furniture business the last ten days 
than any eix the I have done businese before, aad 
I think that telle the story in a nut-shell. 


From the experience that I have had with the 
T. KE. Kedly Salee Syetem, I have found your firm 
thoroughly reliable, progressive and honorable in 
every way. I have had untold pleasure through ea- 
ploying your services in cy estore. 


Sincerely yours, 


5 A. SWANSON a, 


Yl yy) CLEIIWW\ LIN 


3/44 Isat, 
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WOLLLLLL, 


Let us come and broaden yous trading radias. 

Let us inspire the people of your community 
with the buying spirit. Let us bring crowds and 
erowds to your store, not idle curiosity seekers — 
mind you — but the good old substantial families 
— the best people of your section. 

We will get them for you — your customers, 
the “other fellow’s” customers. We can bring 
them — our perfected plans never fail. 

Our methods are clean, sure, honest. We will 
take an oath that we do nothing the most con- 
scientious merchant cannot practice. Our sales 
get rid of the “stickers.” We make the “undesir- 
ables” take flight at a profit. 

To the hum of good-natured shoppers, accom- 
panied by the rustle, of wrapping paper, we make 
your cash register dance to. the delight of your 
Bank book. The coupon brings the full story — 
it only entails a slight effort and there’s positively 
no obligation — certainly you'll send it in. 


Size of Stock Kind of Stock 
Expand ["] Reduce [[] Clese Out [7] 


I give you the above Mr. Kelly with the under- 
standing that same is confidential and 
entails no obligation to me. 
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HUNT-RANKIN 
LEATHER CO 


VELVETTA CALF 


1 
ee 


NY one who has seen this leather in 
ladies’ high style footwear will'readily 
notice its beautiful velvety surface. 

Back of this there is strength. The grain 
and fibre are not disturbed in manufacture, 
as the leather is finished onthe flesh side. 


Sa SSX.HU.N-_— NZ 


—- 6 —e © ee © oe Oe eee ee es 


It is made from the finest selected skins 
chrome tanned. Does not stretch, crack or 
scuff, is impervious todampness—absolutely | 
fast color in all standard shades—cleans 
easily. SPECIFY VELVETTA 


or 


ine al 


sane ' 18 ' 
| ati Dee eee ee 


TUSCAN CALF—Smooth and boarded 
finish—black. 


Cd b C2°S 


RUSSIA CALF—Smooth finish—standard 
colors. 


EE © EE © <6 eee © ~<a @ 


a 


HUNT-RANKIN LEATHER CO 
106 BEACH ST.BOSTON, MASS. 
U.S.A. l 
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Nath’! Adams 
Martin J. Bolger 
Jas. C. Hall 
Frank B. Newhall 
Frank Reese 

W. A. Seavey 
Frank J. Slagle 





























Salesmen 


Selling 
Stylish 
Serviceable 
Satisfying 
Salesmaking 
Shoes 




















* the warrant of value 
that makes you sure” 


That expresses the mission of the Lucky 7 


Salesmen. 


You, too, can sell more shoes if you sell 


LA FRANCE, a fact easily demonstrated. 


For LA FRANCE shoes are in the ultimate 
degree STYLISH — SERVICEABLE — 


' SATISFYING—SALESMAKING. Every 


one of these descriptive adjectives can be 
applied with full significance. 


Moreover, LA FRANCE shoes are first 
choice with the shoe man who invests his 
own money when he buys. 


LYNN 


Williams, Clark & Co. 


MASS. 
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A NEW CREATION DISPLAYED BY 


NAPIER’S BOOTERY, Omaha, Nebraska 


Made of Oo, 


New Caste Haan Pron Rd 


ge It by lts Users” 
C/ 


New Castle Leather Company Inc. 


NEW YORK 
BOSTON MONTREAL, CAN. CHICAGO fj 


and the Principal Leather an@ Shoe Centres Gverywhere 
Factory, ~—— Del. 
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e Fastest Growing White Shoe 
House in the United States 


Two Eyelet Tie 


One of our latest popular-priced novelties! 


Made in White Canvas by the most skilled workmen in 
. Haverhill. 


The Hartman line of White shoes are made right—priced 
a —are right! 


Ask us to send you the best 


selling numbers in Turns and 
McKays. 


Line Up With Us Now For 
1921. 


HARTMAN SHOE 
COMPANY 


HAVERHILL, MASS. 


- WHITES 
THAT ARE 
WINNERS 


.. 
WC 
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‘“‘Father and the Boys”’ 


Wear ‘‘Streeter’’ and ‘‘O’Donnell’’ Shoes 


A line which combines so many attrac- 
tive characteristics cannot fail to merit 
the approval of the patrons of the best 
retail stores. 


‘J. M. O'Donnell’ Shoes and ‘‘Streeter”’ 
Shoes for men who stay young, show 
perfection in fit, style, quality and price. 


‘Travel in our shoes.” Union Stamp 


Wall, Streeter & Doyle Co. 


NORTH ADAMS, MASS. 


Boston Office - - - - 207 Essex Street 
Detroit Office - ~ - 407 Temple Building 
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Famous American Shoes 
MADE WITH 


| Barbour Grooved Endless Welting 


Number seven in the series 
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FOOT FITTER No. 1 


AA to EE, 5 to 12 
SIZES AND HALF SIZES 


By 
EDMONDS SHOE CoO. . 


Milwaukee, Wis. 


eee 


—— 
<< 


i 
SS 


ie 
= 
SS 


= 


= * 


sentative American shoe manufacturers who use Barbour 


7. illustration is the seventh of a series of models from repre- 
Grooved Endless Welting in their shoes. 


The far-reaching importance of high-grade, firs quality welting is 
recognized by manufacturers of this class. 
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Not the cheapest welting on the market, but the most economical 
and satisfactory in final results. 
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: Barbour Grooved Endless Welting 


MANUFACTURED BYj 


BROCKTON RAND COMPANY 





BROCKTON, MASS. 


BY INVITATION 
MEMBER OF 














NEW YORK ,U.&.A. 
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D ependability— 


in a business paper 











Dependabilty is twin 
brother to the Square Deal. 


It is as essential, and ad- 
mirable, in a trade period- 
ical as it is in the conduct 
of the Trade itself. 


Dependability is a major 
asset of the Boot and Shoe 
Recorder. 

— dependability of the tech- 
nical articles published: — their 
suggestions authoritative and 
practicable. 


— dependability of editorial 


utterances: — their advice based 
upon sound, seasoned knowledge 
and fair judgment. 


— dependability of news serv- 
ice: — its items accurate, timely, 
devoid of trivialities and free 
from commercialism. 

— dependability of advertising 
service: — provably predomi- 
nant circulation among paying 
subscribers of the highest class; 


powerful influence of advertising 
pages; freedom from “ for-rev- 
enue-only ” practices and abuses. 


* * * * 


The Boot and Shoe Recorder 
has had thirty-eight years of 
experience in proving that the 
Square Deal is worth while. 


Its fifty-two weekly editions 
each year are a series of normal- 
size, powerful, intrinsically help- 
ful issues, unbroken by super- 
fluous, parasitical “ special ” 
numbers whose value lies only 
in the imaginations and pocket 
books of their promotors. 


The Boot and Shoe Recorder 
has originated and had an in- 
fluential part in moremovements 
for the betterment of the foot- 
wear industry itself, and the 
journalism surrounding it, than 
any other business paper pub- 
lished. 


Its permanent policy is the 
Square Deal. 


—get acquainted with 


The Boot and Shoe Recorder 


BOOT AND SHOE RECORDER PUBLISHING CO 
BOSTON. MASSACHUSETTS 


New York, 127 Daune Street 
St. Louis, 1627 Locust Street 
Rochester, 609 Powers Bidg. 


Chicago, 189 W. Madison Street 
Cincinnati, 1st Nationai Bank Bldg. 
Philadelphia, 920 Chestnut Street 








THIS ADVERTISEMENT APPEARS DURING WEEK OF APRIL 19 AND APRIL 24 IN 


St. Louis Globe- 


Democrat 


Rochester Democrat and Chronicle 
Cincinnati Enquirer 
Milwaukee Wisconsin-News 
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HOWES BROS. CG, 


SOLE LEATHER 


CAPACITY 


Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


April 24, 1920 


SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides. 


WAREHOUSES AND 
OFFICES 


ST. LOUIS, 1221 Gratiot St 
CHICAGO, 229 West Lake St 
CINCINNATI, 713 Main St. 
LEICESTER, ENGLAND. 
12 DeMontfort Chambers. 


HIDE PURCHASING 
OFFICES 


Buenos Aires, Argentina, 
New York City, 
Boston; Mass. 


Main Office and Warehouse 
321 Summer Street, Boston, Mass. 














CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 


FINDERS DEPT. 


Oak, Union and. Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 
Repairing Trade. 


MANUFACTURERS TOPLIFT 
FACILITIES 


Large Capacity 


Prompt Service 


Extensive Range of Styles 


MANUFACTURING PLANTS 
Cut Soles - 90 Wareham Street 
Finders - - 321 Summer Street 
' BOSTON, 
MASS. 


DISTRIBUTION OFFICES 
Cut Soles - - - 321 Summer Street 
Finders - - - = 321 Summer Street 

BOSTON, MASS. 
NEW YORK, CHICAGO, CINCINNATI 
and ST. LOUIS 
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Showing Vulco-Unit Box Toe Material Coming 
From Saturating Machines. 


If you want to know whether the shoe will retain its 
style and the toe will preserve its shape, find out what 
kind of a box toe the manufacturer used. If itis a genu- 
ine Vulco-Unit Box Toe, perspiration or hard wear will 


not affect it in the least. . 


Apparatus, Process and : Products Patented 


SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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$3.50 
While 
They 
Last 














No. P930—Black English Grain Blucher, 
Tip, Bellows Tongue, % Double Sole, 
Clinch Nailed, E, Men’s 6-11, $3.50. 









— splendid shoes are packed 12 
pairs to the case and in the following 
run of sizes: 


Men’s 6-10, 6-11, 7-10, 7-11. 










While the present limited stock lasts, 
orders on this shoe will be filled in ac- 
cordance with time of arrival at this office. 









Orders will be accepted for regular cases 
only. 





Here is your opportunity to get a splendid shoe value if you act promptly. 


F’. Mayer Boot & Shoe Co., visors 


Export Department: Bush Terminal. Sales Building, 130 W. 42nd Street, GN 
New York City MILWAUKEE 
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Another 
Wallop To 
| Overcome 
| Ignorance 
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_ EVERYBODY'S MAGAZINE June 1920 
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Does He Know Feet | 
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salesman to have them fitted with 
shoes. Whether he knows feet or 
not may be the point upon which 
vour present and future teot com- 
fort and efficiency will depend 

Just as it 1s possible for a stupid or 
ignorant clerk in a drug store to 
make serious mistakes which a 
pharmacist would never make, ut 
is possible for an unscientific shoe 
fitter to cripple a foot and cause 


1] 
ill 


Here is another of the vigorous 
blows we are constantly striking 
in our campaign to place Practi- 
pedics, and all who practice that 
profession, upon the high plane 
in the public regard which it 


MM 


| 
that knowledge of foot anatomy \| 
the | 
i 


and foot needs which is 
equipment of all 





GRADUATE PRACTIPEDISTS 


This profession of Practipedics ts a comparatively new 
one, bemg an outgrowth of the last few years, but a has 
developed wondertully as ts place in the scheme of things 

became increasingly evident. Now, there are 
25,000 people in the Unwed States and Canada 


Every graduate Practipedist has made a thorough 
study of the anatomy, debilities, malformations and dis- 
comfort producing conditions of the human foot, together 
with the most modern and scientific methods of 


preventing the progress of such incipyent 
tendencies as his (or her) trained eye and hand 
may detect, and of correcting such defects as 
have already developed Every graduate Practi- 
pedist has passed a rigid examination in all these 
subjects and has demonstrated the completeness 
of his understanding of all principles involved, and 
each has a diploma from the educational institution 
which vouches for this knowledge 

Thousands of shoe dealers now have these 
trained Practipedists in their store to give 


rene oes inations ne pues 


who have either graduated in Practipedics of are 
taking that course They will be found m the 
betrer class of shoe and department stores every- 
where, and milhons of people already owe them 
rattude for thew delwerance from torturing tout 
troubles or for the prevention of such troubles 
Now, the members of this profession have 

banded together in this Assocration for the pw 
pose of further improving their usefulness by the 
a gh vot rg exchange of experences and for the purpose of 


endless suffering through lack of 
| | 
| 


deserves to occupy. 


Education is the foe of ignorance 
and it is ignorance we are com- 
bating. The public is quick to 
appreciate this new science as fast 


as it learns of its value, but it 
must first be taught what Practi- 
pedics is and what it offers in 
public service. That is what we 
are for, that is one of the principal 
reasons for the existence of this 
Association—to educate the public 
in regard to Practipedics, so that 
the profession may be generally 
recognized as a modern essential. 


Ne 
d, nor are any larger sises requ 


ees ONAL a Pt 
NTERNAT SS0ctAT}, 
PRACTIPEDISTS 


SUITE 607 - 1O9 NO. DEARBORN ST 
CHICAGO 
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If Practipedics Is Your Profession— 
Then This Is Your Association 


Get This Book 


It Is Free = 


If you haven't a copy of this book already, be sure 


International 
Association 
of 
Practipedists 


Information Coupon 
About This Association 


International Ass’n of Practipedists, 

Suite 607—109 N. Dearborn St., Chicago. 
Gentlemen:—Please send me your free booklet, telling 
all about the Association and complete details in 
regard to it. 


to send the coupon for it foday. It tells all about this 
Association and contains its Constitution and By- 
Laws. 
together with the advantages which members enjoy 
and the many reasons why no Graduate Practipedist 
can afford to remain on the outside of this Association 
of his fellow professionals. Mail this coupon now— 


before you forget to do so. 


It sets forth the objects of the Association, ° 


Q 
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Nearly 100% of 
All PRACTIPEDISTS 
Now Proudly Wear 

the I. A. P. Button 


Few, indeed, are the laggards who still remain out of this Association. 
Wherever you go now, in shoe stores and shoe departments in all parts 
of the civilized world, you see the “I. A. P.”” button on the lapels of foot comfort experts. 





And the Association is doing wonderfully effective work. Through its heavy educational advertising in 
the great nationally circulated magazines—like the full page ad in the June Everbody’s, reproduced on the 
opposite page—it is “telling the world’’ about 


The Science of Giving Foot Comfort 


If you are one of the minority of Graduate Practipedists who are still out of this Association (your As- 
sociation) send in your application now. It only costs $1.00 for the initiation fee and $1.00 per year as 
dues, and it is worth $100 a year to you. 


If You’re Not A Practipedist 


become one. Send us the coupon below, and we will tell you how you can obtain the Home Study Course 
of the American School of Practipedics without cost. You can soon complete this Course through spare 
time study and get your diploma as a Graduate Practipedist. Then, you can join this Association and 
proudly wear the I. A. P. button in your lapel or upon 


your dress. 2 
Information Coupon About 


International Association 
Of Practipedists Intepainalatnal rate, 


Gentlemen:—I am not a Practipedist but would like 
Suite 607 to become one. Please tell me how I can obtain the 


Home Study Course in Practipedics without cost. 
109 N. Dearborn St., Chicago 
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Leather-In-The-Heel? 


Four-fifths of the weight of the body concentrates at the heel. 
The hard, pounding, dry friction causes wear at this spot. 
That is why the heels of rubbers wear out first. 


In Converse Rubbers the layers of real. leather in the heels 
catch and distribute this friction, thereby prolonging their life. 


Selling Value 









A window in the heel lining shows this 
patented leather feature. Customers 
immediately get interested. 

After buying one pair of Converse 
Rubbers they come back and ask for 
more by the name. They remember 
the window in the heel which shows the 
leather. It is an identification mark 
which customers do not forget. 

Converse Rubbers are the only brand 













New York—142 Duane St. 














Philadelphia —20 North Third Street 


which have this unmistakable and dis- 
tinctive means of identification. It is of 
great advantage to the cealer who sells 
this line. 

Converse Rubbers sell rapidly and 
easily. They are good-looking, made for 
all the family, to fit all styles of shoes. 

Weallow only one agency in a district. 
Your territory may still be open. Write 
at once for information and details. 


CONVERSE RUBBER SHOE COMPANY, Malden, :Mass. 
Makers of 
“Big Nine” Outdoor and Athletic Shoes, ““Ace-Hi’” Mining Boots and Pacs, ete. 
Service Branches: . 


Chicago—618-626 W. Jackson Blvd. 
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ACE CALF 





HE texture of Ace Calf immedi- 
ately tells you its quality is the 
highest. 





And that quality is automatically im- = 
parted to shoes which are made of | Maintains 


Ace Calf. | A 


Ace Calf is not made just like any | Standard 
other calf leather. We have our own | ; 
particular tannage, which gives it the Reputation 
fine, closely knit texture for which it is 

famous. It takes and retains a high 

polish. 





- Have your next order made of Ace Calf 
and let it prove its better qualities. 











J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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Because — 


It is comfortable. 

It holds its shape. 

Its colors are fast. 

It is impervious to water. 
It does not scuff. 


Manufacturers find it cuts to advantage. 
Retailers find it readily salable. 
It is repeat merchandise. 


NOVILLA KID is the -ideal leather for winter 
oxfords, for which there will be a great demand 
beginning in the Fall. 

NOVILLA KID is ¢he all-the-year-round leather 
for shoes. 

Write us to-day for full particulars and for 
samples of Novilla Kid. 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 


April 24, 1920 
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MAHOGANY CALF 
GOODYEAR WELT 
BROGUE OXFORD 


DONN D. SARGENT CO. 


WOMEN’S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 195 ESSEX STREET 
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Satisfied Customers 


Nothing pleases people so much these 
days as to get long wear from their shoes. 
And that is why Korry Soles are so popu- 
lar the nation over—they give double 
the wear of any other kind of soles. 
People know this from experience and 
from advertising, for Korry-Krome is the 
only nationally advertised sole leather. 


Korry- 
Krome 


GENUINE LEATHER SOLES 


Genuine leather, tanned by a secret 
process, Korry Soles are permanently 
waterproof, flexible, and won’t slip on 
wet pavements. ‘They will outwear any 
other sole. 

Your customers will greatly appreciate 
finding shoes in your store with Korry 
Soles. For repair work their extra long 
wear will add to your reputation for fine 
service. 

J. W. & A. P. HOWARD COMPANY 
Established 1867 


Corry, Penn. 
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CAQUISHE Tas. ronable Jootwear 


Chrome Patent Leather Two-Eyelet Tie, Leather 
Quarter, Lined as Illustrated Above. ° 


1156—Size 214-7, C and D 
1479—Size 114-2, Cand D............... 
Chrome Patent Leather Pump, Plain. 
jc eS ee kl ee 


a Brown Kid Lace Oxford, 10-8 Heel. 
1155—Size 214-6 


Patent Leather Mary Jane, Goodyear Welt. Black;Calf Mary Jane, Goodyear Welt. 
1901—Size 8 14-11, Broad Toe, Spring Heel........... .$2.95 1902—Size 8 4-11, Broad Toe, Spring Heel............$2.60 
1576—Size 1114-2, English Toe................. . 3.45 1577—Size 11 14-2, English Toe...................... 3.00 


Brown Vici Kid Lace Oxford, Goodyear Welt. Black Calf Lace Oxford, Goodyear Welt. 
1903—Size 8 14-11, Broad Toe, Spring Heel............ $3.00 1904—Size 8 14-11, Broad Toe, Spring Heel............$2.85 
1578—Size 1134-2, English Toe.................20000 DoDD 1579—Size 11 4-2, English Toe....................2. 3.55 
Patent Leather Instep Strap Pump. 
600—Size 8 14-11, Broad Toe 
601—Size 11 14-2, English Toe 
482—Size 1114-2, Broad Toe 
602—Size 2 4-7, English Toe 

Gun Metal Instep Strap Pump. 


617—Size 8 4-11, Broad Toe 
618—Size 1114-2, English Toe.................20 cee 
619—Size 24-7, English Toe........... 


Mahogany Side Leather Lace Oxford. 


1478—Size 11 4-2, English Toe................. 
1153—Size 814-11, English Toe............ 


Patent Leather Instep Strap Pump. 


1801—Size 8 411, Broad Toe.......................- 82.15 
1476—Size 11 4-2, Broad .Toe 2.60 
1151—Size 214-6, Broad Toe........... ete es 


HENRY KLEINE & CO. 


2% 10 Days—Net 30 Days 
208 to 214 West Lake Street CHICAGO 














Tf lt Wasn’t Good 


They Wouldn’t 


Reorder 


GLAZED KID 


1 adbenage builds repu- 
tation like consistent 
performance. 


You are not likely to patron- 
ize again a restaurant that 
serves you a poor meal. 


But you keep “going to’’ one 
that pleases. you first, and 
uniformly thereafter. 


ee best possible proof 
of KOSMO KID good- 
ness is the fact that for more 
than twenty-five years the 
same shoe manufacturers 
have ordered and reordered 
it. 
Certainly it must be good or 
they would not “‘repeat’’ on 
it so consistently. 








L.AGOOS @&CO., he 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 








Tannery ~ - 


‘Lynn, Mass 











SCHMIDT 
OFAN Fi ae 
LEATHERS 


DPormarent Uy satistying 
to lhe cultaved taste 
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Tan Vici, Tip Oxford, Lenox Patent Leather Mary Jane Tie, 
Last (new) McKay 
6330—1114 to2, DandE. $3.25 6100—11% to2, Dand E. $3.25 
6331—814|to 11, Dand E. 3.00 6101—8 % toll, ~~ nt a 3.00 
6332—5\ to 8, DandE 2. 6102—5 to 8, DandE.. 60 


2. 
Turn 
7050—3 to 8, Dan E.. . 2.15 
7051—1 to 5. Dand EE... 1.90 











Plain Toe, 2 Eyelet, Ribbon Tie 
esa ve Leather, 1 3 


0 2.. 
6227—Tan Vici, 114 to2. 3:35 





Styles That Please Both Parent and Child 


3 W's LENOX SHOES possess that touch of grown-up style which 
attracts the young miss and appeals to the parent who knows when 
. achild’s shoe is not overdrawn. 


Our last designers and pattern makers know the limitations and possi- 
bilities of fitting the growing foot. The child's comfort is kept always 
in mind—also the amount of hard wear to which the shoe must be sub- 


jected. 

The result—a genuinely good line of children’s shoes which’is a real 
sales stimulant. 
Parents will soon be buying for vacation needs in the country’ and at 
the seashore. Our In Stock Department is prepared for the imminent 


demand. 


Weimer, Wright & Watkin Co. 


Manufacturers 


) STOCK DEPARTMENT a 
35 South Second Street . : . - : Philadelphia 































































































7?) 


LY \\W.. 


( 

\ 
KZ 
‘e 


Editorial 


The Tiffany Tie, an exclusive Hallahan 
model, is this season’s greatest success. 
From coast to coast well-dressed women 
have adopted this dainty pump for after- 
noon and evening wear. 


When worn with the shorter skirts now so 
fashionable the Tiffany Tie is most at- 
tractive. 


Smartly designed, correctly shaped ox- 
fords with medium-height heels are also 
very popular for town and country. 


We are featuring these oxfords in Ma- 
hogany and the new Harvest Brown calf, 
in Chippendale brown glace kid, also in 
black glace kid. 


Hallahan Made Shoes for Women are 
famous for fineness of leathers, skilful 
shoemaking and perfect fit. 


Our in-stock department enables mer- 
chants in every section to get promptly 
the shoes wanted by their discriminating 


customers. 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Avenue, 10th to 11th St. 
PHILADELPHIA 

New York Office London Office 
L. M. Gerson Bolton-Page Co., Ltd. 
Marbridge Building 125-126 Finsbury Pavement 
34th St. and Broadway House, London 


Chicago Office, 
Duncan Bros., Great Northern Bldg. 






































Style 18 


Finest Mat Kid 
Tiffany Tie 


Medium round toe, turn sole, 
2 1-8 kid covered LXV. heel, 
3 1-4 vamp, 812 last, finest 
Black silk Tiffany ribbon $10.50 











Style 9 


Mahogany Russia Calf 
of Richest Shade 


Circular vamp whole quarter 
lace oxford, long imitation wing 
tip with centre perforation, blind 
eyelets, 890 last, 1 3-8 leather 
Cuban heel, light welted sole 
closely trimmed, white Good- 
year stitch. Price 


Style 26 


Chippendale Brown Kid 
Lustrous and Dark 


Circular vamp whole quarter lace 
oxford, blind eyelets, straight tip, 
905 last, 1 7-8 Cuban leather 
heel, light welted sole closely 
trimmed. Price 


Illustrated Catalog Now Ready 


lahan = 
so Made 





IN ‘STOCK *% 
Ready to 


Style 6 


The New 
Tiffany Tie 


Made of finest black glace kid, 
turn sole, 860 last (medium 
length forepart), 2 1-4 kid cov- 
ered LXV heel, finest black silk 
Tiffany ribbon. Price... .$10.00 


All Stock Shoes Sold Net Thirty Days 


The following schedule of sizes and widths carried in Stock 


AAA 41% to 8 A 3 


AA 3% to 8 


to 8 
B, C and D 2% to 8 
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THIS IS THE FIRST OF A SERIES OF “GET 
TO-GETHER” TALKS BETWEEN YOU, AS 
SHOE MERCHANTS—SMALL AND GROW- 
ING — GROWN AND GROWING MORE—OR 
FULL GROWN —AND OUR SHOE MAKING 
ORGANIZATION, THE ESTABLISHED 
TRADE NAME OF WHICH APPEARS ABOVE. 


& * am 


Frankly we wish to get even better acquainted with 
you and to have you know us as we are—to know that 
the Harrisburg Shoe Manufacturing Company is an 
organization with an aim a bit above just getting your 
dollars—a big, active shoe manufacturing plant that 
has pledged itself to give you shoe value in order that 
you may in turn pass this value along to your cus- 
tomers, and incidentally the definition of this value 


is complete satisfaction. 
Fad * * 


We believe in stating our policy clearly:—We are not giving you 
something for nothing—it’s poor business—but we are giving 
you the most possible for your money always, and working 
intelligently to figure out how to give you more and still make 
our legitimate profit. 


* & &* 


Now won’t you glance once again at the trademark above? 
We feel that—sooner or later—this trademark is going to look 
back at you from the shoe cartons in your store. 


Begin to get acquainted with it now! — 
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Che Harrisburg Shoe Mig. Co. 


sf Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES 
OF VALUE 
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Unbranded or Stamped 
MARION 


No. 206X—Peerless 


Mahogany Calf Oxford 


Goodyear Wingfoot 
Heel 


AA to D Widths 
$9.00 





New MARION Stock Cata- 
log of 28 Styles Ready to 
Ship is yours for the asking. 


“They're the finest lot of 
oxfords I’ve had come in this 
season,” said a prominent shoe 
retailer referring to the 
MARION oxfords we recently 


shipped him. 






































BOOT AND SHOE RECORDER April 24, 1920 











Shoe Merchants 
Of Your Class 


say All America Shoes for men 


are satisfactory to their customers 
and profitable merchandise to sell. The reason 
is because All Americas are good shoes and 
carried in stock by our wholesale distribut- 


ing houses. 


RICE & HUTCHINS 


The Rice & Hutchins Companies 


Distributors of Educator Shoes 


192 Duane Street, New York City 
233 W. Monroe Street, Chicago, IIl. 
101 Hopkins Place, Baltimore, Md. 
1025 Washington Ave., St. Louis, Mo. 
Cor. Third & Race Sts., Cincinnati, O. 
210 St. Clair Ave., N. W., Cleveland, O. 
90 South Pryor Street, Atlanta, Ga. 
Joseph I. Meany & Company, Inc., 
16 North Fifth St., Philadelphia, Pa. 
The Atlas Shoe Company, 
614 Atlantic Avenue, Boston, Mass. 


Rice & Hutchins, Inc. 
10 High St., Boston, U.S.A. 











